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A  mother-to-be  in  Brussels. 

A  grandmother-to-be  in  Beijing. 

Thousands  of  miles  separate  them. 

An  optical  internet  carrying  live  video  of  this  miracle  connects  them. 

It’s  the  kind  of  magical  moment  the  next  generation  network  from  Marconi  can  deliver. 

A  faster,  more  reliable  optical  internet  with  the  bandwidth  to  bring  more  possibilities  into  the  world 
With  this  kind  of  power  at  your  fingertips,  now’s  the  time  to  ask — 


When  will  your 


finest  hour 


be? 


-  ■ 


HERE'S  TO  A  POWERFUL  START 

The  network  industry  is 
filled  with  powerful 
forces,  from  the  com¬ 
panies  that  sit  atop  this 
world  to  the  executives 
who  run  them  and  the 
technologies  they  peddle. 
In  this,  our  sixth  annual  Power  Issue,  we 
take  you  on  our  traditional  tour  of  those 
companies  and  people,  and  give  you  an 
overview  of  some  of  the  biggest  technology, 
management  and  policy  struggles  that  will 
surely  shape  networking  in  2000. This  year, 
we  also  share  tips  for  how  you  can  increase 
on-the-job  power  and  tell  the  story  of  how 
some  moneyed  network  executives  exert 
power  in  their  communities.  We  hope  you'll 
find  it  a  powerful  way  to  end  this  millen¬ 
nium  and  start  the  next. 

—  Beth  Schultz 
bschultz@n  ww.  com 
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75.  Five  power  struggles  shaping  the 
network  industry 

All  is  not  well  in  networking.  Here’s  a  look  at 
some  of  the  strife. 


The  Power  Issue  .  Network  World  Signature  Series .  Dec.  27,  1999 


Jan.  3,  2000  .  www.nwfusion.com/power 


ILLUSTRATION:  GEORGE  RIEMANN 


Customer  loyalty 


MM 


ER  ISSUE:  POWER  PACK 


i  if $0) 


in,  m  *■  "  iiwiii 


Market  Preserfce 


Executive  teaffersftjp 


The  Power  Issue  .  Network  World  Signature  Series .  Dec.  27, 1999  Jan.  3,  2000  .  www.nwfusion.com/power 


111111 


The 


companies 


BY  NETWORK  WORLD  STAFF 


he  roster  of  elite  network  companies  remains  fairly  consistent  year  after  year, 
with  stalwarts  such  as  AT&T,  Cisco,  MCI  WorldCom  and  Microsoft  unquestionably  grab¬ 
bing  seats  on  our  “10  Most  Powerful  Companies  in  Networking” list.  Still,  some  jockey- 

*  f 

pig  goes  on  to  fill  out  the  last  third  or  so  slots.  See  how  companies  rated  arhong  the  - 

Network  World  staffers,  analysts  and  other  industry  followers  who  vote  on  this  power 

10.  Then  take  a  look  at  how  the  same  companies  ranked  among  the  250  readers  who  participated 

in  our  annual  POwerometer  poll  (see page  14).  You’ll  note  some  interesting  disparities. 

’  \ 
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AT&T 

Have  you  noticed  how  quiet  AT&T  has  been 
about  the  proposed  merger  of  MCI  WorldCom  and 
Sprint?  Usually  competitors  protest  mergers  of 
thfcir  rivals. 

Likely  reason  for  the  silence:AT&T  knows  it’ll  be 
the -safe  haven  for  disaffected  MCI  WorldCom  and 
,  Sprint  corporate  customers  if,  as  many  observers 
believe,  the  merger  turns  into  a  mess.  And  that 
plays  right  into  AT&T’s  strategy  of  finding  new  rev¬ 
enue  to  offset  the  bleeding  in  its  consumer  tele¬ 
phony  business. 

-  Chairman  and  CEO  C.  Michael  Armstrong’s  first 
priority  is  top-line  growth.  And  that’s  been  lacking 
at  AT&T  recently.  Excluding  AT&T’s  purchases  of 


IBM  Global^Network  and  cable  company  Tele¬ 


's 


Communications,  Inc.  (TCI), AT&T’s  year-over-year 
revenue  growth  'for  the  third  quarter  was  5.3%  — 
anemic  for  the  Internet  age. The  destruction  of  the 
dime-a-minute  barrier  for  consumer  long-distance 
led  to  a  4.7%  decline  in  consumer  revenue,  and 
'growth  in  corporate  voice  and  data  has  been  hold¬ 
ing  steady  in  the  mid-teens. 

The  real  stars  are  AT&T’s  wireless  and  outsourc¬ 
ing  businesses,  both  rocketing  up  more  than  40%  ; 
in  1999.  For  all  of  the  hullabaloo  over  MCI  World- 
Corn’s  grab  for  Sprint  PCS,  AT&T’s  wireless  portfo¬ 
lio  is  triple  the  size  of  Sprint’s.  And  in  1999,  AT&T 
Solutions,  the  outsourcing  and  managed-network 
unit,  brought  on  such  diverse  businesses  as 
AUiedSignal,  McDermott  International,  brokerage 
firm  A.G.  Edwards  and  drugstore  chain  CVS. 

But  big  wins  in  the  enterprise  market  aren’t 


enough.  Armstrong  must  boost  performance  from 
his  mass  consumer  and  business  transport  sectors, 
and  he’s  fighting  key  personnel  defections.  Busi¬ 
ness  services  President  Bob  Annunziata,  who  had 
run  Teleport  —  the  alternative  local  carrier  AT&T 
bought  in  1998  —  left  last  spring  to  head  Global  ' 
Crossing.  Consumer  chief  Leo  Hinderv,  who  had 
been  No.  2  at  TCI,  bolted  in  September  just  as 
AT&T  began  the  massive  job  of  converting  its 
cable  plant  into  two-way  Internet  and  telephony 
facilities.  s 

So  far, TCI  is  contributing  about  $1.4  billion  per 
quarter  in  extra  revenue  but  not  a  dime  in  profits. 
Sometime  in  2000  AT&T  will  have  to.  increase  rev¬ 
enue  for  cably-mo^iem  sefvice  instead  of  ordinary- 
cable  TV  if  its  bet  on  competing  with  the  local  telcos 
'  is  to  contribute  to  AT&T’s  2 1  st  century  leadership. 


Cisco  ^  ' 

The  TV  kids  say  it  all: Virtually  all  Internet  traffic, \ 
travels  across  Cisco  systems.- 

With  that  kind  of  clout,  Cisco  continues  to  play 
a  key  role  in  shaping  and  delivering  the  Internet 
economy.  As  more  users  take  advantage  of  the 
Internet  for  business  and  commerce,  the  more 
depencj^ent  they  become  on  Cisco  for  providing^.  . 
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the  infrastructure. 

Indeed,  if  customers  vote  with  their  dollars, 
Cisco  wins  by  a  landslide.  Cisco  announces  at  least 
four  new  customers  every  month.  Having  already 
sewn  up  the  enterprise  market,  nearly  all  these  lat¬ 
est  contracts  are  in  the  fast-growing  service 
provider  realm. 

As  a  result,  Cisco  wrapped  up  its  1999  fiscal 
year  on  July  31  with  revenue  of  $12.2  billion,  an 
increase  of  43%  over  the  previous  year. The  run 
rate  for  fiscal  year  2000  is  $16  billion. The  compa¬ 
ny  is  among  the  most  valuable  in  business  today 
with  a  market  capitalization  of  about  $300  billion. 

No  wonder  Cisco  President  and  CEO  John 
Chambers  likes  to  boast  that  his  company  is 
growing  faster  than  any  key  competitor,  and  is 
the  fastest  growing  and  most  profitable  company 
in  the  history  of  the  computer  industry.  This  per¬ 
haps  makes  Chambers  the  most  powerful  CEO  in 
networking.  But  even  outside  of  networking,  he  is 
considered  one  of  the  most  innovative  and 
dynamic  leaders  in  global  business  today. 

Cisco  is  also  known  for  shaping  technology.  The 
company’s  market  share  establishes  Cisco  technol¬ 
ogy  as  the  de  facto  standard  in  data  networking. 
Cisco  forces  all  competitors  and  standards  bodies 
to  build  Cisco-compatibility  into  their  products 
and  specifications. 

It  also  makes  Cisco  ownership  a  goal  for  many  a 
network  start-up. True  to  course,  Cisco  has 
acquired  more  than  a  dozen  companies  this  year 
—  Cerent, Calista,  Monterey  Networks  and  Sentient 
Networks  among  them. 


Dell 

Dell,  capitalizing  on  the  success  of  its  direct 
sales  model,  made  a  strong  go  of  it  in  the  enter¬ 
prise  network  market  this  year  by  fleshing  out  a 
full  range  of  servers  and  storage. The  servers  run 
the  gamut  from  departmental  and  workgroup 
servers  to  powerful  eight-way  servers  for  use  in 
transaction-intensive  environments. 

Two  Dell  servers  even  won  Network  World  World 
Class  Awards  for  scoring  above  a  9  5  (out  of  10)  in 
comparative  tests  and  Best  of  the  Tests  Awards  for 
rating  among  the  top  10%  of  all  products  tested 
through  October.  Dell  was  the  only  vendor  that  had 
more  than  one  product  earn  either  of  these  awards. 

In  the  burgeoning  storage  arena,  Dell  moved 
into  the  high-end  of  the  market  with  the  introduc¬ 
tion  of  a  4-terabyte  disk  drive.  And  the  company 
made  its  first-ever  acquisition  by  buying 
Convergenet,  which  makes  a  magic  black  box  that 
lets  any  server  attach  to  any  type  of  storage. 

Besides  delivering  solid  products,  Dell  rolled  out 
a  set  of  service  programs  aimed  at  helping  cus¬ 
tomers  implement  and  install  its  hardware. Two 
multibillion-dollar  equipment  and  technology'  deals 
with  IBM  bolstered  its  portfolio. 

Dell  also  became  a  factor  in  setting  standards  in 
the  past  y'ear:  It  was  one  of  Intel’s  first  partners  in 
the  System  I/O  specification,  which  affects  the 
future  system  bus.  And  Dell  turned  up  the  heat  on 
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e-commerce.  At  present,  the  company  does  $35 
million  in  business  over  the  Internet  per  day. 

As  for  its  mainstay  PC  business,  Dell  took  over 
the  No.  1  market  share  slot  in  the  U.S.  and  the  No. 
2  position  worldwide. The  company  is  turning 
users’  heads,  and  in  the  hot  PC  world,  any  sales 
Dell  can  take  from  its  eastern  Texas  rival,  Compaq, 
pushes  it  toward  dominating  the  market. 

In  1998,  Dell  revenue  was  $18.2  billion;  its  rev¬ 
enue  is  tracking  this  year  at  a  42%  increase. 


IBM 

How  did  staid,  stolid  old  fogy  IBM  make  it  onto 
this  list? 

The  company  might  have  sold  off  its  switching 
and  routing  patents  to  rival  Cisco,  but  it  remains  a 
market  leader  in  SNA  and  token-ring  technologies, 
and  it  does  nothing  these  days  except  talk  about 
the  networked  world  of  business. 

Big  Blue  is  actively  pushing  to  make  its  main¬ 
frames,  midrange  and  PC  servers  all  Internet  friendly. 
Meanwhile,  its  massive  storage  division  has  been 
refocusing  itself  to  become  a  major  storage-area  net¬ 
work  player. 

IBM  boasts  the  largest  services  organization  in 
the  world,  with  a  heavy  focus  on  e-commerce  and 
SNA-to-IP  migration.  In  software,  IBM  is  second  in 
volume  only  to  Microsoft,  spearheading  work  on 
Java,  business  intelligence,  data  mining  and  XML. 

Its  Secure  Way  networking  unit  is  an  industry 
leader  in  creating  a  comprehensive  package  for  net¬ 
work  security,  from  firewalls  to  content  filters  to 
encryption  and  more,  all  centrally  managed.  IBM 
also  has  an  impressive  array  of  network  software 
products  —  the  WebSphere  and  Lotus  Web  serving 
and  e-mail  packages;  Tivoli  enterprise  management 
tools;  the  DB2  database;  and  the  MQSeries  applica¬ 
tion  messaging  product,  among  others. 

IBM  is  active  on  industry  standards  bodies  and 
has  been  one  of  the  most  vocal  proponents  for  the 
creation  of  e-business  privacy  policies. The  compa¬ 
ny  will  continue  to  exert  influence  with  its  OEM 
business  —  supplying  chips,  disks  and  other  com¬ 
ponents  to  major  server  and  network  vendors. 

IBM’s  steely  Chairman  and  CEO  Lou  Gerstner 
has  reassured  employees,  stockholders  and  cus¬ 
tomers  that  IBM  is  going  to  be  a  major  force  in  the 
network.  Whatever  the  long-term  success,  he’s  got 
all  300,000  IBM  employees  thinking  networking  in 
general  and  e-business  in  particular. 

So  it  really  isn’t  your  father’s  IBM  anymore. 


Intel 

It  used  to  be  that  Intel  more  or  less  dabbled  in 
networking.  Not  anymore  —  it  got  serious,  real 
serious,  about  networking  in  1999- 

First  came  the  technology  investments. The  com¬ 
pany  has  bought  its  way  into  hot  product  areas, 
such  as  virtual  private  networks  via  the  Shiva 
acquisition  and  Gigabit  Ethernet  switching  through 
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its  XLNT  buyout.  Intel’s  goal  is  to  provide  small 
and  midsize  companies  with  key  network  prod¬ 
ucts,  running  the  gamut  from  network  interface 
cards  to  routers. 

Then  came  the  Internet  services  assault.  Who 
could  have  imagined  Intel  moving  into  the  ISP 
business?  But  indeed,  it  has. 

In  September,  the  company  announced  the  cre¬ 
ation  of  the  Intel  Online  Services  division  for  Web 
hosting.  Out  of  the  starting  block,  Intel  Online 
Services  was  running  with  two  operational  Internet 
services  centers  (at  least  three  others  are  planned) 
and  providing  collocation  services  to  customers.  In 
early  2000,  Intel  will  accelerate  from  Web  hosting 
to  the  provisioning  of  application  services,  includ¬ 
ing  e-commerce  It  wants  to  work  directly  with 
enterprise  users  as  well  as  provide  the  hosting  facil¬ 
ities  for  other  service  providers,  and  it  seems  as  if 
the  company  is  being  taken  seriously. 

Intel  Online  Services  is  working  with  UUNET  in 
creating  the  Internet  services  and  with  top  con¬ 
sulting  companies  on  its  application  hosting  plans. 
Meanwhile,  it’s  already  garnered  Web  hosting  busi¬ 
ness  with  organizations  such  as  eHobbies  and 
Excite@Home  Shopping  Services. 

Intel’s  chief  concern  remains  selling  processors, 
and  what  better  way  to  drum  up  business  than  by 
helping  build  networks  capable  of  handling  in¬ 
creasingly  faster  computers?  Its  network  business 
accounted  for  about  10%  of  the  company’s  $26  bil¬ 
lion  in  1998  revenue. 


MCI  WorldCom 

MCI  WorldCom’s  year  has  been  yet  another  one 
full  of  acquisitions  as  the  company  solidifies  its 
position  as  one  of  the  largest  service  providers  in 
the  country  and  rounds  out  its  portfolio  with  wire¬ 
less  networks  and  services. 

MCI  WorldCom  acquired  fixed  wireless  service 
provider  CAI  Wireless  for  $213  million  and  wire¬ 
less  paging  company  SkyTel  for  $1.8  billion,  and 
invested  $300  million  in  wireless  Internet  access 
service  provider  Metricom.  And  last  but  certainly 
not  least,  it’s  in  the  midst  of  acquiring  Sprint  in  a 
deal  valued  at  $115  billion. 

The  combined  entity,  which  will  simply  be  called 
WorldCom,  will  include  four  frame  relay  and  ATM 
networks,  two  national  ISP  networks,  two  long-dis¬ 
tance  voice  networks  and  multiple  local  voice  net¬ 
works  scattered  throughout  the  country.  And  most 
importantly,  MCI  WorldCom  will  be  getting  Sprint’s 
crown  jewel,  a  digital  wireless  network  that  reaches 
more  than  280  markets  in  all  50  states.  Sprint  PCS  is 
the  largest  personal  communications  services  net¬ 
work  and  a  huge  win  for  MCI  WorldCom. 

MCI  WorldCom  announced  the  merger  plans  in 
early  October,  just  two  months  after  it  suffered 
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manage  the  next  generation  of  networks.  So  not  only  will 


your  ideas  soar  in  the  new  millennium,  but  they'll  also  sail 


smoothly  with  the  technology  of  today.  Just  hang  on  tight. 


Do  you  have  what  it  takes  to  stay  ahead  in  tomorrow's 


'•  V-V'5;W.?;5 

v  ■  •  >  <* 


■  N,.V 


connected  world?  Being  at  the  forefront  of  the 


communications  revolution  requires  the  wind  at  your 
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back  and  the  right  company  by  your  side.  With  Agilent 


Technologies  you'll  get  the  solutions  to  create  and 
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made  real. 


Agilent  Technologies 

Innovating  the  HP  Way 


Agilent  Technologies  is  a  subsidiary  of  Hewlett-Packard  Company,  www.agilent.com 
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[and  its  immune  system  is  a  wonder  of  nature.] 


IKsiL 


■  f 


jgsga^l&d 


IsiSlS 


••  -  .-war-.;  ,.  v.-v'./x,-  ;v V 

sSY*; 


:.v  -m 


H 

1 

fete1-? 


D«U 


NEW  DELL"  POWER  EDGE •  2400  Server 

Workgroup  Server 

■  Intel'  Pentium’'  III  Processor  at  533MHz  (up  to  667MHz) 

■  Dual  Processor  Capable 

■  64MB  133MH?  ECC  SDRAM  (up  to  2GB) 

■  9GB'  7200  RPM  Ultra-2/LVD  SCSI  Hard  Drive  lup  to  36GB'  10K) 

■  Up  to  180GB'  Hot-swappable  Internal  Storage  Capacity 

■  Embedded  Single-channel  RAID  with  64MB  Cache 

■  Integrated  NIC  &  SCSI  Controllers;  40X  Max’  CD-ROM 
*  HP1  OpenView "  NNM  Special  Edition 

■  3-Year  NBD  On-site'  Service;  7X24  Telephone  Tech  Support 

Q  O  O  Q  ^  Business  Lease ’:  SIIO/Mo., 36  Mos. 

■£.  O  V  “  E-VALUt  CODt:  31262-290132 

■  Redundant  Hot-swap  Power  Supplies,  add  S100 

■  Microsoft*  Windows  NT*  Server  4.0,  add  $799 


YOU  PUT  YOUR  SWEAT  AND  GUTS  INTO  THIS  COMPANY.  AND  LUCKILY,  SO  DOES  YOUR  DELL®  POWEREDGE 
SERVER.  IN  FACT,  IT  LIKES  WORKING  AROUND  THE  CLOCK.  DELL  SERVERS  ARE  BUILT  WITH  RESILIENT  UPTIME 
FEATURES  LIKE  HOT-SWAPPABLE  POWER  SUPPLIES,  COOLING  FANS  AND  HARD  DRIVES.  SO  YOUR  SERVER  STAYS 
UP  AND  RUNNING.  EVEN  THROUGH  THE  MEANEST  FLU  SEASON. 


DELL®  POWEREDGE ®  4300  Server 
Departmental  Server 

■  Dual  Intel*  Pentium*  III  Processors  at  500MHz 
(up  to  700MHz) 

■  256MB  100MHz  ECC  SDRAM  (up  to  2GB) 

■  3x9GB‘  10K  RPM  Ultra-2/LVD  SCSI  Hard  Drives 
(up  to  36GB*  10K) 

■  Up  to  252GB1  Hot-swappable  Internal  Storage  Capacity 

■  Ultra-2/LVD  PowerEdge*  Expandable  RAID 
Controller  2/SC 

■  NICs  &  Integrated  SCSI  Controllers;  40X  Max5  CD-ROM 

■  Redundant  Hot-swap  Power  Supplies  and  Cooling  Fans 

■  HP*  OpenView*  NNM  Special  Edition 

■  1-Year  DirectLine*  Network  Operating  System  Support 

■  3-Year  Next-Business-Day  On-site*  Service; 

7X24  Telephone  Tech  Support 

yL  O  yL  C}  -  Business  Lease15;  $230/Mo.,  36  Mos. 

E -VALUE  CODE:  31262-290168 

■  Microsoft*  Windows  NT*  Server  4.0,  add  $799 


NEW  DELL®  POWEREDGE •  2400  Server 
Workgroup  Server 

■  Intel*  Pentium*  III  Processor  at  667MHz 

■  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  lup  to  2GB) 

■  3x18GB‘  7200  RPM  Ultra-2/LVD  SCSI  Hard  Drives 
(up  to  36GB'  1 0K) 

■  Up  to  180GB1  Hot-swappable  Internal  Storage  Capacity 

■  Embedded  Single-channel  RAID  with  64MB  Cache 

■  Integrated  NIC  &  SCSI  Controllers;  40X  Max5  CD-ROM 

■  Redundant  Hot-swap  Power  Supplies 

■  HP*  OpenView”  NNM  Special  Edition 

■  3-Year  Next-Business-Day  On-site*  Service; 

7X24  Telephone  Tech  Support 

C  yL  C  O  *  Business  Lease'-;  $190/Mo.,36  Mos. 
7  ^f*  E-VALUE  CODE;  31262-290156 

■  Microsoft*  Windows  NT*  Server  4.0,  add  $799 


DELL®  POWEREDGE •  1300Server 

Entry  Level  Server 

■  Intel*  Pentium*  III  Processor  at  500MHz  (up  to  700MHz) 

■  Dual  Processor/RAID  Capable 

■  64MB  100MHz  ECC  SDRAM  (up  to  1GB) 

■  9GB'  7200  RPM  Ultra-2/LVD  SCSI  Hard  Drive  (up  to  36GB1) 

■  108GB1  Internal  Storage  Capacity 

»  NIC  &  Integrated  SCSI  Controller;  40X  Max5  CD-ROM 

■  HP’  OpenView  "  NNM  Special  Edition 

■  3-Year  Next-Business-Day  On-site*  Service; 

7X24  Telephone  Tech  Support 

flr  /  y%  fy  Business  Lease  $55/Mo.,  36  Mos. 

4/IUT’  7  ■?£*  E-VALUE  CODE:  31262-2901 16 

■  Small  Business  Upgrade  Bundle,  add  $1897 
Bundle  Includes:  Microsoft*  BackOffice  Small 
Business  Server  4.5,  Modem,  Training  on  CD-ROM  & 
System  Support 


WWW.DELL.COM  ■  1.8  00.433.8087 


USE  THE  POWER  OF  THE  E-VALUE  ‘  CODE. 

Match  our  latest  technology  with  our  latest  prices. 
Enter  the  E-VALUE  code  online  or  give  it  to  your  sales 
rep  over  the  phone,  www.dell.c  om/e  va  l  u  e 


BE  DIRECT™ 


www.dell.com 


pentium®/// 


Phone  Hours:  M-F  7a-9p  ■  Sat  10a-6p  »  Sun  12p-5p  CT  ■  In  Canada',  call  800-839-0148  ■  In  Mexico',  call  01-800-021-4531  •  GSA  Contract  PGS-35F-4076D 

Prices  not  discountable.  'Prices  and  specifications  valid  in  U.S.  only  and  subject  to  change  without  notice.  ‘For  a  complete  copy  of  Guarantees  or  Limited  Warranties,  write  Dell  USA  L.P,  Attn  Warranties,  One  Da 
TX  78682.  'On-site  service  may  be  provided  by  a  third-party  provider  under  contract  with  Dell,  and  is  not  available  in  certain  areas.  Technician  will  be  dispatched  if  necessary  following  phone-based  troubleshootin  g  ; 
leasing  arranged  by  Dell  Financial  Services  L.P.,  an  independent  entity,  to  qualified  customers.  Above  lease  payments  based  on  a  36-month  lease,  and  do  not  include  taxes,  fees,  shipping  charges;  subject  to  credit  u  r.  u 
ability.  Above  lease  terms  subject  to  change  without  notice.  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks;  Pentium  til  Xeon  and  Celeron  are  trademarks  of  Intel  Corporation.  MS,  Microsoft,  i 
Windows  NT  and  Windows  are  registered  trademarks  of  Microsoft  Corporation,  3Com  is  a  registered  trademark  and  Fast  EtherLink  is  a  trademark  of  3Com  Corporation.  HP  and  DeskJet  are  registered  trade-i'a  -  s 
trademark  of  Hewlett  Packard  Corporation.  Trinitron  is  a  registered  trademark  of  Sony  Corporation.  ©1999  Dell  Computer  Corporation.  All  rights  reserved. 


THE  10  MOST  POWERFUL  COMPANIES  IN  NETWORKING 


THE  POWER  ISSUE:  POWER  PACK 
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Continued  from  page  8 

I  its  worst  public  relations  nightmare.  Due  to  an  over¬ 
congestion  problem  on  a  legacy'  frame  relay  net¬ 
work,  more  than  3,400  MCI  WorldCom  frame  relay 
customers  experienced  everything  from  dropped 

I 

packets  to  complete  loss  of  service. They  received 
an  unpleasant  message:  Integration  problems  are  still 
very  real  1 7  months  after  the  MCI/WorldCom  merg¬ 
er.  At  best,  business  users  can  only  question  how 
well  MCI  WorldCom  will  integrate  Sprint  assets  into 
its  existing  network  hodge-podge. 

But  these  complaints  haven’t  seemed  to  hurt  the 
service  provider’s  stock  price,  which  continues  to 
grow.  In  fact,  as  of  press  time,  it  was  up  $20  over 
the  year  prior. 


Microsoft 

Need  we  say  more  about  Microsoft’s  power  than 
did  U.S.  District  Court  Judge  Thomas  Penfield 
Jackson? 

In  November,  the  judge  declared  the  company  a 
monopoly  in  the  operating  system  market  as  part 
of  his  findings  in  the  government’s  antitrust  suit 
against  the  software  giant. 

That’s  a  federal  mandate  on  Microsoft’s  strength. 
Although,  in  due  time,  it’s  a  mandate  that  may 
eventually  help  weaken  the  company. 

But  Microsoft  wasn't  just  sitting  in  court  in  1999; 
it  recreated  itself  in  the  eyes  of  the  Internet.  The 
company  was  reorganized  into  divisions  focused  on 
customers,  including  those  in  the  enterprise,  with 
no-nonsense  President  Steve  Ballmer  at  the  helm. 

One  weakness  the  company  showed  during  the 
year  was  Windows  2000,  which  is  still  limping 
toward  final  release.  But  even  the  much-delayed 
operating  system,  with  its  unheard  of  730,000  beta 
testers,  showed  the  strength  of  the  company'’s  cus¬ 
tomer  base. 

Despite  a  number  of  key  defections,  including 
Brad  Silverberg,  who  was  instrumental  in  develop¬ 
ing  Windows,  Microsoft  grew.  Revenue  in  1999  was 
up  $4.5  billion  over  the  $15.3  billion  reported  in 
1998.  On  the  Windows  platform  alone,  revenue 
grew  by  $2.2  billion,  nearly  double  the  growth 
between  1997  and  1998. 

Microsoft  also  sought  strength  by  diversifying, 
investing  in  cable  TV  broadband,  service  providers 
and  wireless  ventures.The  most  dramatic  investment 
was  a  $5  billion  stake  in  AT&T. The  deal  will  put 
Windows  CE  in  five  million  AT&T  cable  set-top 
boxes.  Microsoft  also  released  a  hosted  version  of  its 
Office  productivity  suite,  the  strongest  indication  yet 
of  its  plans  to  bull  into  the  application  service 
provider  market. 

In  short,  look  out  2000. 


Nortel  Networks 

For  Nortel  Networks,  1999  will  go  down  in  his¬ 
tory  as  the  year  in  which  its  market  value  reached 
$100  billion.  Surely  that  places  the  company  in  the 
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big  leagues,  as  if  it  wasn’t  already  there. 

Granted,  Nortel  has  had  its  difficulties  in  the 
enterprise  market.  But  it  is  the  only  router  vendor 
in  sight  of  Cisco,  and  the  company  is  getting 
tougher  by  the  day.  In  early  November,  Nortel 
slashed  prices  on  its  enterprise  access  routers. 
Customers  shopping  around  will  find  the  Nortel 
routers  at  half  the  list  price  of  comparable  Cisco 
products. 

Aggressive  router  pricing  is  just  one  of  the  ways 
Nortel  expects  to  gain  an  edge  in  2000  (CEO  John 
Roth  says  he  wants  to  boost  corporate  sales  by  10% 
next  year).  Another  way  is  by  licensing  software  that 
makes  it  easy  to  IP-enable  just  about  any  device 
you’d  want  connected  to  the  ’Net  —  servers,  PCs, 
network  processors,  mass-market  appliances,  set-top 
boxes  and  mobile  devices. 

The  software,  called  Open  IP  Environment,  will 
provide  IP  functions  such  as  routing,  tunneling  and 
security,  and  IP  applications  such  as  policy  and  net¬ 
work  management.  Nortel  says  it  already  has  75 
licensees  for  the  software,  and  Intel  has  committed 
to  offer  parts  of  Open  IP  Environment  with  its 
recently  announced  Internet  Exchange  Architecture. 

Nortel  has  been  fairly  acquisitive  in  1999,  as 
well.  It’s  working  on  the  acquisitions  of  Clarify, 
from  which  it  gets  e-business  software;  and  Qtera 
Networks,  for  optical  networking  technology;  and 
has  completed  the  buyouts  of  Periphonics,  for  its 
computer-telephony  expertise;  X-CEL  Commun¬ 
ications,  for  its  service-level  agreement  products; 
and  Shasta  Networks,  for  IP  products. 

Nortel’s  tough  posture  in  1999  has  led  to  a 
tripling  in  its  stock  price  and  a  rise  to  $100  billion 
in  market  value. 


Novell 

Unlike  the  majority  of  the  companies  on  our 
“10  Most  Powerful”  list,  Novell  isn’t  making  a 
repeat  appearance. The  company’s  performance 
just  wasn't  quite  up  to  snuff  in  1998.  But  1999 
has  been  Novell’s  year,  and  the  company  has 
handily  reasserted  itself  as  a  top  player  in  the  net¬ 
work  business. 

Novell  doesn’t  have  nearly  the  financial  might  of 
the  other  companies  here,  but  still,  it’s  going  —  and 
growing  —  strong.  The  company  closed  fiscal  year 
1999  (ended  Oct.  31)  with  revenue  of  $1.3  billion. 
It  attributes  the  17%  increase  over  1998  year-end 
revenue  to  directory-related  business. 

Indeed,  Novell  pushed  hard  in  1999  to  secure 
dominance  in  the  directory  market.  Its  most 
recent  manifestation  of  that  thrust  was  the  mid- 
November  announcement  of  eDirectory,  targeted 
at  dot-com  ventures,  and  Novell  Directory 
Services  Corporate  Edition,  an  eDirectory-based 
application  tailored  for  use  within  the  corporate 
firewall. The  backing  of  big-name  users  such  as 
CNN  is  a  definite  plus. 

Novell  also  has  big  plans  for  a  metadirectory, 
via  its  announced  dirXML  software.  DirXML  will 
use  XML-based  metadata  to  manage  a  growing 
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range  of  applications,  services,  data  types  and 
other  resources.  Novell’s  plans  so  impressed 
James  Kobielus,  a  Burton  Group  analyst  and 
Network  World  columnist,  that  he  chose  dirXML 
as  a  category-breaking  product  in  our  Best  Issue 
(Nov.  15,  page  87). 

While  NDS  stars  in  Novell’s  comeback,  products 
such  as  NetWare  5  and  ZENworks  have  had  their 
moments.  And  in  our  recent  Best  Issue  reader  sur¬ 
veys,  Novell  bested  all  other  network  players  in  the 
“Best  Vendor  Web  Site”  category  and  competitors 
such  as  Microsoft  and  SunSoft  in  the  network  oper¬ 
ating  system  category. 

We’ll  see  if  Novell  can  carry  the  momentum 
through  2000  —  and  the  release  of  Windows  2000 
and  Active  Directory. 


Sun 

Powerhouse  Sun  reshaped  itself  this  year  as  an 
Internet  enabler,  capping  the  transition  by  forging 
an  alliance  with  Lucent  to  build  a  network  infra¬ 
structure  for  supporting  next-generation  ’Net 
business  applications. 

As  part  of  the  deal,  Lucent  will  spend  $500  mil¬ 
lion  over  the  next  seven  years  on  Sun  servers  and 
Solaris  operating  system  licenses.  It’ll  be  using 
those  products  in  a  new  wireless  network  and  for 
optical  networking.  Additionally,  Sun  and  Lucent 
will  jointly  market  network  systems  for  e-business 
to  enterprise  users  and  service  providers. 

Sun  already  had  been  doing  so,  having  turned 
to  service  providers  to  supply  applications, 
e-commerce  and  network  services,  and  having 
partnered  with  Motorola  to  drive  the  conver¬ 
gence  of  wireless  IP  with  voice,  video  and  multi- 
media.  Sun  also  partnered  with  America  Online  to 
develop  e-commerce  applications,  hence  the  Sun- 
Netscape  Alliance,  and  to  use  Java  to  help  users 
access  AOL. 

On  the  product  front,  the  company  announced 
iPlanet  Webtop,  software  that  gives  users  access  to 
network  applications,  files,  calendars  and  e-mail 
from  a  Web  browser,  and  allows  customers  to  build 
secure  portals  for  mobile  employees  and  supply 
chain  customers. 

This  past  year  Sun  also  released  Version  2  of 
Java,  an  environment  for  developing  Web-centric 
applications  that  can  run  on  any  platform,  and 
introduced  Jini,  its  plan  to  network-enable  any 
type  of  device  regardless  of  underlying  software 
or  hardware.  In  addition,  Sun  was  active  in  storage 
and  operating  systems,  unveiling  Jiro,  an  open 
storage  management  specification,  and  Solaris  7, 
its  64-bit  operating  system  for  Sun  servers  and 
workstations. 

Sun  revenue  increased  to  $1 1.7  billion  this  year. 
However,  the  company  closed  1999  on  a  downbeat, 
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You're  either  fast,  or  you're  history. 

When  users  go  to  your  Website,  it  better  be  there. 

Fast.  If  it  isn't,  32%  leave.  Fast.  For  e-Business,  that  just 
plain  sucks.  Smart  companies  [like  those  below]  have  taken 
the  next  step  to  Webworking. 

Finally  Web-intelligent  networking  (Webworking) 

Webworking  combines  the  best  of  ultra-fast  Ethernet  switching  with 
Web-intelligent  traffic  control  software.  Our  next  generation  Web 
switches  deliver  Layer  2/3  packet  switching  with  advanced  Layer  4 
through  7  session  services — all  in  silicon. 

Alteon's  unique  architecture  distributes 
dozens  of  RISC  processors  to  give  our  Web 
switches  the  power  to  process  up  to  12 
million  [yes,  million]  sessions  per  second. 

Switching,  routing,  local  and  global  server 

Alteon  700  Ser  ies  Web  data  center 
load  balancing,  bandwidth  management  switches  are  the  only  way  to  keep  your 

and  more.  All  at  line  rates.  All  in  one  box.  data  moving  at  full  Web  speed. 


Make  the  switch,  and  you  ’ll  be  in  fast  company. 

Just  a  few  e-Businesses  who  have  switched  to  Alteon  WebSystems. 


T/t 


nncinE 


citysearch.com 


flycast 

network 


frontier^ 

^  GlobalCenter 


The  result?  Uncompromising  Web  speed  for  e-Business.  More  speed. 
More  eyeballs.  More  money. 

Alteon  WebSystems.  We  obliterate  Web  wait. 

To  learn  more  about  Alteon's  Webworking  solutions  and  register 
to  win  a  new  Sega  Dreamcast  game  system,  visit  us  at 

www.alteon.com/webtruth2b 


A 

Alteon  I  ( k/'Systems 

Web  Speed  for  e-Business 


©1999  Alteon  WebSystems,  Inc.  All  rights  reserved. 


Our  annual  reader  poll  of  the  most  powerful  network  companies  portends  Cisco’s  rise  to  the 


Don’t  believe  what  you  see  in  the  top 
slot  of  our  Most  Powerful  Companies 
chart:  Cisco  is  the  big  winner  in  this 
year’s  Powerometer  survey,  our  annual 
reader  poll  of  the  most  powerful 
people  and  companies  in  networking. 
Sure,  Microsoft  still  came  out  on  top,  but  its  margin 
has  dwindled  to  almost  nothing.  Across  the  board,  no 
matter  how  the  power  question  was  asked,  the  250 
respondents  thought  less  of  Microsoft  this  year  than 
last.  And  the  survey  was  taken  in  October,  before  Judge 
Thomas  Penfield  Jackson  (a  pretty  powerful  guy)  said 
Microsoft  was  a  monopolist  that  doesn’t  play  fair. 

Cisco,  meanwhile,  closed  Microsoft’s  lead  to  a  mere 
seven-tenths  of  a  percentage  point  in  the  Power  Rating. 
If  our  other  indicators  prove  correct,  next  year  Cisco 
will  land  the  top  spot.  It  already  holds  the  top  position 
in  the  Power  Gain  Index,  which  is  derived  by  subtract¬ 
ing  the  percentage  of  respondents  who  think  a  com¬ 
pany  lost  power  in  1999  from  those  who  say  the  com¬ 
pany  gained  power.  Cisco  scored  a  whopping  73-2  on 


the  Power  Gain  Index,  nearly  20  points  above  Lucent 
and  MCI  WorldCom,  which  tied  for  second  at  55.2. 

On  the  Power  Predictor  scale,  which  is  calculated 
the  same  way  as  the  Power  Gain  Index  but  asks 
respondents  whether  a  company  will  gain  or  lose 
power  in  2000,  Cisco  again  came  out  on  top.  It  scored 
70.4,  slightly  more  than  10  percentage  points  higher 
than  second-place  MCI  WorldCom  and  its  59.2. 
Microsoft  came  in  fifth  with  a  score  of  47.2,  which  is 
exactly  the  same  as  last  year’s  score.  Cisco’s  was  19-2 
points  higher.  Beginning  to  get  the  picture? 

A  final  clue  that  this  will  be  Microsoft’s  last  year 
atop  the  Most  Powerful  Companies  chart  lies  in  a 
number  you  won’t  find  on  any  of  the  charts.  But  if  you 
add  the  Power  Gain  score  to  the  Power  Predictor 
score,  you  get  an  idea  of  which  companies  readers 
think  are  truly  powerful.  Here  are  the  top  five  and 
their  scores:  Cisco,  143.6;  MCI  WorldCom,  1 1 4.4; 
Lucent,  1 13.2;  Sun  (including  the  Sun-Netscape 
Alliance),  94.8;  and  Microsoft,  89.6. 

A  few  other  companies  deserve  mention  for  their 


1999  power  surges,  including  the  three  that  most 
improved  their  position  vs.  last  year  on  the  Most 
Powerful  Companies  chart:  Sun  (up  three  spots,  to  No. 
6),  Nortel  Networks  and  Network  Associates  (up  five 
spots  each,  to  No.  12  and  No.  14,  respectively). 

Sun  also  had  the  largest  net  gain  from  last  year  on 
the  Power  Gain  and  Power  Predictor  charts,  with  16.8 
and  20.8  percentage  point  improvements,  respectively. 
The  Internet  revolution  has  been  good  to  Sun,  fueling 
demand  for  its  servers,  Java  products  and  services. 

Sim’s  alliance  with  Netscape  no  doubt  helps,  too. 
And  to  think  Sim  paid  only  $350  million  for  the  right 
to  resell  Netscape  software  while  America  Online  paid 
$4.2  billion  to  buy  Netscape. 

Nortel  likewise  had  a  reasonably  good  year,  with  its 
five-spot  jump  on  the  overall  Most  Powerful  Compan¬ 
ies  chart.  But  strangely  the  company  made  no  impres¬ 
sive  gains  in  any  of  the  other  power  categories  except 
the  Power  Predictor;  it  placed  sixth  there  in  terms  of 
biggest  rating  gain  from  last  year.  Stay  tuned  —  Nortel 
could  be  in  for  a  good  run  next  year. 


MOST  POWERFUL  COMPANIES 


1999  Power  rating 

1998  Power  rating 

Gain/loss 

1998  Rank 

We  asked  250 

1  Microsoft 

80.9 

80.5 

0.5 

1 

Network  World 
readers  to  rate  the 
companies  on  a 

2  Cisco 

80.2 

75.2 

6.2 

2 

3  Intel 

75.9 

73.9 

2.64 

3 

4  AT&T 

71 

66.8 

5.85 

5 

power  scale  of  one 

to  100,  with  100 
being  the  most 
powerful.  The 

Power  Rating  is  the 

5  Lucent 

70.8 

66.4 

6.2 

6 

6  Sun/Netscape 

70.6 

63.2 

10.57 

9 

7  IBM 

70.5 

66.4 

5.8 

6 

mean  of  all  reader 

8  3Com 

67.7 

67.7 

0.04 

4 

responses. 

9  Hewlett-Packard 

67.6 

62.6 

7.36 

11 

10  MCI  WorldCom 

67.1 

65.4 

2.51 

8 

11  Oracle 

66.9 

62 

7.36 

12 

12  Nortel  Networks 

62.6 

55.6 

11.18 

17 

13  Novell 

62.3 

62.8 

-0.8 

10 

14  Network  Associates 

60.7 

54.1 

10.84 

19 

15  Sprint 

59.4 

57 

4.06 

15 

16  BellSouth 

58.9 

54.9 

6.77 

18 

17  Bell  Atlantic 

58.3 

56.3 

3.35 

16 

18  Compaq 

57.6 

61.5 

-6.78 

13 

19  Computer  Associates 

56.4 

53.3 

5.44 

20 

20  GTE 

54.4 

53.3 

2.08 

20 

21  Qwest* 

51.5 

N/A 

N/A 

N/A 

22  Cabletron 

50.8 

52 

-2.48 

22 

23  SBC 

50 

51.2 

-2.35 

23 

24  US  West 

49 

47.8 

2.58 

25 

*  Not  on  last  year's  list 

25  Newbridge  Networks 

40.5 

44.4 

-9.44 

26 
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GAINERS  AND  LOSERS 

We  asked  respondents  to  pick  the  companies  that  gained 
and  lost  the  most  power  in  1999,  and  are  set  to  gain  and  lose 
the  most  power  in  2000. 


Percentage  of  respondents 


Which  single  company  gained  the  most  power  in  1999? 


36.4% 

Cisco 


19.6% 


Microsoft 


6% 

MCI 

WorldCom 


4.4%  4% 

Sun/ 

Novell  Netscape 


Which  single  company  lost  the  most  power  in  1999? 


16.8%  12%  6.4% 

Novell  Compaq 


Microsoft 


6% 

IBM 


5.6%  5.6% 

3Com  Cabletron 


Which  single  company  will  gain  the  most  power  in  2000? 

20.4%  19.2%  8%  6%  5.2% 

MCI  Sun/ 

WorldCom  Netscape  Lucent 


Cisco  I  Microsoft 


Which  single  company  will  lose  the  most  power  in  2000? 

14%  11.2%  6.8%  6.8%  6.4% 

Novell 

Microsoft  Cabletron  Sprint  Compaq 


rides  a 
power 

top  in  2000.  BY  PAUL  DESMOND 


Network  Associates  is  a  similar  story,  posting  a  solid 
gain  in  the  Most  Powerful  Companies  category,  but 
the  firm  actually  lost  ground  vs.  last  year  in  its  Power 
Gain  rating  and  posted  only  a  2.8%  gain  in  the  Power 
Predictor.  Those  kind  of  numbers  are  typical  of  compa¬ 
nies  in  the  middle  of  the  Powerometer  pack.  So  what 
accounts  for  Network  Associates’  big  jump  in  the  Most 
Powerful  Companies  chart?  It  could  be  simply  that  the 
company  is  in  a  hot  product  area  —  network  security. 

Among  other  notables  is  BellSouth,  which  posted 
the  third-largest  jump  in  the  Power  Gain  Index  and 
fourth-largest  in  the  Power  Predictor.  MCI  WorldCom 
likewise  did  well  in  both  categories,  tying  with  Oracle 
and  Sprint  for  the  fifth-largest  increase  in  the  former 
and  coming  in  with  the  third-largest  in  the  latter. 

But  Sprint  paid  the  price  for  MCI  WorldCom’s  gain, 
with  a  relatively  large  drop  in  the  Power  Predictor  In¬ 
dex.  Sprint  will  cease  to  exist  once  —  if  —  it  is  folded 
into  WorldCom. 

And  now,  the  bad  news 

Talk  of  “fourth  from  last”  brings  us  to  the  other  side 


of  the  story:  the  big  losers.  Just  as  Cisco  is  the  undis¬ 
puted  winner,  Compaq  is  the  goat.  The  company  is  in 
a  veritable  power  free  fall,  dropping  five  spots  on  the 
Most  Powerful  Companies  chart  and  posting  the 
largest  percentage  loss  vs.  last  year  in  the  Power  Gain 
(a  43.2%  drop)  and  Power  Predictor  (a  29.2%  drop) 
categories.  Compaq’s  -8.4  Power  Gain  Index  was  the 
only  negative  figure  in  that  category.  And,  asked  to 
name  the  single  company  that  lost  the  most  power  in 
1999, 12%  of  respondents  said  Compaq,  the  second- 
highest  percentage  of  any  company. 

First  in  that  category  was  Novell  at  16.8%,  an  indica¬ 
tion  of  the  power  outage  the  company  suffered  in 
1999  after  making  solid  gains  in  the  1998  Powero¬ 
meter  survey.  Novell  dropped  three  slots  on  the  Most 
Powerful  Companies  chart  to  No.  13  and  came  in  next- 
to-last  in  both  the  Power  Gain  scoring  (to  Compaq) 
and  Power  Predictor  (to  Newbridge  Networks). 

Novell  did  top  two  other  categories,  but  it  was 
named  by  9-2%  of  respondents  as  the  company  that 
should  have  a  good  deal  of  influence  over  the  industry 


but  doesn’t  and  by  14%  as  the  company  that  will  lose 
the  most  power  in  2000.  Looks  like  Novell  might  need 
something  more  than  a  directory  to  make  a  splash. 

3Com  dropped  four  spots  in  the  Most  Powerful 
Companies  chart,  had  the  second-highest  percentage 
loss  vs.  last  year  in  the  Power  Gain  and  Power 
Predictor  indexes,  and  was  one  of  five  companies 
deemed  to  have  lost  the  most  power  in  1999- 

3Com  competitor  Cabletron  is  likewise  petering 
out,  power-wise.  It  is  fourth  from  last  in  all  three  main 
power  indicators:  Most  Powerful  Companies,  Power 
Gain  and  Power  Predictor.  Cabletron  tied  with  3Com 
for  fifth  as  the  company  that  lost  the  most  power  in 
1999  and  is  third  on  the  list  of  companies  expected  to 
lose  the  most  power  in  2000. 

An  argument  could  be  made  that  Cabletron’s  posi¬ 
tion  is  better  than  Newbridge’s,  however.  Newbridge 
came  in  dead  last  on  the  Power  chart,  last  in  Power 
Predictor  and  third  to  last  in  Power  Gain.  It  didn’t 
come  up  at  all  on  the  “single  company’’  questions;  at 
least  Cabletron  came  to  mind  among  respondents.  ■ 


COMPANY  POWER  GAIN  COMPANY  POWER  PREDICTOR 


Cisco 

1999  Index 

73.2 

1998  Index 

58 

Gain/loss 

15.2 

Cisco 

2000  Index 

70.4 

1999  Index 

51.2 

Gain/loss 

19.2 

Lucent 

55.2 

56.3 

-1.1 

MCI  WorldCom 

59.2 

46 

13.2 

MCI  WorldCom 

55.2 

49.6 

5.6 

Lucent 

58 

54.8 

3.2 

Sun/Netscape 

44 

27.2 

16.8 

Sun/Netscape 

50.8 

30 

20.8 

Intel 

42.8 

47.6 

-4.8 

Microsoft 

47.2 

47.2 

0 

Microsoft 

42.4 

56 

-13.6 

Intel 

45.2 

52.4 

-7.2 

AT&T 

42 

35.6 

6.4 

AT&T 

44.4 

40.8 

3.6 

Oracle 

37.6 

32 

5.6 

Oracle 

42.4 

40.8 

1.6 

IBM 

34.8 

30 

4.8 

Hewlett-Packard 

41.6 

30.8 

10.8 

Nortel  Networks 

32.4 

27.2 

5.2 

IBM 

40.4 

35.6 

4.8 

Hewlett-Packard 

31.2 

26.4 

4.8 

Nortel  Networks 

35.2 

28.4 

6.8 

3Com 

29.6 

43.2 

-13.6 

3Com 

33.6 

49.6 

-16 

Qwest* 

28.8 

N/A 

N/A 

Qwest* 

32 

N/A 

N/A 

Sprint 

26.8 

21.2 

5.6 

BellSouth 

27.2 

16 

11.2 

Bell  Atlantic 

24 

26 

-2 

Bell  Atlantic 

26.8 

26.4 

0.4 

BellSouth 

22.4 

12.8 

9.6 

Network  Associates 

24 

21.2 

2.8 

Network  Associates 

20.8 

23.6 

-2.8 

Sprint 

22.4 

30.8 

-8.4 

Computer  Associates 

16 

14.4 

1.6 

Computer  Associates 

17.2 

14 

3.2 

SBC 

15.2 

20.8 

-5.6 

SBC 

15.6 

19.6 

-4 

GTE 

11.2 

10 

1.2 

GTE 

12 

10 

2 

US  West 

8.8 

10.8 

-2 

US  West 

9.2 

12 

-2.8 

Cabletron 

4.8 

4 

0.8 

Cabletron 

8.8 

6.4 

2.4 

Newbridge  Networks 

3.6 

8.8 

-5.2 

Compaq 

7.2 

36.4 

-29.2 

Novell 

2.4 

10 

-7.6 

Novell 

2.4 

16.8 

-14.4 

Compaq 

-8.4 

34.8 

-43.2 

Newbridge  Networks 

2 

6.8 

-4.8 

*  Not  on  last  year's  list. 


*  Not  on  last  year's  list. 


POWER  PROBLEM 

We  asked  respondents  what  single 
company  should  have  more  influence 
but  doesn't. 


Percentage  of  respondents 


N#0^®',ovell  9-2% 


Sun/ 

Netscape 


5 
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Seeing  through 
certain  environments 
takes  special  vision. 


RL.LJIC 

bn  mnm&  % 


even  drill  down  to  the 
physical  layer  to  isolate  a 
bad  cable  or  a  NIC.  Or  use  it 
as  a  remote  probe  to  feed  data 
back  to  the  Network  Inspector 
console. 

Finally,  illuminate  problems 
through  the  application  layer  with 
our  Protocol  Inspector™.  You'll  have 
the  power  of  full  seven-layer  de¬ 
codes  with  expert  analysis.  Ad¬ 
vanced  filtering  and  triggering  let 
you  find  offending  packets  in  what¬ 
ever  dark  corner  they  may  be  lurk¬ 
ing. 

The  Switch  Vision  Suite  from 
Fluke.  It  gives  you  the  power  to  see 
inside  switched  environments.  And 
in  today's  world  that's  what  being  in 
control  is  all  about  -  better  vision. 


This  is  what  you  need 
to  control  switched 
environments. 


A  few  years  ago,  a  protocol 
analyzer  gave  you  total  network 
visibility.  But  then  switched  net¬ 
works  came  along  and  left  you  in 
the  dark. 

That's  why  we  developed  our  new 
Switch  Vision  Suite.  It's  a  powerful 
package  of  visionary  network  man¬ 
agement  products  that  work  together 
to  monitor,  analyze  and  troubleshoot 
to  give  you  control  of  every  situation 
that  pops  up.  You  get  enterprise¬ 
wide  vision  with  the  power  to  drill 
down  seven  layers  deep.  All  for 
about  the  same  price  as  the  leading 
protocol  analyzer. 

For  starters,  our  Network  Inspector™ 
software  monitors  and  trends  all  the 
ports  in  your  switched  network.  Our 
new  Trace  SwitchRoute™  feature 
pinpoints  problems  between  nodes. 


Switch  Vision  Suite 


Need  documentation?  With  a  single 
click,  you  can  generate  spanning 
tree  and  switched  server  connection 
diagrams  with  our  unique  link  to 
Visio®  software.  And  if  a  key  device, 
router,  or  switch  port  is  overloaded, 
you'll  know  about  it  in  a  heartbeat. 

Then,  put  our  LANMeter®  with 
SwitchWizard™  to  work.  It's  the 
fastest  way  to  find  problems  in 
switched  networks.  In  seconds,  it 
can  zero  in  on  the  problem  and  give 
you  detailed  error  information  -  from 
anywhere  in  the  network.  You  can 


Fluke.  Keeping  your  world  up  and  running. 


Now,  you  can  control  switched  environments  and  save 
money  doing  it!  Buy  the  Switch  Vision  Suite  at  a 
reduced  price  and  get  a  FREE  Palm  V™  with  GoFigure! 
router  configuration  software.*  For  the  complete  story, 
visit  www.fluke.com/nettools/switchvision  or 
call  1-888-723-5853  and  we'll  come  out  and 
show  you  the  power  of  this  suite  on  your  network. 

*Hurry,  this  offer  is  only  available  until  April  30,  2000. 


Network  Inspector  now  works  with  Visio. 


©1999  Fluke  Corporation.  U.S.  (800]  44-FLUKE.  Fax  back  (800)  FLUKE  FAX.  Canada  (800)  36-FLUKE.  Europe  (31  40]  2  678  200.  Other  countries  (425)  356-5500.  www.fluke.com/nettools/ 
All  rights  reserved.  Ad  no.  01220 
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Check  Point.  With  100,000  customer  installations, 
and  more  than  10  million  remote  access  users. 


In  eBusiness  environments  the  tradi¬ 
tional  network  borders  disappear. 
Check  Point  offers  secure,  manage¬ 
able,  scalable  and  open  solutions  for 
this  new  world,  based  on  our  Secure 
Virtual  Network  (SVN)  Architecture. 
SVN  delivers  all  that  you  need  for  a 
secure  Internet  environment  including 
security,  performance,  fail-safe  reliabili¬ 
ty  and  interoperability. 

Unlike  other  Virtual  Private  Network 
(VPNs)  solutions,  the  Check  Point 
approach  provides  secure  and  seam¬ 
less  connectivity  between  networks, 
systems,  applications  and  users  across 


the  Internet,  intranets  and  extranets. 
SVN  also  offers  distributed  deploy¬ 
ment  with  centralized  management. 
Which  means  thatyou  can  secure  a  far- 
reaching  enterprise  network  with  a  sin¬ 
gle.  centrally-managed  policy. 

With  millions  of  users  worldwide, 
Check  Point  is  the  undisputed  leader  in 
securing  the  Internet.  If  you  aren’t  yet 
using  our  products  to  secure  your  vir¬ 
tual  organization,  you  should  be.  Visit 
our  website  to  learn  more  about 
Internet  Security  and  find  a  reseller 
near  you. 


Check  Point 

Software  Technologies  Ltd. 


We  Secure  the  Internet. 


Register  today  for  the 

Check  Point  User  Conference 

www.checkpoint.com/experience 


www.  checkpoint,  com 


Subscription  Application! 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Signature  (required) 


Date 


TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifiy  branch/base. 
If  government,  please  specify'  division. 


Name 


Title 


Company 


Division/Mail  Stop/Military  Branch  or  Base 


Street  Address 


City  State  Zip 

Business  phone  ( _ ) _ FAX  ( _ ) _ 

Internet  E-mail  address _ 

We  would  like  to  send  you  periodic  information  via  email  on  3rd  party'  networking  products/services. 

□  Check  here  if  you  DO  NOT  wish  to  receive  this  information. 

If  there  is  a  parent  company,  please  provide  name: _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Please  indicate  the  Internet/Intranet/LAN/WAN  products/services  that  you  are  currently 
involved  in  purchasing  or  plan  to  purchase  (check  all  mat  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET 

A  B  A 

□  01.  □  VPN  Equipment  □  07. 

□  02.  □  VPN  Services 

□  03.  0  Firewalls/Security/Encryption  □  08. 

□  04.  0  Electronic  Commerce  □  09. 

□  05.  □  Web  Servers/Software  □  10. 

□  06.0  Web  Enabled  Call  Center  Tools  □  11. 

LOCAL-AREA  NETWORKS/INTERNETWORKING  _ 
A  B  A 

□  17.  □  Local-Area  Networks  □  25. 

□  18.  □  Network  Operating  System  □  26. 

Software  (NOS)  □  27. 

□  19.  □  Intel  Based  Servers  □  28. 

□  20.  □  Intel  Based  Multiprocessor  Servere  □  29. 

□  21.  □  RISC  Based  Servers  □  30. 

□  22.  □  Clustered  Servers  □  31. 

□  23.  □  Print  Servers 

□  24.  □  Routers  □  32. 

WAN  EQUIPMENT  &  SERVICES _ 

A  B  A 

□  40.  □  Modems  □  46. 

□  41.  □  Cable  Modems  □  47. 

□  42.  □  Asynchronous  Transfer  Mode  (ATM)  □  48. 

□  43.  □  Frame  Relay  Equipment  □  49. 

Including  FRADS  □  50. 

□  44.  □  Frame  Relay  Services  □  51. 

□  45.  □  Remote  Access  Products  □  52. 


□  Voice/Video  Over  IP 
(IP  Multicast  Routing) 

□  Internet  Services 

□  Web  Hosting 

□  Host  Access 

□  Web  Development  Tools 


□  12.  □  Management/Monitoring  Software 

□  13.  □  Web  Based  Management  Tools 

□  14.  □  Web  Based  Collaboration/ 

Groupware 

□  15.  □  CachingtLoad  Balancing  Products 

□  16.  □  Other  Intemet/Intranet 


□  Layer  2  Switches 

□  Layer  3  Switches 

□  Layer  4  Switches 

□  ATM  Switches 

□  Token-Ring  Switches 

□  Network  Storage  (NAS,  SANs) 

□  Storage/Backup  (Optical,  Disk, 
Tape,  RAID) 

□  Network  Test/Diagnostic  Tools 


□  33.  □  UPS 

□  34.  □  Network  Interface  Cards 

(NICs, PCMCIA) 

□  35.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  36.  □  Cables, Connectors,  Baiuns 

□  37.  □  SNMP  Platform 

□  38.  □  Management  Frameworks 

□  39.  □  Other  LAN/Intemetworking 


□  Remote  Access  Services 

□  Wireless  Data  Equipmenl/Services 

□  ISDN  Equipment/Services 

□  FT-l/T-l/T-3  Services 

□  xDSL  Services/Products 

□  Diagnostic/Test  Equipment 

□  DSU/CSU 


A  B 

□  53.  □  PBXs 

□  54.  □  Videoconferencing 

□  55.  □  Managed  LAN/Router  Services 

□  56.  □  Fax  Servers/Services 

□  57.  □  Other  WAN  Equipment/Services 

A  B 

None  of  the  above  (1-57)  □  58.  □ 


Street  Address  City  State  Zip 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be  answered. 
Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates  available  upon  request. 


i.  BIOO 

UJ 

What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV/Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 
08.  □  Transportation 

09.  □  Utili  ties/Process  Industries 
(Mining/Construction/Petroleum 
Refining/Agriculture/Forestry) 

10.  □  Education 

11.  □  Government 

12.  □  Military 

13.  □  Aerospace 

14.  □  Consulting  (Independent)  * 

15.  □  Carriers/Service  Providers 

16.  □  Internet  Service  Provider  (ISP) 

17.  □  Manufacturing  (Computer/ 

Communications/OEM) 

18.  □  Resellers  of  Computer/Network 

Products  (VARs.VADs)* 

19.  □  Systems/Network  Integrators* 

20.  □  Distributors  (Computer/ 

Communications)* 

21.0  Other  (please  specify) 

•Attn  Consultants,  Integrators, 

Distributors,  Resellers:  Please  complete 
entire  form  based  on  ALL  clients  and 
your  own  business  needs 

2. 

P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  is  your  secondary  job  function?  (check  all  that  apply) 

p  s 

□  1.  □  Network  Management 

□  2.  □  LAN  Management 

□  3.  □  Datacom/Telecom  Management 

□  4.  □  ISdT/MlS/CIO/CTO/Systems 

Management 

P  S 

□  5.  □  Intemet/Intranet/e-Commerce 

Mgmt,  Webmaster 

□  6.  □  Engineering  Management 

P  S 

□  7.  □  Corporate  Management  (CEO, 

COO,  CFO,  Pres.,  VP,  Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 

What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (flease  print  the  appropriate  number  code  on  the  line  next  to  each 
product  category.  Please  complete  ALL  categories  A-N.) 


1.  $100  Million  or  more 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  Million  to  $24.9  Million 

5.  $1  Million  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


A  __  Large  Systems 

(Mainframes/Minis) 

B  ___  Desktops  ( Micros/laptops / 
Workstations/PDAs) 

C  _ Servers 

D  _ LANs 

E  _ WAN  Equipment 

F  _ Carrier  Services 


G 

H 

I 

J 

K 

L 

M 

N 


.  Internetworking 
. Internet 
. Intranet 

.  Extranet/Ecommerce 
_  Remote  Access 
_  Peripherals  (including  storage) 
_  Software 
.  Service/Support 


a  What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 


1.  1=1100+  2.050-99  3.  □  20-49  4.  □  10-19  5.  □  2-9  6.  □  1 


7.  □  None 


What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  check  one  box  in  each  column) 


At  Location 
A 

□  i. 

□  2. 


SERVERS 


Entire  Org. 


50,000+  □ 

10,000  to  49,999  □ 


□  3.  1,000  to  9,999 

□  4.  100  to  999 

□  5.  50  to  99 

□  6.  10  to  49 

□  7.  1  to  9 

□  8.  none 


□ 

□ 

□ 

□ 

□ 

□ 


CLIENTS 

At  Location  Entire  Org. 

C  D 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


LANS 

At  Location  Entire  Org. 

E  F 

□  1.  50,000+ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

4.  100  to  999 

5.  50  to  99 

6.  10  to  49 

7.  1  to  9 

8.  none 


□ 

□ 

□ 

□ 

□ 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  ONE  only) 

CORPORATE 

1. D  Entire  EnterpriseWultiple  Enterprises 

2. D  Division/Multiple  Divisions 
3.0  Department 

4.0  None 


B.  Involvement  (check  ALL  that  apply) 

1. D  Create Network/IT Strategy 

2. D  Recommend/Specify  Brand 

3.  □  Approve  Purchase 


4.  □  Evaluate  Products/Services 

5.  □  Determine  the  Need 

6. D  None 


What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  in  each  section) 


A.  At  your  location: 

1.  □  Over  20,000 

2.  □  10,000-19,999 

3.  □  5,000-9,999 

4.  □  2,500  -  4,999 

5.  □  1,000-2,499 


6.  □  500  -  999 

7.  □  250-499 

8.  □  100-249 

9.  □  99  or  less 


B.  Entire  organization: 

1.  □  Over  20,000 

2.  0  10,000-  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 


5.  □  1,000-2,499 

6.  □  500  -999 

7.  □  499  or  less 


Please  indicate  the  Network  hardware/software/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  i  check  all  that  apply) 


A.  Currently  involved  in  purchasing 


COMPUTERS/PERIPHERALS 
A  B  A  B 

□  01.  □  Laptops/Notebooks/PDAs  □  05.  □  Storage/Backup 

□  02.  □  PCs  (Optical, Disk, Tape, RAID) 

□  03.  □  Windows  Terminals/Thin  Clients  □  06.  □  Printers 


B.  Plan  to  purchase 


A  B 

□  08.  □  Minis 

□  09.  □  Mainframes 

□  10.  □  Fax/Modem  Boards 


□  04.  □  Workstations  □  07.  □  Printer/Fax/Copier  Hybrids  □  11.  □  Memory/Chips/Boards/Cards 

(Multifunction  Printers)  □  12.  □  Other  Computers/Peripherals 

SOFTWARE/APPUCATIONS _ 1 _ 


A  B 

□  13.  □  Network  Management 

□  14.  □  Systems  Management 

□  15.  □  Security 

□  16.  □  Directory  Services 

□  17.  □  Operating  Systems 

□  18.  □  Applications  Development  Tools 

□  19.  □  Database  Management/RDBMS 

□  20.  □  Groupware 

SERVICES 

A  B 

□  21.  □  E-Mail 

□  22.  □  Enterprise  Resource  Planning 

(ERP) 

□  23.  □  EDI 

□  24.  □  Desktop  Videoconferencing 

□  25.  □  Imaging 

□  26.  □  Middleware/Serverware 

□  27.  □  Document  Management 

A  B 

□  28.  □  Site  Metering  Tools 

□  29.  □  Data  Warehousing 

□  30.  □  Anti  Virus  Software 

□  31.  □  Multimedia 

□  32.  □  Y2K  Conversion  Software 

□  33.  □  Helpdesk 

□  34.  □  Other  Software/Applications 

A  B 

□  35.  □  BPO  (Business  Process 

Outsourcing  incl.  Financial 
Services,  HR,  Logistics  etc.) 

A  B 

□  36.  □  Applications  Outsourcing 

□  37.  □  Call  Center  Outsourcing 

□  38.  □  Systems  Integration/Consulting 

A  B 

□  39.  □  Education/Training  Services 

□  40.  □  Other  Services 

A  B 

None  of  the  above  (1-40)  □  41.  □ 

1  {A  Please  indicate  the  platforms  that  are  currently  installed/planned:  check  all  that  apply) 

J  -a  J I  A.  Currently  installed  B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

A  B 

□  01.  □  TCP/IP 

,  □  02.  □  IPv6 

□  03.  □  SNA 

LAN/WAN  ENVIRONMENT 

A  B 

□  04.  □  NoveU  1PX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS/NETBUEI 

A  B 

t!07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other  Network  Protocols 

A  B 

□  10.  □  Gigabit  Ethernet 

□  11.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet 

□  13.  □  Ethernet 

□  14.  □  ATM 

□  15.  □  Token  Ring/Token  Ring  Switching 
NFTWORK  OPERATING  SYSTEM 

A  B 

□  16.  □  IP  Switching 

□  17.  □  Layer  3,4  Switching 

□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.D  lOBase-T 

□  21.  □  Fibre  Channel 

A  B 

□  22.  □  Wireless 

□  23.  □  DSL 

□  24.  □  ISDN 

□  25.  □  Frame  Relay 

□  26.  □  Private  Line  T1 ,  T3,  FT- 1 ,  SONET 

□  27.  □  Other  IAN/WAN  Environment 

A  B 

□  28.  □  Windows  NT/Windows  2000 

□  29.0  Novell  (NetWare  5JQ 

□  30.  □  Novell  (NetWare  4JQ 

□  31.  □  Novell  (NetWare  2JC3-X) 

COMPUTER  OPERATING  SVSTEM 

A  B 

□  32.  □  LINUX 

□  33.  □  Microsoft  (LAN  Manager) 

□  34.  □  Banyan  (Vines) 

A  B 

□  35.  □  IBM  (LAN  Server) 

□  36.  □  Other  Network  Operating  System 

A  B 

□  37.  □  NT  Workstation 

□  38.  □  Windows  2000 

□  39.  □  Windows  98/95/3.1 

□  40.  □  Intel  based  UNIX 

□  41.  □  RISC  based  UNIX  (incl.  SOLARIS) 

A  B 

□  42.  □  LINUX 

□  43.  □  DOS 

□  44.  □  OS/2, OS/2  WARP 

□  45.  □  OS/400 

□  46.  □  IBM  MVS/VM/VSE/ESA 

A  B 

□  47.  □  Digital  VMS 

□  48.  □  Macintosh 

□  49.  □  Other  Computer  Operating  System 

A  B 

None  of  the  above  (1-49)  □  50.  □ 

|ll. 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 

1  A  -  Mainframes 

B  -  Minis  (Midrange) 

C  -  Workstations 

(Large  Scale) 

1.  □  IBM  RS/6000 

1.  □  Sun  Microsystems 

i.  □ 

IBM 

2.  □  IBM  AS/400 

2.  □  H-P 

2.  □ 

Other 

3.  □  Digital/TandenVCompaq 

3.  □  Digital/Compaq 

4.  □  Unisys 

4.  □  IBM 

5.  □  H-P 

5.  □  Silicon  Graphics 

6.  □  Other 

6.  □  Other 

12. 

1  What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

|  (check  ONE  only) 

i.  □ 

$20  Billion  or  More 

5.  □  $100  Million  to  $499.9  Million 

9.  □  $4.9  Million  or  less 

2.  □ 

$10  Billion  to  $19.9  Billion 

6.  □  $50  Million  to  $99.9  Million 

10.  □  None  of  the  above 

3.  □ 

$1  Billion  to  $9.9  Billion 

7.  □  $10  Million  to  $49.9  Million 

4.  □ 

$500  Million  to  $999.9  Million 

8.  □  $5  Million  to  $9.9  Million 

13. 

1  For  which  areas  outside  of  the  US  do  you  have  purchase  influence? 

j  (check  ALL  that  apply) 

u  □ 

Europe  3.  □ 

South  America  5.  □  Middle  East 

7.  □  Canada 

2.  □ 

Asia  4.  □ 

Australia  6.  □  Africa 

8.  □  None 

FORM:  9902 
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THE  INTERNET’S  RISE  HAS  WROUGHT  POWERFUL  CHANGES 


ON  THE  NETWORK  INDUSTRY.  BY  SUSAN  BREIDENBACH 


BRAIN  DRAIN 

This  trend  feeds  upon  itself 
as  start-ups  become  rallying 
points  for  the  best  and 
brightest.  College  graduates 
no  longer  set  their  sights  on 
the  big  names  in  network¬ 
ing.  They  want  to  create  a  hot 
start-up  and  become  the  next 
Marc  Andreessen. 

In  Cisco’s  salad  days,  start-ups  had 
to  earn  their  valuation  the  hard  way, 
by  racking  up  several  quarters  of 
solid  earnings  before  going  public. 
The  company  got  its  start  when 
Sequoia  Capital  gave  it  $2.5  million 
—  a  whopping  sum  in  the  mid  ‘80s 
but  mere  pocket  change  these  days. 
Its  IPO  produced  a  market  cap 
of  $225  million,  but  Cisco 
didn’t  go  public  until  it  had 
achieved  $6. 1  million  in 
cumulative  profit  for  the 
previous  four  quarters. 
“Today,  capital  markets 
are  willing  to  finance  com¬ 
panies  that  are  still  losing 
money,  as  long  as  they  are  grow¬ 
ing  fast  and  going  after  big  markets,”  says  Amnon 
Shohan,  principal  partner  with  Cedar  Fund,  a  venture 
capital  firm  in  Tel  Aviv.  “Valuation  is  based  on  revenue 
growth,  not  earnings  per  share.  And  because  Wall 
Street  is  rewarding  start-ups  the  way  it  is,  start-ups 
can  attract  the  best  talent.” 

The  result  is  a  brain  drain  that  is  making  big  compa¬ 
nies  distribution-rich  and  product-poor.  “That’s  why 
the  bulk  of  new  products  the  big  gin  s  have  been 
introducing  are  the  result  of  acquisitions,”  FLach  says. 

Traditional  network  companies  are  also  hindered 
by  the  large  installed  bases  they’ve  spent  years  culti- 


short  time,  the  people. Then  the  people 
start  the  next  new  thing  ”  Flach  says. 
The  result:  New  technology  makes  its 
way  into  the  market  much  faster. 


harder  and  harder  to  distinguish  R&D  from  M&A. 

“It’s  a  natural  cycle,  and  it’s  a  very  positive 
thing,”  says  Jim  Flach,  a  partner  at  Accel  Partners,  a 
venture  capital  firm  in  Palo  Alto.  Start-ups  have 
ultrasharp  focus  and  complete  dedication,  and 
they  spend  a  much  higher  percentage  of  their 
total  budgets  on  R&D.  Once  they  have  products, 
they  get  bought  and  leverage  the  distribution 
power  of  the  acquiring  company. 

“The  big  company  gets  the  product  and  technol¬ 


ogy  and,  for  a 


Industry  experts 

keep  trying  to  posi¬ 
tion  the  Ciscos, 

Lucents  and  Nortel 
Networks  of  the 
network  industry  as 
the  last,  unseatable  emperors, 
and  the  market  keeps  proving 
them  wrong.  As  an  incredible 
round  of  initial  public  offerings 
(IPO)  by  network  vendors  in  the 
past  six  months  shows,  the  Inter¬ 
net  economy  isn’t  just  about  dot¬ 
com  ventures  gaining  astronomical 
valuations  through  what  looks  sus¬ 
piciously  like  smoke  and  mirrors. 

Even  in  the  network  infrastruc¬ 
ture  market,  start-ups  have  never 
had  it  so  good. 

Look  at  the  successful  IPOs  of 
network  product  companies  such 
as  Juniper  Networks  and  Copper 
Mountain  Networks.  Juniper,  which 
makes  Internet  backbone  routers, 
closed  its  first  day  of  trading  at  $97.88 
per  share,  or  188%  over  the  $34  offer¬ 
ing  price.  Copper  Mountain,  which  makes 
digital  subscriber  line  (DSL)  products,  closed  its  offer¬ 
ing  day  at  $68.44,  or  226%  over  its  $21  asking  price. 

What  is  the  Internet  economy  bringing  to  late 
’90s  network  companies  that  counterparts  formed 
earlier  this  decade  or  before  didn’t  benefit  front?  For 
one,  it  levels  the  playing  field  by  imposing  standards 
and  providing  easy  access  to  markets  and  resources. 
That  increasing  competitiveness,  in  turn,  speeds  the 
rate  of  innovation  and  gives  greater  advantages  to 
nimble  start-ups.  Now  established  players  use  start¬ 
ups  as  external  laboratories,  often  providing  seed 
money,  and  buying  them  outright  if  they  succeed. 

In  fact,  within  the  big  companies,  it’s  getting 
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they  are  opening  the  door  to  start-ups. 

Industry  watchers  point  to  three 
waves  that  are  breaking  over  the  net¬ 
work  infrastructure  market  and  forcing 
the  issue:  the  transition  of  tens  of  bil¬ 
lions  of  dollars  in  circuit-switched 
equipment  to  packet  technology;  the 
deregulation  that  has  spawned  legions 
of  carriers  that  are  themselves  start-ups; 
and  all  the  green-field  opportunities  in 
less-developed  countries. 

“There  is  an  enormous  sucking 
sound  all  over  the  world  from  people 
who  want  to  buy  this  equipment,”  says 
John  Boyle,  a  general  partner  with 
Worldview  Technology  Partners,  a  ven¬ 
ture  capital  firm  in  Palo  Alto.  “We  have 
international  carriers  coming  to  us,  ask¬ 
ing  to  be  hooked  up  to  our  start-ups, 
saying, ‘We  can’t  get  their  attention.’ 

“It’s  a  spectacularly  unique  situation 
to  have  three  waves  like  this  coming 
together  at  the  same  time,”  he  adds. 

Meanwhile,  the  enterprise  market  is 
stronger  than  ever,  but  it  looks  anemic 
by  comparison. There  hasn’t  been  the 
same  infrastructure  shift  that  the  Inter¬ 
net  economy’s  open  systems  thrust  on 
Continued  on  page  22 


It  wasn’t  always  this  way.  During  the 
LAN  revolution,  enterprises  were  the 
infrastructure  sweet  spot,  and  carriers 
were  the  bastions  of  conservatism. 
Carriers  took  too  long  to  make  up  their 
minds,  depreciated  equipment  over  20 
years  and  were  under  less  competitive 
pressure  to  adopt  new  technology. 

“Deregulation  has  created  an  explo¬ 
sion  of  new  carriers  that  are  a  lot 
more  likely  to  buy  from  start-ups,” 
Higgerson  says.  “And  now  the  estab¬ 
lished  carriers  are  forced  to  keep  up 
and  are  more  receptive  to  buying  from 
smaller  companies.” 

At  the  same  time,  carriers  are  more 
demanding  and  risk-averse  than  enter¬ 
prises  because  their  network  infrastruc¬ 
tures  are  much  more  closely  tied  to  rev¬ 
enue  streams.  It’s  a  measure  of  the  com¬ 
petitive  pressure  they  are  under  that 


THE  'NET'S  IMPACT 

The  rise  of  the  Internet  economy  has  affected  the  network  business  in 

many  ways.  The  Internet  economy: 

•  Levels  the  playing  field  by  imposing  standards  and  providing  easy  access  to  markets 
and  resources. 

•  Speeds  the  rate  of  innovation  and  fosters  cross-pollination  of  technology  development 

•  Gives  greater  advantage  to  nimble  start-ups  than  to  established  companies  that 
have  to  contend  with  big  installed  bases. 

•  Creates  an  environment  in  which  start-ups  are  viewed  as  external  R&D  facilities 
for  established  vendors. 

•  Places  extraordinary  valuations  on  start-ups  with  unproven  histories. 

•  Keeps  vendors  more  in  tune  with  business  needs  because  young  companies  growing 
up  in  this  new  economy  are  making  decisions  closer  to  the  customers. 


vating,  for  in  the  Internet  economy,  a 
big  installed  base  is  very  much  a 
mixed  blessing.  While  one  can  help 
buffer  an  established  player  from  rapid 
change,  it  also  can  create  some  disad¬ 
vantages  for  economies  of  scale. 

“  Hie  big  companies  have  customers 
they  have  to  bring  along  and  product 
trajectories  that  can  be  difficult  to 
revector,”  says  Russ  Siegelman,  a  partner 
with  venture  capitalist  star  Kleiner, 
Perkins,  Caufield  &  Byers  in  Menlo  Park, 
Calif.  While  start-ups  have  only  wind¬ 
shields,  larger  companies  have  much 
bigger  rear-view  mirrors,  which  they 
are  constantly  checking.They  have  less 
time  to  look  at  where  they  are  going 
and  respond  to  market  changes.They 
also  face  new  R&D  challenges. 

“Large  groups  of  people  have  two 
problems: They  don’t  move  fast,  and 
they  can’t  innovate,”  says  Cliff  Hig¬ 
gerson,  a  partner  with  ComVentures,  a 
venture  capital  firm  in  Palo  Alto.  It’s 
hard  to  design  products  by  committee, 
and  the  pace  of  technology  change 
makes  the  process  even  more  difficult. 

“Size  does  not  carry  anything  like 


the  momentum  that  it  used  to,”  says 
Peter  Alexander,  vice  president  of  enter¬ 
prise  marketing  for  Cisco.  And  Cisco’s 
size  has  increased  from  4,000  employ¬ 
ees  in  1995  to  more  than  23,000  today. 

Big  companies’  customers  are  being 
pursued  relentlessly  by  newcomers 
such  as  Vertical  Networks,  a  Sunnyvale, 
Calif.,  start-up  that  is  using  $55  million 
in  venture  backing  to  develop  its 
InstantOffice  line  in  the  emerging 


voice/data  switch  market. 

“The  big  companies  are  dealing  with 
a  lot  of  legacies,  which  restrict  the  kind 
of  infrastructure  you  can  build  and  limit 
the  kind  of  partnerships  you  can  form, 
and  sometimes  force  you  to  eat  your 
young,”  says  Alan  Fraser,  president  and 
CEO  of  Vertical.  “What  you  have,  you 
kind  of  have  to  stick  to  and  not 
destroy.  Existing  relationships  can 
hinder  you  from  thinking  about 
new  ways  of  doing  business.” 

Start-ups  keep  the  network 
industry  more  in  tune  with 
business  needs  because  they 
are  making  decisions  closer  to 
the  customers.  The  level  of  par¬ 
ticipation  by  customers  in  the 
product  development  process  is 
much  higher. 

“As  a  start-up,  you  spend  more  time 
with  early  adopters,  and  they  almost 
envelop  you  and  bring  you  in,”  says 
Gordon  Payne,  executive  vice  president 
of  sales,  marketing  and  operations  for 
['undo  Corp.,  a  venture  capital-funded 
pioneer  of  packet-based  telephony. 
“Your  success  is  their  success.”  That 
said,  start-ups  do  have  to  guard  against 
over-customization  and  keep  their 
sights  on  products  and  services  that 
can  be  sold  to  a  sizeable  customer  base. 

CATCHING  THE  WAN  WAVE 

If  the  enterprise  market  is  good  to 
start-ups,  the  service  provider  arena  is 
even  better. 

“Service  providers  are  so  desperate 
to  get  leading-edge  capabilities  that 
they  will  trial  with  anyone,”  reports 
Michelle  McLean,  director  of  strategic 
marketing  for  Pluris,  a  start-up  in  Cuper¬ 
tino,  Calif.,  that  is  developing  terabit 
routers  for  service  providers.  Pluris  has 
attracted  $60  million  in  venture  funds. 

While  service  providers  make  tech¬ 
nology  decisions,  McLean  says,  enter¬ 
prises  make  business  decisions.Tech- 
nology  is  third  or  fourth  on  an  enter¬ 
prise  buyer’s  list.  Enterprises  are  con¬ 
servative  and  more  reluctant  to  buy 
from  emergent  companies. 
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Note  to  end  users:  ':-a‘^y- 

ReadyRouter.com  spare-in-the-air  service  i?  available  through  Cisco 
authorized  resellers.  For  a  referral  to  a  qualified  VAR  near  you,  visit 
our  site:  http://www.ReadyRouter.com. 


Cisco 


Cisco  and  SMARTnet  are  registered  trademarks  of  Cisco  Systems,  Inc.  ReadyRouter.com  is  a  trademark  of  ReadyROuter.com  Inc. 
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Continued  from  page  20 
the  carrier  market. The  existing  enter¬ 
prise  infrastructure  has  turned  into  a 
commodity  and  become  relatively  stan¬ 
dard  across  vendors.  There  are  almost 
no  green-field  opportunities,  and  manu¬ 
facturing  efficiencies  and  economies  of 
scale  have  become  more  important. 


Consequently,  start-ups  don’t  bring  as 
much  to  the  table. 

THE  INTERNET  ADVANTAGE 

The  Internet  favors  start-ups  in  many 
ways. “It  is  an  information  economy 
that  is  pushing  power  out  to  end  users, 
to  individual  consumers,”  says  Ajit 


Medhekar,  president  and  CEO  of  Lara 
Technology,  a  San  Jose  start-up  develop¬ 
ing  carrier-class  voice  products  that  use 
IP  instead  of  ATM  or  SONET  in  the  ser¬ 
vice  provider  core. “It’s  becoming  more 
of  a  pull  than  a  push  economy,  so  the 
big  players  have  less  of  an  advantage.” 

The  Web  provides  easy  and  inexpen- 


A  better  way  to  work. 

www.cisco.com/jobs 


You  can  stop  wondering.  The  Internet  is  definitely  here  to  stay.  And  if  you  think  it’s  big  now,  just  wait  awhile  and 
see.  Better  yet,  why  wait?  Join  Cisco  Systems  and  get  a  head  start  on  the  future.  Here’s  what  we  bring  to  the  table: 
a  majority  share  of  the  networked  world,  mind-boggling  success,  and  a  highly  evolved  working  culture.  The  Internet 
is  a  revolution  that  is  changing  the  world.  No  matter  who  you  are,  it  has  touched  your  life  already.  Which  means 
that  the  question  “ready  or  not?”  is  about  more  than  just  asking  if  you’re  ready  to  start.  It’s  also  about  reminding 
you  that  you  already  have. 


•  Business  Development 
•Customer  Engineering 
•Customer  Service 

•  Engineering 

•  Finance 


•Hardware  Engineering 
•Human  Resources 

•  Information  Technology 

•  Manufacturing 

•  Marketing 


•  Quality 

•  Sales 

•Software  Engineering 
•System  Engineering 
•Workplace  Resources 


Ready  or  not?  Now  is  the  time  to  act.  Cisco  is  seeking  Master’s  &  Bachelor’s  level  degree  candidates.  To  apply 
directly,  please  submit  your  resume:  by  E-MAIL:  jobs@cisco.com,  by  FAX:  (800)  818-9201,  or  by  MAIL:  Cisco 
Systems,  Inc.,  Human  Resources,  P.O.  Box  640730,  San  Jose,  CA  95164-0730.  And  don’t  forget  to  visit  us  online 
at  www.cisco.com/jobs  for  detailed  listings  of  hundreds  of  current  job  opportunities  nationwide.  It’s  quick,  easy 
and  well  worth  it. 


Cisco  Systems 


Empowering  the 

EOE  Internet  Generation™ 


Accel  Partners'  Jim  Flach  says  the 
big  boys  keep  up  with  the  latest 
technology  by  acquiring  start-ups. 


sive  access  to  information,  so  new 
companies  can  become  known  much 
more  quickly  around  the  world,  and 
attract  that  critical  mass  of  first  cus¬ 
tomers  a  lot  faster.  The  Internet  also 
fosters  a  lot  more  cross-pollination  of 
technology  development. 

“There  is  no  monopoly  on  good  ideas 
anymore,”  says  Bill  Hawe,  chief  technolo¬ 
gy  officer  for  Nortel  in  Billerica,  Mass. 
“There  used  to  be  a  lot  of  compartmen- 
talization  of  information.The  Internet 
economy  broke  that  down,  and  every- 
diing  is  connected  in  a  single  bazaar.” 

This  free  flow  of  ideas  is  benefiting 
the  big  companies,  too. “We  are  now 
seeing  a  lot  of  things  starting  up  in  big 
companies  that  would  ordinarily  be 
funded  by  venture  capitalists,”  Hawe 
says.  He  offers  as  proof  three  products 
Nortel  introduced  for  the  service  pro¬ 
vider  market  this  year:  the  Versalar 
1 5000  multiservice  switch  for  the  edge 
of  service  provider  networks,  and  the 
Versalar  25000  and  Optera  Packet 
Solution  series  of  optical  switches  for 
service  provider  cores. 

“These  products  were  started  in  an 
incubator  within  Nortel,”  Hawe  says. 

In  general,  though,  the  Internet  lets 
companies  focus  on  what  they  do  best 
and  outsource  everything  else.  Start¬ 
ups  ty  pically  have  great  focus,  so  they 
are  a  better  fit  for  this  new  value-chain 
paradigm. They  can  become  major 
players  a  lot  faster  by  creating  partner¬ 
ships  and  using  extranets  to  create  vir¬ 
tual  companies  that  have  all  the  capa¬ 
bilities  of  big,  traditional  enterprises. 

The  advantage  start-ups  have  is  their 
ability  to  operate  in  Internet  time. 

“Because  of  the  speed  and  changes, 
companies  make  decisions  that  may 
not  be  fully  informed  and  checked, 

Continued  on  page  24  ^ 
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Availability  Kit 
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your  enterprise  power 
protection  problems. 


□  YES!  r  d  like  more  information.  Please  send  my  FREE 

Power  Availability  Kit. 
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How  to  Contact  APC 

Call:  (888)  289-APCC 

use  the  extension  on  the  reverse  side 

Fax:(401)  788-2797 

Visit:  http://promo.apcc.com 

use  the  key  code  on  the  reverse  side 
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Legendary  Reliability' 


Your  enterprise  is  only 
as  available  as  its  power 


APC  Smart-UPS®:  Legendary  power  protection  for  critical  remote  servers 


With  users  and  customers  demanding  that  critical  servers  be 
up  99.999%  of  the  time,  power  problems  are  the  last  thing  you 
should  have  to  worry  about.  Short  blackouts,  sudden  sags  or 
simple  power  surges  can  mean  the  instant  destruction  of 
cards,  disks  and  processors.  This  means  lost  data  and 
unplanned  downtime. 

Be  ready  for  the  unexpected.  No  other  product  offers  more 
advanced  protection  for  networks  and  servers  than  the  APC 
Smart-UPS  family.  APC's  new  2U  rack-mount  units,  with  longer 
runtimes  and  improved  voltage  regulation,  allow  room  to  rack- 
mount  other  critical  equipment. 


•  Intelligent  Battery  Management  -  With  FastCharge™,  battery 
recharge  time  is  cut  by  75%. 

•  Web  SNMP  -  With  a  Web/SNMP  card, 

Smart-UPS  can  be  monitored  and  managed 
remotely  with  a  Web  browser  or  SNMP 
NMS. 

•  Remote  -  E-mails  or  pages  network  administrators  via 
FlexEvents™  before  users  know  of  problems. 

•  Manageability  -  Provides  warnings,  envi¬ 
ronmental  monitoring  and  safe  shutdown 
using  PowerChute®  plus  software. 


Find  out  why  APC  is  the  brand  of  choice  for  critical  server  protec¬ 
tion.  Our  technology  grows  with  your  business  and  can  help 


Consider  how  Smart-UPS  can  safeguard  your  critical  servers: 

•  Pre-failure  diagnostics  -  It  allows  network  administrators  to 
solve  problems  before  users  know  they  exist. 

•  Availability  -  Instantaneous  battery  backup  power  keeps  appli¬ 
cations  and  operating  systems  up  and  running  and  safe  from 
power-related  crashes. 


APC's  NetShelter'®  offers  manageable  enclosure  space  for  all 
your  networking  equipment  including  Compaq,  Deli.  HP,  Cisco, 
Nortel  Networks,  3Com  and  IBM. 


power  protect  your  new  applications  as  you  roll  them  out.  Contact 
APC  today  and  let  APC's  Legendary  Reliability™  work  for  you. 


"APC  NetShelters  and  Smart-UPS  have  become  the  standard 
install  for  all  our  offices  at  Nextel . . .  knowing  we  can  count 
on  APC  saves  us  time  and  provides  us  with  peace  of  mind." 

-  James  Whitaker,  Novell  Architecture  and  Design  Engineer, 
Tom  Schmidt,  Novell  Host  Server  Architect, 

Troy  Sims,  Novell  Host  Server  Architect 


Legendary  Reliability" 


FREE  Power  Availability  Kit.  Or  save  46%  on  a  new  UPS  with  our  Reliability  Upgrade  Program 

Go  to  the  web  and  learn  how  to  increase  uptime  in  your  enterprise.  Also  trade  your  old  UPS  for  a  new  one  with  APC’s  Reliability  Upgrade  Program. 

To  order:  Visit  http://promo.apcc.com  Key  Code  q168z  •  Call  888-289-APCC  x7798  •  Fax  401-788-2797 
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and  they  have  to  be  able  to  absorb 
any  resulting  mistakes,”  Cedar  Fund’s 
Shohan  says.  “It’s  harder  for  big  organi¬ 
zations  to  operate  this  way.” 

It’s  not  impossible  though,  insists 
Cisco’s  Alexander. 

“The  Internet  economy  has  skewed 


the  market  in  favor  of  companies  that 
display  superior  agility,  but  agility  does 
not  have  to  be  a  function  of  size,”  he 
says.  Properly  applied,  “I-business”  can 
optimize  the  communications,  produc¬ 
tivity  and  costs  of  the  industry  behe¬ 
moths,  too.  Because  of  the  Internet, 
Cisco  executives  have  an  up-to-the- 


minute  picture  of  customers  and  their 
needs,  and  can  make  decisions  quickly. 

Cisco  even  has  a  self-assessment  test 
called  the  Internet  Quotient  that  other 
companies  can  use  to  measure  their 
potential  to  create  an  “Internet  ecosys¬ 
tem”  and  leverage  it.  Available  to  the 
public,  the  interactive  test  can  be 


Imagine  going  from  0  to  100  Mbps 
with  no  wires. 

Imagine  100  Mbps  last  mile  connectivity 
with  no  leased  lines. 

Imagine  no  more. 


WinNet's  wireless  Fast  Ethernet  systems 
provide  high-speed  IP  performance  at  more  than 
10X  the  speed  of  other  wireless  networking 
systems. 


635  Vaqueros  Avenue 
Sunnyvale,  CA  94086 
T:  (408)  522-8700  F:  (408)  522-8706 


found  at  www.cisco.com/warp/ 
public/750/indicator/quiz.html. 

“The  secret  going  forward  is  to  scale 
agility,”  Alexander  says.  Companies  that 
do  so  —  even  big  players  —  can  con¬ 
tinue  to  grow  their  market  caps  rapidly 
and  offer  new  recruits  and  investors 
returns  similar  to  those  of  start-ups. 

And  an  acquisition  strategy  is  a  lot 
less  risky  than  developing  everything 
in-house.  People  often  ask  why  Cisco 
pays  $200  million  for  a  technology 
that  could  have  been  developed  inter¬ 
nally  for  $10  million.  But  they  are  for¬ 
getting  that  this  acquisition  approach 
lets  the  venture  capitalist  community 
absorb  a  lot  of  the  risk  —  the  19  out 
of  20  start-ups  that  fail.  Cisco  can  wait 
and  buy  the  one  that  succeeds. 

“That’s  how  the  established  players 
retain  and  expand  power  today,  by  buy¬ 
ing  the  innovators  after  the  pudding 
has  been  proven,”  says  William  Schrader, 
chairman  and  CEO  of  Internet  back¬ 
bone  giant  PSINet  in  Herndon, Va.The 
pressures  of  the  Internet  economy  have 
made  the  big  companies  so  desperate 
for  cutting-edge  technology  that  they 
will  pay  whatever  it  takes. 

The  start-ups  acknowledge  the  lure 
of  buyout  offers  makes  it  difficult. 

“We  want  to  stay  independent  and 
become  the  next  Cisco,  but  we  have  no 
control  over  whether  someone  comes 
along  and  offers  so  much  that  our  own¬ 
ers  say, ‘Take  it, ’’’Vertical’s  Fraser  admits. 

And  the  venture  capitalists  admit  con¬ 
fidentially  that  it  is  not  unheard  of  for 
major  customers  to  force  the  issue  by 
agreeing  to  buy  a  product  only  if  the 
start-up  in  question  becomes  a  unit  of  a 
bigger  company  with  which  the  user 
organizations  are  already  dealing. 

Start-ups  that  evade  suitors  and 
make  it  through  a  successful  IPO  face 
new  obstacles.  “They  have  the  tough¬ 
est  job, ’’Alexander  says.  “They  have 
their  market  cap,  and  now  they  have 
to  prove  they  are  worth  it  by  staying 
on  track  with  revenue  growth. There  is 
less  upside  for  new  hires  because  the 
big  boost  has  already  gone  by.” 

The  secret  to  maintaining  indepen¬ 
dence  is  having  a  value  proposition  so 
compelling  that  large  customers  can’t 
live  without  it. As  Lara’s  Medhekar  puts 
it,  this  proposition  “has  to  be  some¬ 
thing  radical  with  a  reasonable  possi¬ 
bility  of  success.”  A  better  mousetrap 
that  provides  an  incremental  improve¬ 
ment  over  what  the  Ciscos  and 
Nortels  can  offer  won’t  suffice. 

Start-ups  have  to  make  a  quantum 
leap  forward  in  a  product  category  or, 
better  yet,  invent  a  brand-new  one. 

Breidenbach  is  a  freelance  technolo¬ 
gy  journalist  and  consultant.  She  can 
be  reached  at  sbreidenbach@usa.net. 
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APC  Symmetra"  Power  Array”: 

N+1  redundancy  for  100%  uptime 

Data  access  is  critical  to  both  your  internal  and  external 
customers.  Now  that  applications  like  messaging,  Web 
integration  and  E-commerce  are  deemed  mission-critical, 
losing  power  to  your  storage  and  processors  is  not  an  option. 

You  need  to  be  ready  for  the  unexpected.  APC's  Symmetra 
Power  Array  is  the  single  most  highly  available  UPS  in  the 
marketplace.  Since  power  problems  are  the  leading  cause  of 
downtime,  make  sure  you're  prepared. 

Consider  how  Symmetra  protects  your  business: 

•  N+1  redundancy  design  assures  continuous  availability  - 

If  a  module  fails,  the  others  instantly  begin  supporting  the 
full  load. 

•  Scalable  power  -  Additional  4  kVA  modules  can  be  added  to 
expand  to  16  kVA  of  power  capacity  (4  unit  frame  is  expand¬ 
able  to  8  kVA) 

•  Serviceable  while  load  is  up  and  running  -  Additional  battery 
modules  increase  runtime  and  all  the  modules  are  hot  swap¬ 
pable,  meaning  no  downtime. 


"Not  having  a  Symmetra  in  place  would  have  resulted  in  lost  data, 
corrupted  hard  drives  and  lost  time  to  recover.  The  Symmetra  system 
has  more  than  paid  for  itself  during  this  one  outage.  “ 

-  Bob  Lesher  and  Charlie  Bise,  Information  Technology,  Exel  Logistics 


Installing  or 
reconfiguring 
your  modular 
Power  Array 
couldn't  be 
any  simpler. 


Now  you  can  easily  manage  power  to  your  systems. 
APC  MasterSwitch"  in  your  communications  and 
computer  racks  can  save  you  time  and  money  by 
helping  your  staff  to  manage  power  proactively. 


PowerView"  is  a  hand-held  control  panel  for  network 
administrators  that  configures  and  controls  UPSs  in 
rack,  computer  room,  and  datacenter  environments. 


APC  is  a  leader  in  the  field  of  power  availability.  Our  technology 
grows  with  your  business  and  can  help  power  protect  your 
new  applications  as  you  roll  them  out.  Contact  APC  today  and 
let  APC's  Legendary  Reliability™  work  for  you. 


Legendary  Reliability  " 


FREE  Power  Availability  Kit  -  Get  Legendary  Reliability  for  your  network. 

To  order:  Visit  http://promo.apcc.com  Key  Code  q169z  •  Call  888-289-APCC  xl 341  •  Fax  401-788-2797 
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THE  POWER  ISSUE:  POWER  PACK 

Power 


o  2000  is  finally  here.  All  the 
yapping,  all  the  hoopla,  and  for 
what?  fust  another  year  on  the 
calendar?  Another  year  closer 
to  The  End? 

Well,  perhaps  things  won’t  get  that  dramatic 
in  the  network  industry,  but  this  year  will  be 
full  of  surprises.  And  while  it’s  always  danger¬ 
ous  to  predict  the  future,  that’s  never  stopped 
us  before. 

We’ve  taken  our  best  and  brightest  minds, 
stuffed  them  into  a  time  warp  and  asked 
them  to  let  you  in  on  what  to  expect  in  the 
coming  year. 

They  found  that  yes,  customers  will  start  to 
roll  out  Windows  2000,  but  that  Active  Direc¬ 
tory  will  prove  to  be  the  “gotcha.” IPv6  is  closer 
to  reality  than  you  may  think  —  and  this  will 
be  a  huge  year  for  digital  subscriber  line  ser¬ 
vice  and  wireless  data.  And  you  know  how 
everyone’s  been  bashing  all  those  complex  and 
expensive  network  and  systems  management 
platforms?  Well,  demand  will  jump  this  year 
for  consolidation  of  point  management  prod¬ 
ucts.  What’s  more,  the  pace  of  mergers  and 
acquisitions  will  continue  unabated  —  not 
that  that’s  really  a  good  thing. 

Read  on  for  a  glimpse  into  the  year  ahead. 


Rather,  the  culprit  will  be  Microsoft’s  Windows 
2000,  and  for  one  obvious  reason:  Active  Directory. 
This  is  not  a  slam  against  the  directory  technol¬ 
ogy,  which  has  undergone  a  more  rigorous  beta¬ 
testing  period  than  any  product  Microsoft  has 
ever  released.  No,  this  is  a  comment  on  Active 
Directory’s  innate  complexity. 

Active  Directory  leaves  no  room  for  error.  Mess 
up  on  this  technology',  and  you’ll  soon  be  watching 
the  rest  of  your  Windows  2000  deployment  im¬ 
plode.  Active  Directory  could  truly  prove  to  be 
kryptonite  for  the  Supermen  and  Superwomen  in 
your  IT  groups. 

Just  ask  any  Novell  Directory'  Services  (NDS) 


Watch  out  for  Active 

Directory 

By  John  Fontana 


The  new  year  may  be  a  good 
time  to  get  out  the  survival  gear, 
because  the  network  operating  system  landscape 
in  2000  is  likely  to  be  littered  with  more  dead 
and  wounded  than  a  special  edition  of  a  Marvel 
comic  book. 

What  will  so  terrorize  enterprise  networks?  It  cer¬ 
tainly  won’t  be  the  lingering  effects  of  the  Year  2000 
bug.  It  won’t  be  NetWare,  Solaris,  Linux  or  any  other 
Unix  mutants. 


OUR  CRACK  EDITORS  PREDICT  WHAT 
TECHNOLOGIES  (AND  BUSINESS 
TRENDS)  WILL  REIGN  SUPREME. 
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administrator  about  the  challenges  of  rolling  out  an 
enterprise  directory'.  Six  years  ago,  these  administra¬ 
tors  struggled  mightily  when  Novell  first  released 
its  directory'.  Sure,  Microsoft  has  probably  learned  a 
few  things  from  watching  Novell,  but  heaven  help 
those  who  underestimate  the  effort  it  takes  to 
deploy  an  enterprise  directory'.  The  only  saving 
grace  may  be  that  while  few  NDS 
administrators  enjoy'ed  the  ride, 
they  love  the  destination. 

Most  analysts  predict  Win  2000 
rollouts  will  begin  to  happen  in 
earnest  near  the  end  of  2000. 

Enterprises  will  experiment  in  their 
labs  and  run  pilots  starting  in 
February',  when  the  software  is 
released. Those  tests  will  last  from 
six  to  10  months,  then  companies 
will  take  the  plunge  and  start  to 
exorcise  existing  NT  networks. 

But  look  for  Active  Directory  to 
extend  many  pilots. 

Even  the  first  step  of  moving 
toward  Active  Directory',  deciding 
to  organize  the  directory  along 
geographical  or  organizational 
lines,  will  be  loaded  with  peril. 

The  decision  process  will  include 
enough  politics  to  end  a  few  , 

careers.  Tilings  will  get  even  jjS 
tougher  once  you  start 
dealing  with  forests, 
trees,  organizational 
units  and  schemas. 

Microsoft  has 
already  sent  out  an 
advisory  warning  customers  and  prospects  that 
Active  Directory  deserves  IT’s  undivided  attention. 
The  company  has  issued  white  papers,  forged  rela¬ 
tionships  with  third-party'  developers  and  acquired 
technologies  all  designed  to  make  the  job  of 
installing  Active  Directory'  and  Win  2000  easier. 

That  being  said,  all  you  enterprise  superheroes 
better  be  ready  for  a  good  fight. 

IPv6:  The  newY2K 
dilemma 

By  Carolyn  Duffy  Marsan 

Forget  Y2K. The  next  big 
fix  for  net  managers  to  worry 

about  is  IPv6. 

Just  as  companies  are  phasing  out  their  private 
data  networks  and  migrating  everything  to  the 
Internet,  they’re  finding  out  that  the  current  version 
of  the  Internet  Protocol  —  IPv4  —  is  running  out  of 
address  space. 

The  shortage  of  Internet  addresses  is  particularly 
keen  overseas. Take  China,  for  example. The  world’s 
most  populous  country  has  a  smaller  block  of  IPv4 
address  space  than  Stanford  University'.  Even  in  the 
U.S.,  addresses  are  getting  harder  to  come  by  as 
more  people  hook  up  their  Palm  Pilots  and  set-top 
boxes  to  the  ’Net. 

IPv6  solves  this  problem  by  replacing  the  32-bit 
addressing  scheme  in  IPv4  with  1 28-bit  addressing, 


which  allows  for  a  virtually  unlimited  number  of 
Internet  addresses. 

IPv6  has  the  makings  of  a  news  story  that  even 
the  mainstream  press  can  understand.  In  fact,  CNN, 
the  Associated  Press  and  The  New  York  Times  have 
all  run  IPv6  stories  in  recent  weeks.  IPv6  will  be  the 
topic  of  choice  for  all  those  Y2K  reporters  once 

they’ve  beaten  that  horse  to  death. 

The  similarities  between  IPv6  and 
Y2K  are  striking: 

•  Catastrophe  may  hit  if  the  fix 
isn’t  done  soon  enough.  Some 
Internet  leaders  are  painting  scary' 
scenarios  for  the  U.S.  economy  and 
its  engine  of  growth  —  the  Internet 
—  if  IPv6  isn’t  rolled  out  in  time. 

•  We’ve  known  about  this  prob¬ 
lem  for  a  long  time  but  haven’t  done 
much  to  fix  it.  The  Internet 
Engineering  Task  Force  (IETF)  is 
finalizing  the  IPv6  standards  after  six 
years  of  work.  However,  only 
research  networks  are  using  IPv6. 

•  Some  key  members  of  the  com¬ 
munity  are  in  denial  about  this  prob¬ 
lem.  ISPs,  in  particular,  are  in  no 

hurry  to  migrate  to  IPv6 

even  though  they’re 
the  ones  that  need  to 
sign  up  new  Internet 
customers  and  dole 
out  addresses. 

•  The  seriousness  of 
the  issue  and  the  best  way  to  fix  it 
are  hotly  contested.  Respected 
Internet  engineers  and  developers  are  on  both  sides 
of  the  IPv6  debate.  Some  recommend  migrating  net¬ 
works  to  IPv6  as  soon  as  possible,  while  others  say 
IPv6  will  never  happen. 

•  Getting  your  network  fixed  will  be  time- 
consuming  and  expensive.  Few  commercial  prod¬ 
ucts  are  IPv6-compliant  today,  and  hardly  any  tools 
are  available  to  help  you  make  the  transition. 

What  will  happen  regarding  IPv6  in  the  year 
ahead? 

Get  ready  for  more  noise  about  the  protocol. The 
IPv6  Forum  is  ramping  up  and  will  be  creating  a 
buzz  about  IPv6,  as  will  the  Internet  engineering 
and  user  communities.  Given  that  it’s  an  election 
year  and  all  the  candidates  are  trying  to  attract  high- 
tech  campaign  contributions,  it’s  not  that  far-fetched 
to  imagine  congressional  hearings  on  the  status  of 
the  IPv6  migration. 

Look  for  IPv6-compliant  products  to  hit  the  mar¬ 
ket.  Cisco  is  expected  to  ship  a  commercial  version 
of  its  IPv6  software  next  year.  The  pressure  will  then 
be  on  Microsoft  to  support  IPv6  in  an  upcoming 
release  of  Win  2000. 

More  tools  for  transitioning  networks  from  IPv4 
to  IPv6  will  come  out  of  the  IETF,  whose  latest  pre¬ 
diction  is  that  IPv6  will  roll  out  first  at  the  edge  of 
the  Internet  —  on  corporate  networks  —  and  then 
the  backbone  will  be  upgraded. 

My  advice  to  network  managers:  Be  ready  to 
respond  to  questions  about  IPv6.  If  the  buzz  gets 
strong  enough,  be  prepared  for  your  CEO  or  share¬ 
holders  to  start  asking  questions  about  your  strategy 


for  migrating  the  corporate  network  to  IPv6.  And 
start  squirreling  away  dollars  now  so  you  can  afford 
the  network  upgrade  if  and  when  the  time  comes. 

The  year  of  DSL  —  no 
kidding 
By  Tim  Greene 

2000  is  the  year  of  DSL. 

No,  really. 

Never  mind  that  1998  and  1999  were  also  sup¬ 
posed  to  be  the  years  that  digital  subscriber  line 
went  mainstream.  Indications  are  DSL  services  that 
transform  phone  lines  into  broadband  access  links 
will  become  widely  available  this  year. 

Consider  this:  America  Online  now  has  deals  with 
Ameritech,  Bell  Atlantic  and  SBC  to  offer  DSL  services 
to  AOL’s  Internet-access  customers. 

Separately,  SBC  has  bet  its  future  on  the  tech¬ 
nology.  It  plans  a  $6  billion  network  upgrade  that 
includes  expanding  its  fiber  network  and  linking  cus¬ 
tomers  to  the  fiber-over-DSL-enabled  copper  wires. 

Upstart  carriers  are  starting  to  offer  new  services 
over  DSL  lines  that  could  not  have  been  supported 
on  traditional  circuits.  For  example,  carriers  will 
offer  a  service  that  supports  up  to  15  telephone  cir¬ 
cuits  as  well  as  a  broadband  data  stream  on  a  DSL 
line  for  $400  per  month. 

In  addition  to  local  carriers’  efforts,  DSL  special¬ 
ists  Covad,  Northpoint  and  Rhythms  NetConnec¬ 
tions  have  agreements  to  wholesale  DSL  to  national 
service  providers  such  as  AT&T,  Frontier,  Intermedia, 
PSINet,  Qwest,  Sawis  and  UUNET. 

Modem  makers  also  are  ready  to  advance  DSL. 
They  are  finally  delivering  DSL-lite  modems  that  can 
be  plugged  into  a  DSL  line  without  a  visit  from  a 
service  technician. That  makes  turning  up  DSL  ser¬ 
vice  easier  and  less  expensive  for  everyone. 

These  DSL-lite  modems  are  capable  of  1.5M 
bit/sec  downloads  and  will  ship  installed  in  PCs 
made  by  major  computer  vendors,  such  as  Dell  and 
Compaq.  Customers  won’t  have  to  buy  a  separate 
modem  and  hassle  with  installation. 

The  prices  of  DSL  services  have  already  dropped, 
in  part  because  carriers  don’t  need  to  temper 
demand  with  high  prices  any  longer. The  prices  are 
also  being  kept  in  check  by  competition  from  cable 
modem  services  that  offer  broadband  Internet 
access  for  less  than  $50  per  month. 

The  bottom  line  is  that  in  2000,  customers  will  be 
able  to  affordably  buy  DSL  services  and  the  equip¬ 
ment  they  need  to  support  them. 

And  if  it  turns  out  that  2000  is  not  the  year  of 
DSL,  then  2001  definitely  will  be. 

No,  really. 

Wireless  data  is  due 

By  John  Cox 


The  explosion  in  handheld 
devices  of  all  kinds  will  force 
companies  in  2000  to  deal  with 
wireless  connectivity  on  a  scale  unthinkable  a 
year  ago. 

Continued  on  page  32  llll^ 
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It's  ironic,  you  can  monitor  and 

CONTROL  EVERY  ASPECT  OF  YOUR  WIDE  AREA 


Network  —  except  the  bandwidth  that 


MAKES  IT  WORK 


Until  now,  tracking  the  details  of  WAN 

USAGE  WAS  VIRTUALLY  IMPOSSIBLE.  THE 


ONLY  RESPONSE  TO  MOST  PERFORMANCE 


PROBLEMS  WAS  SIMPLY  TO  THROW  MORE 


BANDWIDTH  AT  THEM 


ADC  HAS  A  SMARTER  ANSWER: 
SERVICEPoiNT.™  A  NEW  TECHNOLOGY  THAT 
GOES  BEYOND  DSU/CSUS  TO  ANSWER 
QUESTIONS  ABOUT  WAN  PERFORMANCE 


AND  BANDWIDTH  USAGE  THAT  OTHER 


NETWORK  MANAGERS  CAN  T  EVEN  ASK 


Find  out  how  you  can  terminate 


MONITOR  AND  TAKE  ACTIVE  CONTROL 


OF  EXPLODING  WAN  BANDWIDTH 
costs.  Call  or  visit  our  Website 


AND  START  GETTING  THE  ANSWERS 


YOU  NEED 


For  more  Information  call  (800)  232-5879 
or  visit  www.adc.com/access-spnww 


www.akamai.com 


Amazing  Web  sites  need  more  than  static  content  and  a  shopping  cart  to  attract  attention.  Internet 
users  want  more.  To  be  outstanding,  Web  sites  need  robust  content  with  animation,  graphics,  streaming 
media  and  interactivity.  And  more  importantly,  they  must  deliver  it  fast.  That  takes  performance. 
Dynamic  performance  that  comes  from  revolutionary  Web  content  and  applications  delivery.  Without 
limits,  constraints  or  excuses.  At  Akamai,  we're  fundamentally  changing  the  Internet  through  our 
technology  innovations  that  deliver  a  better  Web  experience,  With  Akamai,  dull 
content  and  waiting  are  things  of  the  past.  The  only  limit  is  -  your 
imagination.  And  to  be  at  your  peak  in  the  online  world,  that's  the 
only  way  to  perform. 


Get  Akamaized  today. 

Call  toll  free  in  the  US:  I  -877-4-AKAMAI 
or  617-250-3000 


Akamai 


Delivering  a  Better  Internet 
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Continued  from  page  28 

Three  reasons  stand  out  for  why  wireless  technol¬ 
ogy  will  be  a  top  priority  for  corporate  IT  groups  in 
the  coming  year. 

First,  the  number  of  devices  in  the  hands  of  corpo¬ 
rate  users  will  continue  to  grow,  and  so  will  the  vari¬ 
ety  of  devices.  Modern  workers  are  stuffing  every¬ 
thing  from  cellular  phones  with  Internet 
access  to  interactive  e-mail  pagers  and  push 
button  handheld  computers  into  briefcases 
and  toolboxes  or  hanging  them  on  belts. 

Some  companies  are  finding  that 
people  with  no  Windows  PC  experi¬ 
ence  at  all  can  work  almost  at  once 
with  simply  designed  handheld  appli¬ 
cations.  The  real  value  of  these  devices 
is  directly  proportional  to  how  easily 
and  how  extensively  they  can  access 
or  update  corporate  data. 

Without  such  access,  most  of  these 
devices  will  be  just  high-tech  paper¬ 
weights. 

Second,  telcos  and  other  service 
providers  are,  or  soon  will  be,  rolling  out 
wireless  data  services  that  are  vastly 
faster  and  cover  more  territory  than 
what’s  been  available  before.  In  some 
cases,  users  will  have  bandwidth  that 
approaches  corporate  Ethernet  LAN 
speeds.  Wireless  data  until  now  has  been  ham¬ 
strung  by  low  bandwidth  and,  as  a  result,  its  use 
has  been  limited  to  proprietary  devices  in  niche 
markets,  such  as  car  rental  agencies. 

Third,  handheld  users  will  have  access  to  informa¬ 
tion  on  the  Internet.  And  if  they  don't  have  it,  they’ll 
demand  it.  Major  providers  such  as  Sprint  and  ven¬ 
dors  such  as  Motorola  have  already  launched  huge 
advertising  campaigns  touting  the  wonders  of  using 
a  handheld  phone  or  similar  device  to  work  with 
Internet-based  applications  and  data.  It’s  a  bit  more 
complicated  than  that,  and  the  consumer  ads  miss 
the  point  that  the  first  and  most  productive  use  of 
wireless  Internet  access  will  be  by  corporate  users. 
That’s  because  the  Internet  creates  a  standard  way 
to  connect  through  corporate  intranets  and,  through 
extranets  shared  with  trading  partners,  to  existing 
legacy  applications  as  well  as  new  electronic-busi¬ 
ness  and  e-commerce  applications. 

The  result  of  these  three  trends  will  be  costly 
chaos,  unless  IS  groups  do  what  they  do  best:  Create 
an  infrastructure  that  will  let  handheld  users  get  on 
with  their  work. 

Issues  such  as  wireless  security,  network  perfor¬ 
mance,  application  response  time,  carrier  quality  of 
service  and  application  integration  will  be  more 
important  than  ever  in  2000. 


The  return  of  multi¬ 
purpose  management 
software 
By  Jeff  Caruso 

Get  ready  for  a  new  twist  in 
the  ongoing  power  struggle  between  management 
software  platforms  and  point  products. 

The  question  has  been:  Do  IT  managers  want  an 


all-encompassing  framework  into  which  all  of  their 
management  software  can  fit  nicely,  or  do  they 
w  ant  individual  tools  that  solve  specific  problems? 

Last  year  at  this  time,  the  momentum  was  solidly 
behind  the  point  tools.  IT  managers  slammed  plat¬ 
forms  and  frameworks  from  the  likes  of  Computer 
Associates  and  Tivoli,  bemoaning  their 
high  price  tags  and  implementation 
headaches.  So  the  industry  went 
back  to  basics.  We  saw  hundreds  of 
point  tools  from  a  host  of  start-ups 
and  established  players  fulfilling  use¬ 
ful  —  but  also  narrowly  defined  — 
roles,  such  as  performance  manage¬ 
ment,  reporting  and  event  correlation. 
This  year,  expect  the  pendu¬ 
lum  to  swing  the  other  way 
toward  consolidation  of  these 
point  products. 

_  Part  of  the  reason  for  the  shift  is  the 

tremendous  growth  of  e-business. 
Business  transactions  conducted  elec¬ 
tronically  can  be  complex,  to  say  the 
least.  If  there  is  a  problem  with  such  trans¬ 
actions,  an  IT  manager  has  to  know  about 
it  and  pin  down  the  problem’s  source. 

But  to  do  so,  the  manager  has  to  see  all 
the  parts  of  the  transaction 
—  including  what’s  happen¬ 
ing  on  the  servers,  on  the 
network  and  in  the  applica¬ 
tions.  Point  tools  often  pro¬ 
vide  small  windows  into  parts 
of  the  network  and  systems 
involved,  but  they  don’t  give 
the  whole  picture. 

Traditional  frameworks  have 
claimed  to  provide  the  whole 
picture  for  years,  but  they 
haven’t  really  delivered. The  idea 
now  is  to  grab  the  point  tools  that 
do  well  at  individual  functions  and 
tie  them  together. 

Another  reason  for  impending  con¬ 
solidation  is  the  sheer  number  of  man¬ 
agement  products  out  there. The  revenue 
pie  for  management  software  can  only  be 
sliced  so  thin  before  you  see  management  soft¬ 
ware  start-ups  looking  for  major  partnerships  or 
acquisitions  to  keep  revenue  growing. 

The  whole  move  toward  consolidation  is  creating 
a  market  for  products  that  stretch  across  other  prod¬ 
ucts.  For  instance,  if  you  have  more  than  one  man¬ 
agement  platform  or  multiple  tools,  some  compa¬ 
nies  will  sell  you  software  to  pull  together  the  data 
collected  by  those  offerings  and  put  it  in  one  place. 

The  Common  Information  Model,  a  standard 
way  of  representing  management  data,  should 
accelerate  the  consolidation.  It  is  supposed  to 
make  it  easier  to  tie  different  tools  together 
because  any  tools  that  support  the  standard  would 
have  access  to  the  same  data  in  the  same  format. 

There  is  a  lot  of  potential  out  there  for  making 
IT  management  software  more  powerful  than  it 
has  ever  been.  It  will  be  interesting  to  see 
whether  all  this  potential  actually  results  in  tools 
that  IT  managers  have  sorely  needed  for  so  long. 


"I  seen  my  opportunities 
and  I  took  'em" 

By  Michael  Cooney 

“WorldCom  buys  South¬ 
western  Bell  Atlantic’s  AT&T 
division  for  $4  trillion.” 

—  probable  Network  World  headline,  circa  2002 

Mergers  and  acquisitions.  Good  or  evil? 

I’m  gonna  have  to  come  down  on  the  side  of  evil 
on  this  one.  I  mean,  where  else  can  you  find  audaci¬ 
ty  like  two  behemoths  such  as  MCI  WorldCom  and 
Sprint  merging  and  having  the  gall  to  say  the  move 
is  going  to  increase  competition?  Carriers  make  this 
leap  in  logic  all  the  time  and  they  know  that  basi¬ 
cally  no  one’s  going  to  stop  them. 

It’s  evil,  I  tell  you.  Did  you  think  evil  was  going  to 
show  up  in  a  bunny  suit  making  everyone  feel  good 
—  then  strike  when  no  one  is  looking?  No,  evil  is  in 
your  face,  daring  you  to  do  something  about  it. 

That’s  the  rub. There  isn’t  much  anyone  can  do 
about  it  —  nor  should  they.  Oh,  the  FCC  may  take 
some  shots  at  MCI  WorldCom/Sprint,  but  the  reality 
is  —  here’s  my  first  prediction  —  those  companies 
will  be  one  by  the  end  of  2000. 

Mergers  are  also  a  fact  of  life  in  the  industry.  In 
order  to  grow  fast,  companies  can  no  longer  take  a 
long  time  with  internal  R&D.  Vendors  have  to 
buy  other  companies’  technologies.  Internet 
time  waits  for  no  one.  And  those  are  just  a 
couple  of  the  reasons  why  the  run  on 
mergers  and  acquisitions  is  going  to  contin¬ 
ue  with  a  vengeance  this  year. 

Who  will  we  say  goodbye  to  in  2000? 
Cabletron  and  Newbridge  Networks  for 
starters.  Both  have  been  struggling  for  a 
while  and  both  have  been  on  the  chopping 
block.They’ll  be  snapped  up  by  the  likes  of 
Alcatel  or  Siemens  by  midyear. 

^  3Com  could  find  itself  beholden  to  some 

other  vendor.  It  too  could  be  swallowed  up 
by  a  European  company  looking  to  gain  a 
stronger  presence  in  the  U.S.  market. 

On  a  global  level,  Global  One  and  Global 
Crossing  could  be  gone  by  year-end.  Global 
One  has  just  had  too  many  problems.  And 
a  when  Sprint  is  officially  gobbled  up  by  MCI 
V  WorldCom,  well,  the  party’s  over.  And 

sources  tell  me  Global  One  wants  to  grow, 
but  its  assets  might  be  too  great  for  some 
carrier  not  to  try  to  acquire. 

Also  expect  AT&T  to  buy  British  Telecom  outright. 
Sources  say  this  deal  will  happen  despite  AT&T’s 
already  cozy  relationship  with  the  firm. 

On  a  more  local  level,  something  has  to  give  with 
BellSouth.  Will  it  buy  or  be  bought?  Sources  indicate 
the  company  will  be  bought,  maybe  by  midyear. 

There  are  too  many  folks  in  the  application  ser¬ 
vice  provider  arena  for  them  all  to  survive.  I  don’t 
want  to  pick  on  anyone  in  particular  here,  but  look 
for  some  consolidation  in  this  market. 

George  Washington  Plunkitt,  a  character  in  William 
Riordan’s  Plunkitt  of  Tammany  Hall,  said:  “I  seen 
my  opportunities  and  I  took  ’em.” 

Such  would  be  a  good  theme  for  the  mergers  and 
acquisitions  market  in  2000.  ■ 


[32] 


The  Power  Issue  .  Network  World  Signature  Series  .  Dec.  27, 1999  Jan.  3,  2000  .  www.nwfusion.com/power 


Stackable 


Switches  &  Switching  Routers: 

Fastlron  Workgroup  &  Backbone  Switches 
Netlron  Switching  Router 
Turbolron/8  Switch  &  Switching  Router 


Serverlron 


Server  Load  Balancing  and  Transparent 
Caching  Switch 


Fastlron  II 

Wiring  Closet  Switches: 

Fastlron  II,  Fastlron  II  Plus,  Fastlron  II  GC 
and  Fastlron  II  Plus  GC 


Biglron  4000 

Switch  &  Switching  Router 


Biglron  8000 

Switch  &  Switching  Router 


Whenever  top-tier  ISPs  like  AOL®,  Yahoo!®  and  MindSpring®  cry  out  for 
maximum  speed,  we  heed  their  call.  When  enterprises  like  First  Union 
National  Bank,  LTV  Steel  and  Carnival®  Cruise  Lines  grasp  for  reliability, 
we  leap  to  the  rescue.  And  when  organizations  like  the  University  of 
Southern  California  and  the  National  Institutes  of  Health  search  the 
world  for  price  and  performance,  we  arrive  just  in  time. 

We're  Foundry  Networks.  And  we've  got  powers  no  one  else  can  match. 
For  starters,  we’re  the  only  vendor  to  offer  super-fast  10/100  and  Gigabit 
Ethernet  switches  for  Layers  2,  3,  and  4-7 — all  totally  integrated.  Plus 
Packet  Over  SONET  WAN  links.  That's  product  breadth  from  the  network 
edge  to  its  core. 

Then  there's  our  super  feature  set.  Integrated  multi-protocol  wire-speed 
routing  and  application-enabled  Layer  4-7  switching.  Plus  64  port  Gigabit 


Ethernet  density  at  up  to  96  Mpps  for  maximum  investment  protection 
and  flexibility. 

Yes,  we've  won  multiple  awards  for  product  and  corporate  excellence, 
but  we're  not  in  this  business  for  the  praise.  We're  in  it  to  give  our 
customers  IronClad  Network  Performance.  Does  that  make  us  super¬ 
heroes?  We  don't  know.  But  our  customers  might. 

Visitwww.foundrynetworks.com/nwl  for  a  hot  deal  on  our  hot  products. 
Or  call,  1-888-TURB0LAN  (887-2652). 

phone:  408.530.3300 
visit:  www.  foundrynetworks.  com 
email:  info@foundrynet.com 

NETWORKS 


FOUNDRY 


FLYING  COLORS 
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PERSONAL  POWER 


We  sent  roving  reporters  to  two  epicenters  of  power 


lunching,  and  the  high-tech  deals  were  sizzling 


A  TASTE  OF  A  SILICON  VALLEY  POWER  EATERY 


BY  JEFF  CARUSO 

A  recent  Monday  finds  me  lunching 
at  II  Fornaio  in  Palo  Alto,  Silicon 
Valley's  favorite  venue  for  the 
power  lunch.  This  pleasant  lit- 
L  tie  Italian  eatery  is  crawling 
m  with  tech  folks,  and  most  of 
them  are  angling  for  a  job. 

Take  the  two  gentlemen  seated  to  my  right. 
It's  not  a  formal  job  interview  —  just  the  first, 
size-each-other-up  step.  The  apparent  inter¬ 
viewee  is  expressing  his  dissatisfaction  with 
his  current  employer  and  tells  his  lunch  part¬ 
ner,  "I'm  exploring  other  opportunities."  The 
interviewer  pushes  him  a  folder  emblazoned 
with  the  Sybase  logo,  and  the  interviewee 
leafs  through  it  while  polishing  off  his  Insalata 
del  Fornaio  (a  kind  of  Caesar  salad  with  mas¬ 
sive  croutons). 

Meanwhile,  the  women  seated  behind  me 
are  sipping  iced  teas  and  chatting  about  a 
friend  who  recently  took  a  job  at  Lucent,  only 
to  be  disappointed  when  the  funding  for  his 


division  didn't  materialize.  At  another  table,  a 
man  contemplates  a  career  shift  —  he  says 
he'll  take  a  month  off  to  decide.  Seems  every¬ 
one  in  the  Valley  is  ready  to  flee  to  another 
job.  And  who  can  blame  them,  when  high- 
tech  personnel  are  in  such  ludicrously  high 
demand  here? 

A  couple  of  tables  away  is  a  larger  group, 
several  suits  ganging  up  with  a  pitch  aimed  at 
a  guy  in  khakis  and  a  denim  shirt.  I  see  him  lis¬ 
tening  intently  to  a  slick-haired  marketing  type 
and  scribbling  on  a  yellow  notepad.  He's  prob¬ 
ably  an  industry  analyst,  or  even  (egad!)  a 
high-tech  reporter. 

They'll  let  anyone  into  this  place,  I  think  as  I 
lean  out  of  my  chair,  trying  to  read  the  com¬ 
pany  name  on  the  presentation  slides.  Does 
that  say  "STLS,"or  is  it  "STIS?" 

I  never  did  find  out,  but  here  are  a  couple 
of  tips.  First,  if  you  want  to  do  business  in 
Silicon  Valley,  you've  got  to  check  out  II 
Fornaio.  And  secondly,  try  the  tiramisu  —  it's 
most  excellent. 


A  LEGAL  POWER  TRIP  IN  BOSTON 


festoes  of  power  lunching  —  skip  the  alcohol. 
Chardonnay  seems  the  beverage  of  choice  for 
these  diners,  one  of  who  sounds  eerily  like 
actor  Joe  Pesci.  At  one  point,  he  bellows:  "If 
you're  spending  a  hundred  million  dollars, 
Jesus  H.  Christ,  use  your  head!" 

Of  course,  these  days,  thanks  to  the  cell 
phone,  one  can  conduct  business  while  dining 
solo.  Sure  enough,  off  in  the  corner,  a  gentle¬ 
man  formally  attired  in  white  shirt,  tie  and  dark 
suit  hunches  over  his  baked  scrod,  intently 
discussing  business  between  bites. 

Legal's  isn't  the  only  place  where  power 
lunches  occur  in  the  Greater  Boston  area.  The 
previous  day,  at  Blue  Ginger,  an  eclectic  eatery 
in  upscale  Wellesley,  cell  phones  rang  and 
pagers  buzzed  at  most  tables,  while  parties 
drank  hot  and  sour  pumpkin  soup  and  nibbled 
on  Mandarin  chicken  salad  with  crispy  rice 
noodles.  At  one  table,  two  men  intently  debat¬ 
ed  the  merits  of  digital  subscriber  line  service 
as  a  solution  to  the  bandwidth  problems  they 
were  having  at  their  health  care  facility. 

In  Boston,  you  can  power  lunch  in  an 
upscale  neighborhood  —  but  never,  ever  pour 
ketchup  on  lobster. 


BY  NEAL  WEINBERG 

No  respectable  power  lunch  in 
the  Boston  area  can  take 
place  without  a  hearty  bowl  of 
chowdah,  that  milky  broth 
thick  with  clams  from  the  sea 
floor  and  potatoes  from  the 

Maine  soil. 

And  the  place  to  get  chowdah  —  or  chow¬ 
der  as  it's  pronounced  outside  of  New  England 
—  is  Legal  Sea  Foods  in  Cambridge.  I  found 
plenty  of  wheeling  and  dealing  going  on  there 
one  recent  chilly  afternoon. 

At  one  table,  three  Generation  X-trepre- 
neurs  are  passing  contracts  back  and  forth, 
chatting  about  IPOs  and  squinting  into  their 
cell  phones  to  see  if  the  numbers  flashing  on 
their  displays  are  from  people  worthy  of  call¬ 
backs.  The  answer  in  all  cases:  'No.'  Dressed 
in  post-Labor  Day  casual  business  attire  — 
black  and  charcoal  gray  are  all  the  rage  — 
they  do  the  deal,  eat  lobster  salad  rolls  and 
swap  airline  horror  stories. 

Nearby,  members  of  a  more  boisterous 
crowd  blissfully  ignore  one  of  the  prime  mani- 
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or  the  power 


JB  hilc  real  estate  magnates  schmooze  ori  the  golf 
>!|  S  course  and  stockbrokers  win  new  clients  on  the 
racquetball  courts,  people  in  the  netw  ork  busi-, 
ness  say  the  proverbial  power  lunch  is  still  the 
best  venue  for  cooking  up  deals.  After  all,  techni¬ 
cal  people  rarely  stop  working  except  to  eat  and 
sleep,  and  you  can’t  sign  a  contract  in  your  sleep. 

But  not  every  lunch  is  powerful.  If  you  want  to  convince  that 
brilliant  network  engineer  to  come  work  for  you  or  get  that  ven¬ 
ture  capitalist  to  review  your  business  plan,  you’ve  got  to  know  the 
rules.  The  first  is  picking  the  right  eatery. 

To  make  an  impression  in  the  Valley,  for  instance,  no  place  beats 
a  Menlo  Park  or  Palo  Alto  address  for  business  lunching.  These 
enclaves  are  close  to  numerous  business  parks,  including  the  cam¬ 
puses  of  Hewlett-Packard  and  Sun.  They’re  also  near  Stanford 

- 

University  and  its  prestigious  business  school,  as  W'ell  as  a  bevy  of 
venture  capital  firms. 

Top  on  any  list  is  Palo  Alto’s  11  Fornaio,  an  Italian  restaurant  fre¬ 
quented  by  the  who’s  w  ho  in  netw  orking.  Cisco  execs  love  hanging 
out  there,  says  Amy  Hughes,  a  corporate  spokeswoman.  Or,  when 
the  network  elite  tire  of  11  Fornaio,  they  head  to  Scott’s  Seafood 
Grill  and  Bar,  also  in  Palo  Alto,  or  over  to  neighboring  Menlo  Park 
to  dine  at  Chantilly  II,  Sprago  or  Zibibbo. 

To  scope  out  Stanford  talent,  try  the  Blue  Chalk  in  Palo  Alto,  says 
Servane  Briane,  the  Silicon  Valley  guide  for  Internet  portal  About.  - 
com.  “The  business  school  is  where  you  want  to  network.  Here  is 
where  the  next  venture  capitalists  are  coming  from,”  she  says. 

On  the  other  coast,  in  the  Boston  area,  Cambridge  is  the  place 
the  technical  crowd  and  venture  capitalists  do  their  power  lunch¬ 
ing.  No.  1  on  the  list  of  Cambridge  power  eateries?  Legal  Sea  Foods 
—  or  as  the  locals  say%  Legal’s. 

Elsew  here  in  Massachusetts,  Papa  Razzi  in  Wellesley'  and  the  Green 
Papaya  in  Waltham  make  good  choices,  says  Todd  Dagres,  general 
partner  for  Battery'  Ventures,  a  venture  capital  firm  in  Wellesley. 

For  the  banking  crowd,  head  into  the  city'  for  a  meal  at  Aujourd’hui 
(inside  The  Four  Seasons  Hotel),  Julien  (inside  Le  Meridien  Hotel),  the 
Bay'  Tower  Room,  Radius,  Biba,  L’Espalier  or  the  Capital  Grille,  says 
Paige  Brown,  concierge  team  leader  for  Circles,  a  Boston-based  com¬ 
pany  that  provides  concierge  services  to  high-tech  companies. 


RULES  TO  LUNCH  BY 

The  overriding  rule  when  choosing  a  restaurant:  Never  make  the 
burbs  people  drive  into  the  city,  and  never  make  the  city  folk  leave. 

Also,  consider  what  you  want  to  accomplish.  If  it’s  important  to 
impress  your  lunch  mates  w  ith  your  personality,  think  out  of  the 

box.  A  new  business-lunch  trend  in  California  is  dining  on  unusual 

. 

ethnic  foods,  such  as  Ethiopian  cuisine,  or  even  home-style 
American,  at  diners,  About.com’s  Briane  says. 

If  you're  courting  a  busy  venture  capitalist  or  w  ooing  a  famous  CEO 
to  join  your  board,  go  for  the  power  breakfast.  It's  faster  —  “power 

y  - 

breakfasts  force  people  to  be  brief,”  Battery'  Ventures’  Dagres  says. 

The  second  rule:  Skip  the  alcohol.  While  the  two-martini  lunch  may 
have  been  the  classic  power  gig  in  1962,  slamming  down  that  much 
gin  today  is  a  major  no-no.  Wliile  a  glass  of  w  ine  Is  OK  when  lunching 
w  ith  co-workers,  better  to  just  say  “No”  at  a  power  af  fair.  Also  off-lim¬ 
its  are  heavy  meals,  so  make  sure  salads  and  soups  are  on  the  menu.  , 
The  third  rule:  Remember  y  ou’re  on  stage.  Much  of  your  character7 
is  on  display  during  a  meal,  Dagres  says:  “I  won’t  look  favorably  on 
people  w  ht):  1 )  drink  or  smoke;  2)  make  me  pick  up  the  check;  3) ' 
have  difficulty  making  a  menu  choice;  4)  are  rude  or  condescending  ; 
to  the  wait  staff — I  used  to  be  a  waiter.”  • 


|:ts  the  stage  for  power  lunching 
, while  Legal  Sea  Foods  (left) 

to  be  if  you're  in  the  Boston  area 
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Register  today  to  learn  the  latest 
directory  strategies  from  the  industry’s 
top  companies,  including  Microsoft, 
Process  Software,  Fastlane,  Banyan, 
Entevo  and  others.  This  interactive  edu¬ 
cational  program  is  chaired  by  top 
directory  experts  Gary  Rowe  and 
Dan  Blum,  from  the  reknowned  con¬ 
sultancy  The  Burton  Group,  along 
with  Network  World  Executive  News 
Editor  Doug  Barney. 

Save  $50  when 
you  register  by 
January  31 , 2000 

Registration  Fee:  $199  $149 

Making  Sense  of  Directories  is  a 

one-day  seminar  designed  to  take  the 
confusion  out  of  evaluating  directory 
products  and  services.  The  experts  from 
The  Burton  Group  will  give  you  step  by 
step  guidelines  for  formulating  a 
cohesive  directory  strategy  during  the 
morning  tutorial.  Leading  vendors  will 
then  give  you  firsthand  advice  on 
implementing  directory-enabled 
networking  in  your  enterprise. 

And  a  special  roundtable  discussion  in 
the  afternoon  will  provide  insight  into  the 
issues  associated  with  deploying  large- 
scale  directories,  implementing  industry 
best-practices,  and  identifying  the  range 
of  applications  that  can  benefit  from  a 
solid  directory  services  infrastructure. 
Register  today  and  get  moving  in  the 
right  direction. 

Seminar  Tour 


Chicago,  IL 

February  23 

Dallas,  TX 

February  24 

New  York,  NY 

March  1 

Boston,  MA 

March  2 

San  Francisco,  CA 

March  21 

Los  Angeles,  CA 

March  22 

Atlanta,  GA 

April  1 1 

Washington,  DC 

April  12 

EXHIBITING 

EVENT  PARTNE 

SPONSOR: 

•AdSOCOR* 

£5kNAC 

- - 

Call  now  to  register 
(800)  643-4668 
or  visit  us  at 
www.nwfusion.com/techupdate/directories 


entevo 


TECHNOLOGIES  INCORPORATED 


Windows 


2000 


Novell. 


Process  Software 


NetworkWortd 


TECH-UPDATE 


Making  Sense  of  Directories 

The  right  directions  make  it  so  much  easier. 


To  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  800-622-1 1 08  or  adamato@nww.com 
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THE  POWER  ISSUE:  PROFILES  IN  POWER 


POWERFUL 

PEOPLE  IN  NETWORKING 


BY  JULIE  BORT,  JIM  DUFFY  AND  ANN  SULLIVAN 

As  a  fitting  close  to  the  decade  in  which  really  big  things 
happened  in  networking  (need  we  mention  the  Internet 
by  name?),  this  year’s  list  of  the  25  most  powerful  people 
k  in  networking  is  populated  by  personalities  capable  of 
^  big  things. 

People  such  as  Bernie  Ebbers  and  John  Sidgmore  of  MCI  WorldCom,  Pat 
Russo  of  Lucent  and  Mike  Volpi  of  Cisco  forge  the  big  buys.  People  like  Bill 
Joy  of  Sun  and  Drew  Majors  of  Novell  have  the  big  ideas  that  result  in 
tangible,  valuable  products  and  technologies.  People  like  the  government’s 
William  Kennard  and  Thomas  Penfield  Jackson  make  the  big  decisions 
that  can  change  the  industry.  People  like  Bill  Friel  of  Prudential,  John 
McKinley  and  Michael  Wilson  run  the  big,  mission-critical  networks  we  all 
watch  for  success  or  failure.  And,  of  course,  people  such  as  C.  Michael 
Armstrong  of  AT&T,  John  Chambers  of  Cisco  and  Bill  Gates  of  Microsoft 
run  the  big,  big  companies  on  which  networking  rests  today. 

Their  plans  are  grand,  as  are  those  of  the  other  folks  on  our  25  most 
powerful  people  list  —  newcomers  and  old-timers  alike.  And  so  it 
behooves  us  all  to  pay  attention  to  what  they  are  up  to  in  the  world  of 
networking.  They  are  a  powerful  lot. 


C.  MICHAEL 
ARMSTRONG. 

CHAIRMAN  AND  CEO,  AT&T 

C.  Michael  Armstrong  is 
fixed  on  making  AT&T  all 
things  networking  to  all  people. 

And  he  spent  much  of  1999  proving 
that  resolve. 

With  the  books  barely  closed  on 
AT&T’s  $55  billion  acquisition  of  cable 
giant  Tele-Communications,  Inc.,  Armstrong 
early  this  year  announced  the  company’s 
intent  to  acquire  a  second  cable  company.  The 
target  this  time:  MediaOne,  at  a  cost  of  $60  billion 
or  so.  With  TCI  and  MediaOne  in  its  fold,  AT&T  will  be  able  to  reach 
out  and  touch  27%  of  all  U.S.  homes  with  high-speed  cable  access. 

Microsoft,  for  one,  seems  impressed.  It  took  hardly  any  time  at  all 
after  the  wraps  came  off  the  MediaOne  deal  for  Microsoft  to  invest 
$5  billion  in  the  carrier  behemoth.  As  part  of  the  deal,  overall 
meant  to  strengthen  the  companies’  ties  in  broadband  and  Internet 
services,  AT&T  will  double  the  number  of  digital  set-top  boxes  it 
deploys  with  Microsoft’s  Windows  CE-based  operating  system  to 
five  million. 

Of  course,  Armstrong’s  plans  go  well  beyond  cable  and  its  largely 
consumer  audience  to  date.  He  wants  business  users  to  think  of 
AT&T  as  a  local  service  provider,  too. 

AT&T’s  goal  for  1999  was  to  offer  local  service  in  at  least  15  new 
markets,  bringing  the  number  of  cities  covered  to  98.  It  got  a  good 
chunk  of  local-loop  facilities  through  its  1998  purchase  of  Teleport 
Communications  Group,  but  Armstrong  earmarked  $2  billion  this 
year  for  additional  fiber  build-out. That  funding  was  part  of  a  $6  bil¬ 
lion  investment  that  would  also  go  toward  bolstering  AT&T’s  packet- 
voice  position  and  blending  its  two  Internet  backbones. 

Armstrong’s  aggressive  moves  aren’t  without  baggage.  ISPs  are  try¬ 
ing  to  force  AT&T  to  open  access  to  its  newly  acquired  high-speed 
cable  networks,  and  GTE  filed  an  antitrust  lawsuit  against  AT&T’s 
cable  unit. 

Plus,  all  these  acquisitions  and  expansions  are  a  drag  on  AT&T’s 
bottom  line.  Despite  its  expensive  investments  in  cable,  AT&T  is  still 
growing  less  quickly  than  the  rest  of  the  surging  telecom  industry. 
Also,  AT&T’s  cable  honcho,  Leo  Hindery,  left  the  company.  His  depar¬ 
ture  casts  a  pall  over  Armstrong’s  ambitious  cable  plans. 

Yet  the  world’s  biggest  carrier  steams  full  speed  ahead  on  its 
course  to  offer  businesses  and  consumers  Internet  access,  and 
merged  voice  and  data  services  over  a  single  network  that  reaches 
across  the  U.S.  and  the  globe.  With  Armstrong  at  the  helm,  others  had 
best  leave  a  wide  berth. 
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THE  25  MOST  POWERFUL  PEOPLE  IN  NETWORKING 


FRED  RAKER,  CHAIRMAN,  INTERNET 
ENGINEERING  TASK  FORCE 

Fred  Baker  may  be  to  the 
Internet  what  Alan  Greenspan  is  to 
the  stock  market. 

The  Internet  Engineering  Task 
Force  (IETF)  is  defining  the  stan¬ 
dards,  protocols  and  technical 
specifications  for  the  next- 
generation  Internet.  As  the 
’Net  becomes  more  pervasive 
in  global  business  operations 
and  more  integral  to  the 
world’s  economy,  the  people 
steering  the  IETF’s  technical 
direction  become  intertwined 
with  the  success  of  companies 
doing  business  on  the  Internet. 

As  IETF  chair,  that  makes 
Baker  a  very  important  guy. 

This  past  year  has  been  a 
particularly  challenging  one 
for  Baker  (who  is  also  a  senior 
software  engineer  at  Cisco). The 
IETF  is  vehemently  opposed  to  new  protocols  on 

the  ’Net  that  would  let  federal  agencies  intercept  data  and  voice  conversa¬ 
tions.  Baker  is  against  the  wiretap  proposal  for  fear  it  would  open  all  Internet 
traffic  to  interception,  thereby  posing  security  and  intrusion  risks. 

The  IETF  continues  to  grapple  with  quality-of-service  and  voice/data  con¬ 
vergence  issues.  Its  work  in  these  theaters,  under  Baker’s  direction,  will  deter¬ 
mine  whether  the  ’Net  is  ready  for  prime-time  voice  transmission  or  not. 

Along  with  that,  Baker  earlier  this  year  helped  broker  a  truce  between  the 
IETF  and  the  International  Telecommunication  Union  that  could  help  coordi¬ 
nate  convergence  standards  work  between  the  two  organizations. The  ITU  has 
been  around  since  the  early  days  of  voice  networks,  hammering  out  standards 
for  plain  old  telephone  service. 

So  just  as  Greenspan’s  words  and  deeds  influence  the  stock  market,  so  do 
Baker’s  actions  affect  the  way  companies  do  business  on  the  ’Net.  Is  the  ’Net 
ready  to  support  the  world  economy?  You’ll  have  to  ask  Baker. 


CRAIG  BARRETT,  PRESIDENT  AND  CEO,  INTEL 

Craig  Barrett  apparently  recognizes  that 
there’s  life  beyond  chips.  In  fact,  the  venerable 
Intel  chieftain  has  led  a  bigger-than-ever  net¬ 
work  push  this  year.  With  the  major  strides 
Intel’s  made  in  networking  in  1999,  it  looks  to 
be  well  on  its  way  to  becoming  a  major  net¬ 
work  force  for  the  Internet  economy. 

Under  Barrett’s  guidance,  the  leading  chip 
maker  bought  out  gigabit  switch  vendor 
XLNT  and  remote  access  vendor  Shiva,  and 
released  gigabit  backbone  switches,  remote 
access  routers  and  concentrators  borne  of 
those  acquisitions,  as  well  as  network-specific  processors.  Barrett  also  recog¬ 
nizes  the  importance  of  virtual  private  networks  (VPN)  as  a  key  product 
area  for  Intel.  Continuing  to  take  advantage  of  its  Shiva  acquisition,  Intel  is 
building  integrated  voice/data  access  devices  that  help  companies  carve  out 
VPNs  over  the  Internet  or  other  networks. 

And  during  an  earnings  call,  Barrett  revealed  that  Intel  was  entering  the 
Web  hosting  business.  Barrett  expects  to  increase  that  business  to  support 
application  services,  as  well. 

On  other  fronts,  Intel  is  collaborating  with  Compaq  and  Hewlett-Packard 
on  next-generation  server  I/O  specifications  and  has  spun  off  a  new  division 
that  will  focus  on  business  opportunities  on  the  Internet.  That  division, 
called  the  Communications  Product  Group,  will  combine  Intel’s  network 
hardware,  systems  management  software  and  support  activities  into  one 
area.  The  division  will  embrace  Dialogic,  the  computer  telephony  equipment 
maker  Intel  acquired. 

That  makes  two  network  divisions  within  Intel. The  other  is  the  Network 
Communications  Group,  which  has  responsibility  for  network  component 
activities,  such  as  the  acquisitions  of  Level  One  and  Softcom  Microsystems.  It 
also  will  manage  Intel’s  foray  into  network  processors,  and  the  company’s 
home  networking  and  network  adapter  products. 

And  did  someone  mention  e-commerce?  Intel,  which  didn’t  start  its  own 
e-commerce  effort  until  last  year,  now  boasts  $  1  billion  per  month  in  online 
sales  in  30  countries. 

An  Intel  executive  once  said  the  company  plans  on  being  the  building- 
block  supplier  to  the  Internet  economy.  Looks  like  Barrett’s  got  a  strong  foun¬ 
dation  in  place. 


50  MORE  PEOPLE  WHO  MAKE  A  DIFFERENCE  IN  ENTERPRISE  NETWORKING 


BIG  THINKERS 


HOWARD  ANDERSON 

Chairman,  The  Yankee 
Group 

When  arch-analyst 
Anderson  talks,  peo¬ 
ple  listen,  companies 
strategize  and  indus¬ 
tries  mobilize.  His 
newest  exploit, 
Yankee  Tech  Incuba¬ 
tor,  will  buoy  Inter¬ 
net  infrastructure 
start-ups. 


SCOTT  BRADNER 

Area  director,  Internet  Engineering  Task 
Force,  and  senior  technical  consultant, 

Harvard  University 

Just  call  him  “the  negotiator.” 

In  his  Network  World  col¬ 
umn,  Bradner  encouraged 
telecom  standards  bodies  to 
cooperate  and  didn’t  let  up. 

He  helped  pull  off  the  Inter¬ 
national  Telecommunication  Union’s  pres¬ 
ence  at  last  summer’s  IETF  meeting  —  a 
major  stride  that  symbolizes  the  two  orga¬ 
nizations’  desire  to  collaborate  on  telecom 
standards. 


FRANK  DZUBECK 

President, 
Communications 
Network  Architects 

Insightful  and 
authoritative, 
Dzubeck  sees  the 
big  picture. That’s 
why  a  spectrum  of 
vendors  and  big 
user  companies 
tune  in  to  him  for 
the  scoop  on  the 
network  industry. 


KEN  MCGEE 

Vice  president  and 
research  fellow, 

Gartner  Group 

Attention  network 
executives:  Are  you 
negotiating  a  con¬ 
tract?  Considering 
outsourcing?  Wonder¬ 
ing  if  staffing  levels 
are  appropriate? 
McGee’s  expertise 
can  make  your  life 
easier. 


TOM  NOLLE 

President,  CIMI 


A  reputa¬ 
tion  for 
being  a 
straight 
talker  is 
tough  to  come  by,  but 
Nolle  has  earned  it. 
Not  much  gets  past 
this  perennial  skeptic; 
he  sees  through  the 
hype  and  exposes  the 
truth. 
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JOHN  CHAMBERS.  PRESIDENT  AND  CEO.  CISCO 

Have  any  doubts  about  the  potential  of  the  Internet?  Spend  a  few  minutes 
with  “The  Reverend”  John  Chambers,  and  you’ll  be  banking  your  business  future 
on  the  ’Net  in  no  time. 

Chambers  is  the  ’Net’s  most  zealous  evangelist  —  and  for  good  reason. 
Cisco  has  grown  from  a  $1.2  billion  company  back  when  the  Internet  transi¬ 
tioned  from  a  research-oriented  network  to  a  commercial  enterprise  in  1995, 
to  a  company  with  a  $16  billion  run  rate  today.  And  Cisco  conducts  80%  of  its 
business  over  the  ’Net. 

Coincidentally,  1995  is  also  when  Chambers  assumed  com¬ 
mand  of  Cisco. 

But  only  cynics  would  say  Chambers’  exuberance  for 
the  ’Net  stems  entirely  from  Cisco’s  explosive  growth. 

Listen  to  The  Reverend  during  one  of  his  many 
keynote  speeches  each  year  or  even  during  a  Cisco 
earnings  conference  call  with  analysts,  and  you’ll 
realize  that  the  Internet  is  bigger  than  Cisco  or  its 
competitors  or  the  industry  as  a  whole. 

The  ’Net  is  the  anatomy  of  the  world  economy 
—  its  skeletal,  muscular,  nervous  and  circulatory 
systems.  And  no  company  benefits  more  from 
than  Cisco. 

Under  Chambers,  Cisco  has  become  the  fastest- 
growing  company  in  the  history  of  the  computing 
industry  and  one  of  the  most  admired  companies  in  the 
world.  It  is  also  one  of  the  most  valuable,  with  a  market 
capitalization  closing  in  on  $300  billion. 

As  a  result,  Chambers  is  considered  one  of  the 
most  innovative  and  dynamic  leaders  in  global 
business  today.  In  1 999,  BusinessWeek  named 
Chambers  “Mr.  Internet”  and  one  of  the  top  25  exec¬ 
utives  worldwide.  Worth  named  him  the  No.  2  CEO 
America.  ABC’s  “20/20”  spotlighted  Chambers  as  “Th< 

Best  Boss  in  America,”  and  Time  Digital  placed 
Chambers  among  the  10  most  influential  leaders  sht 
ing  technology  today.  Even  Bill  Clinton  and  A1  Gore 
described  Chambers  as  “a  true  leader  in  this  industry,  in 
America’s  economy  and  in  the  global  economy.” 


MICHAEL  DELL.  CHAIRMAN  AND  CEO.  DELL 
COMPUTER 

Dell  —  the  company,  not  the  man  —  is  the 
world’s  fastest-growing  major  computer 
maker.  It  is  so  because  Dell  —  the  man  — 
pioneered  direct  PC  sales  15  years  ago. The 
rest,  they  say,  is  history. 

In  that  15-year  span,  Dell  has  grown  from  a 
$6  million  company  to  a  $22  billion  behe¬ 
moth.  What  was  once  Michael  Dell’s  hobby  is 
now  a  PC  and  server  company  that  gives 
industry  leader  Compaq  a  run  for  its  money. 

So  what’s  Dell  doing  in  networking?  He’s 
using  the  Web  to  revolutionize  the  way  people  shop,  configure  and  purchase 
PCs  and  servers.  Dell  —  the  company  —  is  now  recognized  as  the  largest 
online  commercial  seller  of  computer  systems,  with  an  average  of  $30  mil¬ 
lion  per  day  in  online  sales. 

And  did  we  mention  servers?  Dell  systems  are  cropping  up  all  over  the 
place,  hosting  the  application  processing  needs  of  the  Fortune  500  and  the 
Forgotten  5,000,000,  not  to  mention  Internet  and  application  service 
providers.  In  the  server  business,  like  PCs,  Dell  is  nipping  at  the  heels  of 
rival  Compaq. 

Speaking  of  service  providers  ...  do  we  dare  say  Dell?  In  Europe,  the 
company  rolled  out  Dell.net,  which  offers  customers  Internet  access  and 
enhanced  content  along  with  a  PC  or  server.  Dell.net  is  headed  toward 
the  U.S.  soon. 

Currently  Dell  has  a  co-branded  Web  site  with  Excite.com  for  person¬ 
alized  news  and  content  as  well  as  PC  support. 

Support  is  another  arena  in  which  Dell  —  the  man  —  is  revolutioniz¬ 
ing  use  of  the  Web.  Dell  —  the  company  —  is  increasingly  employing 
the  Web  for  online  support,  and  automating  its  internal  processes  and 
interactions  with  customers. The  company  already  sees  more  than  40%  of 
its  revenue  coming  from  sales  over  the  Web,  representing  an  $  1 1  billion 
annual  run  rate. 

So  Dell  —  the  man  and  the  company  —  is  harnessing  the  power  of  net¬ 
working  to  become  more  of  a  network  power  in  servers,  service  and  ser¬ 
vice  provisioning. 

In  networking,  Dell  is  truly  visionary,  revolutionary  and  extraordinary. 


NETWORK  GUNS 


ERIC  BENHAMOU 

Chairman  and  CEO,  3Com 

The  Palm  Computing 
spinoff  may  be  just 
what  3Com  needs  to 
refocus  its  efforts  on 
the  enterprise.  If  Ben- 
hamou  can  steer  3Com  back  to  its  net¬ 
work  roots  and  deliver  on  his  promise 
of  smarter  networks,  he  may  earn  a 
spot  on  our  25  Most  Powerful  list 
next  year;  he  dropped  out  of  it  this 
year  for  the  first  time  since  we  started 
the  list. 


MICHAEL  CAPELLAS 

President  and  CEO,  Compaq 

Chosen  to  succeed  ousted 
CEO  Eckhard  Pfeiffer, 

Capellas  inherited  the  task  of 
restructuring  the  ailing 
Compaq.  Six  months  into  his 
tenure,  the  company’s  growth 
is  still  sluggish,  but  the  CEO 
is  trumpeting  continued 
server  development,  new 
application  service  provider 
partnerships,  simpler  clients 
and  wireless  technology. 


WU-FU  CHEN 

Chairman,  Anda  Networks, 
Cinta,  Geyser  Networks, 
Optimight  Communications, 
Santera  Systems  and  Zettacom 

Chen  is  a  serial  start-up 
man. Two  recent  successes 
are  Shasta  Networks,  sold  to 
Nortel  Networks,  and 
Ardent  Communications, 
sold  to  Cisco.  With  Chen’s 
track  record,  you  can 
expect  more  big-figure  sales 
in  his  future. 


DESH  DESHPANDE 

Chairman,  Sycamore  Networks 

Talk  about  a  clean  start. 

Sycamore  shipped  its  first 
product  barely  a  year  after 
forming,  and  Deshpande 
took  the  optical  switch  ven¬ 
dor  public  in  October  to 
first-day  gains  that  reached 
more  than  seven  times  the 
$38  offering  price.  And,  he’s 
already  secured  a  four-year, 

$400  million  contract  with 
Williams  Communications. 

I 
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THE  25  MOST  POWERFUL  PEOPLE  IN  NETWORKING 


BERNARD  EBBERS.  PRESIDENT  AND  CEO, 

MCI  WORLDCOM 

One  thing  dawned  on  us  when  we  were  con¬ 
sidering  Bernie  libbers  for  this  year’s  25  most 
powerful  people  in  networking  lineup. 

We  no  longer  need  to  slot  Sprint  chief  Bill 
Esrey  for  inclusion  in  our  Top  25.  That’s  because 
once  this  latest  megamerger  clears  regulatory  hur¬ 
dles,  Esrey  is  on  Ebbers’  payroll.  By  landing  Sprint, 
the  No.  3  long-distance  carrier,  Ebbers  significantly 
narrows  the  gap  between  MCI  WorldCom  and  No.  1 
AT&T. 

What  else,  besides  gobbling  up  big  long-distance  com¬ 
panies,  is  on  Ebbers’  mind?  Wireless. 

MCI  WorldCom  made  some  not-so-subtle 
overtures  this  year  that  it  has  plans  to 
become  a  major  player  in  this  field  by 
acquiring  two  wireless  service 
providers,  CAI  Wireless  and  PrimeOne, 
and  investing  $300  million  in  Metricom, 
provider  of  the  Ricochet  wireless 
Internet  access  service. What’s  more,  at 
press  time  the  carrier  was  in  the 
process  of  acquiring  SkyTel,  a  nation¬ 
wide  wireless  paging  service  provider. 

On  a  more  dubious  power  distinction, 

MCI  WorldCom ’s  frame  relay  network  outage 
earlier  this  year  demonstrated  how  the  carrier 
could  bring  other  companies  —  3,000,  to  be  precise  —  to  their  knees.The  10- 
day  blackout  forced  customers  to  reassess  their  backup  capabilities  as  well  as 
their  decisions  to  select  MCI  WorldCom  as  their  carrier. 

MCI  WorldCom ’s  handling  of  the  frame  debacle  —  replete  with  lack  of  infor¬ 
mation,  finger  pointing,  blame  shifting  and  general  arrogance  —  is  fodder  for 
PR  case  study  courses  on  how  not  to  handle  a  crisis.  MCI  WorldCom  did  more 
to  discourage  customers  from  doing  business  with  it  than  it  did  to  inspire  con¬ 
fidence  or  ensure  that  such  a  disaster  won’t  happen  again. 

But  Ebbers  is  a  confident  man,  little  phased  by  such  troubles.  His  aggressive 
growth  plans  remain  strong,  and  with  his  penchant  for  making  big  deals,  we’ll 
undoubtedly  see  him  mastermind  more  acquisitions. 


WILLIAM  FRIEL,  SENIOR  VICE  PRESIDENT  AND 
CIO,  PRUDENTIAL  INSURANCE  COMPANY  OF 
AMERICA 

Business  101  courses  teach  us  about  lis¬ 
tening  to  customers,  that  the  customer  is 
always  right. Though  we  can’t  possibly  do 
everything  all  customers  ask  of  us,  a  select 
few  do  guide  our  practices.  Bill  Friel  is  a 
member  of  that  elite  group. 

You’ve  probably  seen  the  full-page  ads  in 
The  Wall  Street  Journal  showing  a  smiling 
Friel  endorsing  IBM’s  Lotus  Notes  software. 

IBM  and  Lotus  are  just  two  of  the  network- 
related  companies  on  whose  advisory  boards  Friel  sits.  The  others  include 
Microsoft  and  Intel.  Not  bad  when  such  leading  computing  companies 
have  you  as  an  advisor. 

That’s  the  kind  of  influence  Friel  quietly  wields  in  our  indus¬ 
try.  So  then,  what’s  he  done  for  Prudential? 

Consider  the  facts:  Since  becoming  Prudential’s  chief  infor¬ 
mation  officer  in  1995,  Friel  has  built  a  company  driven 
toward  world-class  IT  operations.  He  created  the  Year  2000 
Project  Management  Office  to  begin  aggressive,  controlled 
elimination  of  the  Year  2000  threat.  He  spearheaded  the  com¬ 
pany’s  efforts  to  upgrade  an  outdated  infrastructure,  eliminat¬ 
ing  legacy  circuits  and  equipment,  and  creating  a  single,  stream¬ 
lined  routed  frame  relay  network  to  connect  Prudential  offices 
in  900  sites  globally. 

Friel  created  the  Corporate  Information  Technology  group  to  set, 
implement  and  manage  company  standards  for  hardware,  software  and  IT 
processes.  He  led  a  companywide  technology  procurement  program,  saving 
millions  of  dollars  and  earning  recognition  by  Gartner  Group  as  best  in  its 
class  for  IT  procurement  and  asset  management. 

Friel  also  created  an  emerging  technologies  group  to  preview  the  latest 
technologies  and  partner  with  vendors  to  create  products  that  meet 
Prudential’s  IT  needs. 

Under  his  leadership,  the  company  upgraded  its  Internet  sites,  intra¬ 
net  and  customer  service  call  centers,  and  continues  to  build  on  its 
promise  to  provide  service  to  customers  anytime,  any  place  and  in  any  way 
they  prefer. 


50  MORE  PEOPLE  WHO  MAKE  A  DIFFERENCE  IN  ENTERPRISE  NETWORKING 


NETWORK  GUNS 


JUDITH  ESTRIN 

Chief  technology  officer  and  senior  vice 
president,  Cisco 


BOBBY  JOHNSON 

President  and  CEO, 
Foundry  Networks 


SCOTT  KRIENS 

Chairman,  president  and 
CEO,  Juniper  Networks 


Estrin’s  technology 
and  business  prowess 
helps  keep  Cisco  at 
a  winning  pace  and, 
arguably,  sets  the 
course  of  the  network 
industry  in  turn.  A  true  entrepreneur 
with  the  technical  know-how  to  iden¬ 
tify  healthy  prospects,  Estrin  joined 
Cisco  when  it  acquired  her  third  start¬ 
up,  Precept  Software. 


Founder  Johnson 
made  this  Ethernet 
switch  maker  prof¬ 
itable  before  its 
hugely  successful 
September  IPO.  Watch 
out  Cisco:  Foundry’s 
low  prices  and  high 
performance  are 
earning  customers 
and  kudos. 


High-speed  Internet 
routers  are  Kriens’ 
answer  to  carriers 
that  need  stronger, 
more  robust  back¬ 
bones.  Though  not 
yet  profitable,  Juniper 
is  still  formidable 
with  a  year  of  rising 
revenue  and  a  suc¬ 
cessful  June  IPO. 


MICHAEL  RUETTGERS 

President  and  CEO,  EMC 

Ruettgers’  latest  big 
move  was  the  Data 
General  acquisition, 
which  secures  a 
place  for  historically 
high-end  EMC  in  the 
midrange  storage 
market  and  brings 
server-clustering 
technology  that  EMC 
hopes  to  translate 
into  products. 


GORDON  STITT 

Chairman,  president  and 
CEO,  Extreme  Networks 

With  Stitt  leading  the 
way,  Extreme  has 
played  strong  and 
stayed  independent, 
turning  heads  with  its 
signature  purple  boxes 
and  newsmaking  April 
IPO  —  which  made  it 
one  of  the  first  of 
1999’s  network  IPO 
success  stories. 
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BILL  GATES.  CHAIRMAN  AND  CEO.  MICROSOFT 

After  years  of  scrutiny,  the  federal  government  has  finally  rendered  a  deci¬ 
sion:  Microsoft  abused  its  power  in  the  industry  to  thwart  competition,  influ¬ 
ence  business  partners  and  consumers,  and  stall  technological  innovation. 
Microsoft  is  a  monopoly. 

That’s  about  as  powerful  as  it  gets.  Monopoly. 

Aside  from  this  dubious  affirmation  of  Microsoft’s  power  and  the  anxiety 
about  what  conies  next  (will  Judge  Thomas  Penfield  Jackson  order  that  the 
company  be  broken  up?),  1999  was  a  stellar  year  for  the  Rage  of  Redmond. 
Fiscal  1999  revenue  of  $19.8  billion  was  up  29%  from  fiscal  ’98  revenue,  and 
earnings  of  $7.8  billion  were  up  a  whopping  73%  from  a  year  ago. 

Microsoft  made  significant  strides  in  its  Internet  and  network  product  port¬ 
folios  with  new  offerings  and  initiatives  for  Web-hosted  e-commerce  applica¬ 
tions  and  application  service  provisioning,  and  by  increasing  support  for  the 
XML  programming  language.  But  the  company 
riled  many  in  the  Internet  community  when  it 
would  not  commit  to  integrating  IP  Version  6 
into  the  soon-to-be-released  Windows  2000. 

Microsoft  also  served  notice  that  it 
intends  to  be  a  major  force  in  broadband 
access  by  investing  $5  billion  in  AT&T  with 
the  expectation  that  AT&T  will  put  Windows 
CE  in  the  cable  set-top  boxes  of  recent 
acquisitions  Tele-Communications,  Inc.  and 
MediaOne. 

But  Microsoft  also  faces  a  number  of  chal¬ 
lenges,  ones  that  may  chip  away  at  the 
monopoly  power  the  company  enjoys.  One  is 
the  open  source  operating  system  movement,  led 
by  the  Linux  disciples.  Another  is  competition  from 
3Com’s  Palm  division  —  soon  to  be  a  separate  com¬ 
pany  —  for  the  operating  system  software  in 
handheld  devices.  But  the  most  obvious  and  omi¬ 
nous  is  the  impending  Justice  Department  decision 
on  whether  Microsoft  should  be  broken  up  or 
remain  intact. That  will  have  far-reaching  ramifica¬ 
tions  not  only  for  the  company  and  Gates,  but 
also  for  the  industry,  the  economy  and  advances  in 
high-tech. 


TRAVER  GRUEN-KENNEDY,  CHAIRMAN, 

ASP  CONSORTIUM 

If  the  pundits  are  correct,  application  out¬ 
sourcing  will  be  a  multibillion-dollar  industry 
in  a  short  period  of  time.  If  that  happens,  we 
can  give  thanks  to  Traver  Gruen-Kennedy. 

Since  opening  up  shop  in  June,  the  ASP 
Consortium  boasts  60  member  companies, 
including  AT&T,  Cisco,  Citrix  (Gruen-Kennedy 
is  director  of  advanced  business  development 
there),  Lucent,  Sprint,  Sim  and  UUNET.The 
group’s  goals  are  to  educate  the  industry,  spon¬ 
sor  research  and  foster  standards. 

For  instance,  the  consortium  will  develop  “guidelines  for  standards,”  Gruen- 
Kennedy  says. The  standards  will  help  in  the  certification  of  application  ser¬ 
vices  by  third-party  companies  such  as  Ernst  &  Young,  one  of  the  consortium’s 
founding  members.  The  standards  also  will  outline  how  application  services 
should  be  secured,  delivered  and  managed. 

Orchestrating  this  type  of  activity  among  60-odd  companies  —  each  looking 
to  protect  its  own  interests  and  further  its  own  agenda  while  cooperating  with 
rivals  for  the  good  of  the  industry  —  is  no  small  feat. That’s  where  Gruen- 
Kennedy  comes  in. 

His  charge  will  be  to  put  into  practice  what  the  ASP  Consortium  Web  site 
puts  in  words:  to  foster  a  group  effort  that  will  benefit  the  members  by  helping 
the  industry  grow  more  rapidly  and  gain  additional  prestige  with  customers. 

Members  will  require  a  guarantee  that  they  will  not  have  to  disclose  propri¬ 
etary  information  as  part  of  their  consortium  activity.  Indeed,  Gruen-Kennedy 
must  market  participation  in  the  ASP  Consortium  as  an  opportunity  for  compa¬ 
nies  to  learn  about  the  market  and,  in  turn,  educate  the  world. 

If  users  are  ever  confident  enough  to  off-load  their  application  hosting  to  a 
service  provider,  it  will  be  because  Gruen-Kennedy  was  instrumental  at 
getting  these  60  companies  to  sing  from  the  same  songbook. 

On  the  other  hand,  if  the  ASP  Consortium  goes  down  in  flames  due  to 
vendor  squabbling  or  protective  paranoia,  it  has  the  potential  to  bring 
the  whole  ASP  industry  —  and  Gruen-Kennedy  —  down  with  it. 

It’s  Gruen-Kennedy’s  job  to  keep  that  squabbling  to  a  minimum  while 
providing  evidence  of  ASP  Consortium  progress,  and  educating  the  mar¬ 
ket  on  the  benefits  of  application  service  providers.  Gruen-Kennedy  could 
hold  the  power  that  makes  or  breaks  the  ASP  industry. 


LARRY  WALKER 

President,  C-Port  Corp. 

Could  this  be  the  end  of  custom 
ASIC  chips?  Walker  has  the  indus¬ 
try  thinking  twice  about  network 
software  development  with 
C-Port’s  new  C-5  digital  communi¬ 
cations  processor.  The  company’s 
programmable  chips  will  let 
equipment  vendors  upgrade  soft¬ 
ware  modules,  enabling  them  to 
bring  new  features  to  market  con¬ 
siderably  faster  than  they  can 
with  ASIC  chips. 


NETWORK  GUNS 


JIM  ALLCHIN 

Senior  vice  president,  Microsoft 

Recovering  from  this  year’s 
low  point  —  trying  to 
explain  a  botched  video 
demo  in  the  early  stages  of 
the  antitrust  trial  —  Allchin 
is  leading  Microsoft’s  enter¬ 
prise  push.  He’s  responsible 
for  getting  Windows  2000 
out  the  door  and  battling 
operating  system  competi¬ 
tors  Linux,  Novell  and 
Solaris. 


STEVE  BALLMER 

President,  Microsoft 

Microsoft’s  No.  2  executive 
spins  answers  to  antitrust  alle¬ 
gations,  takes  the  heat  for 
interminable  Windows  2000 
delays  and  does  his  best  to 
convince  the  world  that  the 
oft-postponed  ship  date  means  that  Microsoft 
won’t  be  sending  out  a  faulty  product  that 
relies  on  fixes  and  upgrades.  In  between,  he 
speculates  publicly  that  many  tech  stocks  are 
overvalued  and  finds  many  people  listen  to 
him  —  much  to  Wall  Street’s  chagrin. 


GARY  BLOOM 

Executive  vice  president, 

Oracle 

The  complement  to  Oracle’s 
flamboyant  CEO,  soft-spoken 
Bloom  oversees  database 
and  application  server  prod¬ 
uct  development.  He’s  also 
responsible  for  mergers  and 
acquisitions.  He  helped 
bring  to  fruition  the  partner¬ 
ship  with  Hewlett-Packard 
whereby  sales  teams  collab¬ 
orate  and  share  leads. 
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THOMAS  PENFIELD  JACKSON,  U.S.  DISTRICT  JUDGE,  DEPARTMENT  OF  JUSTICE 

Perhaps  nothing  would  rock  the  network  industry  more  than  Microsoft’s 
breakup  That  power  lies  firmly  in  the  hands  of  Judge  Thomas  Penfield 
Jackson,  whose  recent  landmark  ruling  that  Microsoft  is  a  monopoly  makes 
this  a  distinct  possibility. 

Even  if  Jackson  leads  government  officials  into  a  settlement  other  than  a  full- 
fledged  breakup,  one  thing  is  certain:  Microsoft  will  never  be  the  same.  At  best, 
the  company  will  lose  its  grip  on  one  of  its  pulsating  sources  of  power: 
Windows.  Even  if  Microsoft  rebounds  fully  from  that  blow,  government  scrutiny 
will  alter  its  brutal  business  practices. 

Moreover,  the  notoriously  ruthless  Bill  Gates  may  never  be  the  same. 
Anyone  who  watched  the  tapes  of  Gates  squirming  during  prosecutors’ 
questions  can  feel  the  power  vibe  Jackson  emits. 

Under  what  other  circumstances 
could  the  richest  man  in  the 
world,  running  the  most 
powerful  software 
company  in  the 
world,  be  in  some¬ 
one  else’s  control? 

Jackson’s  207-page 
findings  of  fact  set  the 
stage  for  a  verdict  against 
Microsoft.  With  that 
much  ink  on  paper 
declaring  monopoly, 

Jackson  is  unlikely  to 
release  Microsoft  with¬ 
out  a  scratch.  More 
likely  is  a  string  of 
appeals  that  ultimately  land 
in  front  of  the  Supreme 
Court;  that  would  have  widespread 
influence  over  technology  compa¬ 
nies  for  decades  to  come. 

Whatever  the  outcome,  Jackson 
wields  enormous  power  in  the  network¬ 
ing  industry  as  we  enter  the 
next  millennium. 


BILL  JOY,  FOUNDER  AND  VICE  PRESIDENT  OF 
RESEARCH,  SUN 

Bill  Joy  is  one  of  the  industry’s  leading 
visionaries,  innovators  and  influencers. 

Sun  is  a  pioneer  in  distributed,  platform- 
independent  client/server  computing,  and 
Joy  has  led  Sun’s  technical  initiatives  for  a 
number  of  years.  He  is  the  driver  behind 
the  ubiquitous  Network  File  System,  the 
business  and  technical  strategy  for  the  Java 
programming  language,  and,  most  recently, 
the  Jini  technology  for  networking  distrib¬ 
uted  systems  using  Java. 

Joy’s  importance  is  sure  to  grow  even  more  now  that  Sun  has  made  the 
controversial  decision  to  maintain  a  tight  grip  on  the  technical  course  for 
Java  rather  than  hand  off  that  work  to  an  international  standards  body.  Sun 
decided  to  keep  Java  in-house  to  control  compatibility  among  various  Java- 
based  products,  speed  Java  development  and  maintain  its  copyright  on  the 
technology. 

As  he  has  done  up  to  now,  Joy  will  play  a  major  role  in  Sun’s  further 
work  on  Java  and  in  its  decision  to  keep  it  in-house  or  open  it  up  to  the 
industry  at  large. 

Meanwhile, Joy  is  instrumental  in  the  open  source  movement,  in  which 
operating  system  software  source  code  is  freely  available  to  the  industry  for 
education,  alteration,  enhancement  and  improvement.  Joy’s  work  at  the 
University  of  California  at  Berkeley  on  the  Berkeley  version  of  Unix  is  viewed 
as  an  early  example  of  open  source  operating  system  software.  And  currently 
he’s  working  on  Sun’s  Community  Source  Licensing  Model,  which  is  designed 
to  let  companies  share  intellectual  property  in  source  form  to  facilitate  coop¬ 
eration  with  customers,  partners,  educators  and  researchers. 

And  while  he  juggles  that,  Joy  will  continue  his  power  agenda 
on  researching  new  methods  of  human/computer  interaction, 
new  microprocessor  and  system  architectures,  and  the  applica¬ 
tion  of  complex  adaptive  systems,  quantum  computing  and  cogni¬ 
tive  sciences  in  computing.  Indeed,  Joy’s  power  only  increases  as 
Sun  competes  with  Microsoft  to  set  the  technical  direction  for  dis¬ 
tributed  computing  in  the  age  of  the  Internet. 

No  doubt,  it’ll  be  a  joy  to  see  what  this  guy  comes  up  with  next. 
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KIM  CAMERON 

Metadirectory  architect,  Microsoft 

This  former  Zoomit  architect 
knows  metadirectories,  which 
is  just  what  Microsoft  was  after 
when  it  acquired  Zoomit  and 
brought  him  on  board. 
Microsoft  will  use  Via,  Zoomit’s 
flagship  product,  to  make 
Active  Directory  more  flexible 
and  easier  to  meld  into  existing 
directory  infrastructures. 
Cameron’s  expertise  is  critical 
for  the  undertaking. 


LARRY  ELLISON 

Chairman  and  CEO,  Oracle 


LOU  GERSTNER 

Chairman  and  CEO,  IBM 


Ellison’s  reinvigorated, 
and  he  wants  to  do  the 
same  for  his  database 
company.  He’s  embrac¬ 
ing  the  idea  of  e-corpo- 
rations  and  Webifying 
everything  in  his  path,  including 
Oracle’s  new  sales  and  marketing 
strategies.  Ellison’s  efforts  include  a 
dip  into  the  application  service 
provider  business  with  the  launch  of 
Oracle  Business  Online. 


Big  Blue’s  charis¬ 
matic  big  man 
showed  that  you 
can  teach  an  old 
dog  new  tricks.  He 
narrowed  IBM’s 
focus  by  selling  its  Networking 
Hardware  Division  and  its  carrier- 
managed  services  unit,  and 
helped  link  IBM’s  name  with 
e-business  through  a  far-reaching 
publicity  campaign. 


DEBORAH  RIEMAN 

Executive  director,  Check 
Point  Software 

Rieman’s  sales  and  busi¬ 
ness  savvy  helped  Check 
Point  reach  the  100,000- 
customer  mark  in  secu¬ 
rity  installations  in  late 
1999.  Now  in  her  new 
position,  this  stalwart  of 
the  security  market 
turns  her  attention  to 
long-term  growth  strate¬ 
gies  for  the  company. 
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WILLIAM  KENNARD,  CHAIRMAN,  FEDERAL 
COMMUNICATIONS  COMMISSION 

Bill  Kennard  has  had  a  heavy  agenda  in  the 
past  year. 

Last  fall,  Kennard  and  the  Federal  Com¬ 
munications  Commission  passed  strict  new 
rules,  backed  by  a  promise  to  levy  heavy 
fines,  to  protect  consumers  against  slammers 
—  phone  companies  that  illegally  switch 
phone  service  without  the  knowledge  or 
permission  of  enterprises  or  consumers. 

He  also  railed  against  the  merger  of  MCI 
WorldCom  and  Sprint,  calling  it  a  surrender 

in  the  long-distance  price  war,  challenging  the  companies  to  demonstrate  the 
benefits  for  consumers. 

On  the  sticky  issue  of  granting  service  providers  access  to  cable  networks, 
Kennard  turned  down  a  request  from  local  government  officials  for  an 
inquiry  into  whether  cable  companies  unfairly  restrict  their  customers’ 
choices  for  ISPs.  At  that  time,  he  said  government  intervention  would  chill 
overall  development  of  broadband  networks;  his  decision  is  likely  to  set  off 
a  full-scale  battle  among  service  providers  for  last-mile  broadband  access 
services. 

Last  spring,  Kennard  pushed  for  increased  annual  funding  —  up  to  $2.3 
billion  —  to  help  get  schools  and  libraries  wired  to  the  ’Net.  And  Kennard 
also  said  he  would  like  to  get  the  FCC  to  focus  on  enforcing  marketplace 
competition  rather  than  writing  telecom  regulations. 

While  absent  from  last  year’s  Top  25  Power  lineup,  Kennard  makes  this 
year’s  list  because  the  initiatives  undertaken  in  the  past  year  demonstrate  his 
commitment  to  making  sure  all  telecom  consumers  have  access  to  the  tech¬ 
nologies  driving  the  U.S.  economy  and  shaping  society.  A  consumer  advocate, 
Kennard  is  committed  to  ensuring  that  consumers  have  the  information  they 
need  in  order  to  compete  in  a  hotly  competitive  business  marketplace. 

In  2000,  expect  more  of  the  same  from  Kennard.  Expect  that  as  the  indus¬ 
try  consolidates  and  more  technological  advances  promise  to  either  empower 
or  impede  progress  in  the  industry  and  of  the  consumer,  Kennard  will  take  a 
strong,  but  measured  and  well-thought-out,  stance.  His  decisions  will  be  made 
with  the  best  intentions  of  the  consumer  in  mind. 

Kennard  is  looking  to  empower  people  with  network  technology.  To  that 
we  say,  more  power  to  him. 


VINOD  KHOSLA,  GENERAL  PARTNER,  KLEINER,  PERKINS,  CAUFIELD  &  BYERS 

Vinod  Khosla,  the  “other"  Kleiner,  Perkins,  Caufield  &  Byers  (KPCB)  partner,  is 
a  hot  commodity  in  1 999.  In  fact,  he  tops  many  peoples’  “A”  list  of  venture  capi¬ 
talists  for  the  year  —  at  times  supplanting  fellow  KPCBer  John  Doerr. 

His  megadeals  in  ’99  were  capped  with  Redback  Networks’  acquisition  of 
Siara  Systems  for  $4.3  billion  in  stock.  Khosla,  who  was  one  of  Siara  s  earliest 
backers  and  a  board  member,  will  now  sit  on  Redback’s  board. 

Khosla’s  prints  also  are  on  another  ’99  biggie:  Cisco’s  slated  buyout  of  Cerent 
for  $6.9  billion.  KPCB’s  30%  stake  in  Cerent,  picked  up  for  a  mere  $8  million, 
now  is  valued  at  a  cool  $2.3  billion.  And  Khosla’s 
backing  of  Juniper  Networks,  which  went 
public  in  June,  gives  KPCB  another 
multibillion-dollar  investment. 

Yet  the  founder  and  former  CEO  of 
Sun,  where  he  pioneered  open  sys¬ 
tems  and  commercial  RISC 
processors,  says  he  doesn’t  like 
to  think  of  himself  as  a  power 
broker  or  even  a  venture  capi¬ 
talist.  Instead,  he  considers 
himself  a  “company  builder.” 

This  is  such  a  great  market  that 
even  a  fool  can  be  successful,  he 
says.  “I  can  tell  you  how  smart  I  am, 
but  the  fact  is  I  really  know  that  luck 
has  played  a  huge  role  in  this,”  the 
ever-modest  Khosla  explains. 

Besides  Cerent, 

Juniper,  Siara  and 
Redback,  what  are  some 
other  companies  benefit¬ 
ing  from  Khosla’s  “luck?” 

He  serves  on  the  boards 
of  network-related  companies 
Asera,  Concentric  Network,  Corio, 

Corvis  and  Qwest  Communications,  plus 
several  private  companies. 

—  BY  SUSAN  MARKS 
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SCOTT  MCNEALY 

Chairman  and  CEO,  Sun 


Famous  for  his  Microsoft- 
bashingTop  10  lists,  Sun’s 
competitive  CEO  is  an 
antitrust  agitator,  network 
computing  advocate  and 
unrelenting  Java  spokesman. 
Ever  seeking  an  edge,  he 
teamed  with  America  Online 
to  yield  the  Sun-Netscape 
Alliance  and  a  chance  to 
take  advantage  of  Netscape’s 
e-commerce  software. 


STEVE  SAVIGNAN0 

Senior  vice  president,  Sun- 
Netscape  Alliance 


LINUS  T0RVALDS 

Creator,  Linux  operating  system 


Netscape  veteran  Savignano 
is  responsible  for  e-com¬ 
merce  applications  at  the 
alliance.  Among  the  enter¬ 
prise  software  gems  Netscape 
brings  to  the  table  are  its 
Web  infrastructure  products 
and  a  suite  of  e-commerce 
applications  for  business-to- 
consumer  and  business-to- 
business  transactions. 


Torvalds  lives  by  a  simple  maxim:  “Do 
unto  others  as  you  would  have  oth¬ 
ers  do  unto  you.”  His  powerful  yet 
simple  (a  half-million  lines  of  code  to 
Windows’  seven  million)  operating 
system  has  taken  the  industry  by 
storm.  Linux  is  opening  up  the  non- 
Windows  possibility  like  nothing 
before  has  been  able  to  do  —  and 
you’ve  got  to  pay  maximum  respect 
to  a  guy  capable  of  generating  such  a 
phenomenon,  and  so  modestly. 


MICHAEL  ZISMAN 

Executive  vice  president,  Lotus 
Development;  vice  president,  IBM 

Zisman  looks  for  areas  in  which 
Lotus  and  parent  company  IBM  can 
work  together.  His  latest  fertile 
finds  are  in  knowledge  manage¬ 
ment  and  collaborative  communica¬ 
tions.  Watch  for  the  companies  to 
reach  beyond  traditional  messaging 
and  groupware  and  delve  into 
instant  messaging  and  real-time  col¬ 
laboration,  data  mining,  distributed 
learning  and  videoconferencing. 
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You've  found  the  perfect  server  for  your 
system.  Now  you  need  a  KVM  switch  that 
won't  break  the  remainder  of  your  budget. 
All  switches  are  the  same  anyway,  right? 

Wrong. 

No-name  switch  companies  sell 
their  products  cheaply  because  they're 
cheap  products. 

But  ServSwitch "  brand 
KVM  switches  from  Black 


Box  are  bulit  the  way  your  servers  are-with 
unswerving  attention  to  performance,  quality, 
and  reliability.  Those  are  features  you  can 
bank  on. 

Add  this  to  the  industry's  best  Technical 
Support  services— including  FREE  24-hour 
hotline  support-and  the  combination  is  un¬ 
beatable.  The  other  guys 
can't  even  come  close. 
Choose  Black  Box. 


<♦>  BLACK  BOX 

1ETWORK  SERVICES 


877-877-BBOX  (2269)  •  www.blackbox.com 
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DREW  MAJOR,  CHIEF  SCIENTIST  AND  VICE 
PRESIDENT,  ADVANCED  DEVELOPMENT,  NOVELL 

Novell  is  reinventing  itself  from  a  devel¬ 
oper  of  network  operating  systems  (NOS) 
to  a  supplier  of  enterprise  directory  ser¬ 
vices.  Drew  Major  is  the  catalyst  behind 
that  metamorphosis. 

A  NOS  designer  since  1981,  Major  helped 
develop  the  original  NetWare,  and  has  played 
an  integral  role  in  designing  and  developing 
every  release  of  the  now-ubiquitous  NOS.  He 
continues  to  be  involved  in  the  research  and 
development  of  future  NetWare  products. 

Presently,  he  is  leading  Novell’s  advanced  product  development  team, 
helping  to  set  product  and  strategic  directions  for  NetWare  and  Novell 
Directory  Services,  as  well  as  for  Novell  itself.  He  was  instrumental  in  bring¬ 
ing  the  Java  programming  language  into  NetWare,  adding  CORBA  and  dis¬ 
tributed  object-oriented  technologies  into  Novell  products,  and  rolling  out 
Novell's  BorderManager  intranet/Internet  products. 

He  is  even  the  driver  behind  more  controversial  product  directions,  such 
as  Novell’s  decision  to  replace  the  redirect  in  NDS  for  Windows  NT  with  an 
XML-based  substitute.  The  redirect  let  users  reroute  authentication  and 
access-control  calls  made  to  NT  4.0  domains  into  NDS,  which  would  virtu¬ 
ally  eliminate  user  management  on  NT  servers. 

But  Novell’s  —  and  Major’s  —  decision  to  scrap  this  redirect  in  an  up¬ 
coming  version  of  NDS  for  NT  could  force  users  to  choose  between  NDS 
and  Microsoft’s  Active  Directory  for  their  enterprise  directory  services 
instead  of  easily  mixing  and  integrating  both  environments. 

As  for  Novell’s  flagship  NetWare  offering,  Major  is  positioning  the  future 
of  the  NOS  as  a  platform  for  supporting  specialized  server  appliances,  such 
as  caching,  directory  and  storage-area  network  servers. 

So  why  does  Major  make  our  Power  lineup  this  year?  The  future  of 
Novell’s  technology  sits  squarely  in  his  hands. The  future  of  Novell  as  a 
company  rests  in  large  part  with  Major  as  well  —  as  does  the  company’s 
ability  to  fend  off  Microsoft  in  the  directory  and  Internet  server  software 
battles. 

Whatever  directions  NetWare  and  NDS  head,  they  will  do  so  under 
Major’s  instructions.  His  decisions  have  the  power  to  impact  millions  of 
Novell  users. 


RICHARD  MCGINN,  CHAIRMAN  AND  CEO,  LUCENT 

“I  spy  an  enterprise  market”  could  well  have  been  Rick  McGinn's  mantra  for 
1999.  Under  Inis  leadership,  Lucent  kept  the  pressure  on  Cisco  with  a  newly 
defined  enterprise  division,  acquisitions,  its  continued  presence  in  the  server 
provider  market  and  generally  deep  pockets.  In  feet,  Lucent  is  more  than  four  times 
the  size  of  Cisco,  with  140,000  employees  and  an  annual  revenue  of  $3  8  billion. 

Facing  heavy  criticism  for  being  all  talk  and  no  action  in  the  enterprise  mar¬ 
ket,  McGinn  finally  restructured  the  company  in  October  to  carve  out  an  enter¬ 
prise  unit,  Lucent  Enterprise  Networks. The  company  is  placing  its  popular  PBX 
systems  —  the  one  product  group  that  has  a 
stronghold  in  the  enterprise  —  under  this 
umbrella.  Seemingly,  this  will  assist  the 
company  in  fulfilling  McGinn’s  pi 
of  convergence,  which  he’s  been 
touting  to  corporate  customers 
for  years. 

His  new  enterprise  services 
unit  should  help.  Among 
acquisitions,  in  November  it 
added  enterprise  systems 
integrator  International 
Network  Services  to  its  fam¬ 
ily.  Now  maybe  we  ll  see  this 
network  equipment  giant 
take  on  its  smaller,  yet  more 
dominant,  competitor  as  Cisco 
reaches  up  into  the  fat  and  juicy 
service  provider  market  and 
McGinn  competes  strategically  for 
the  enterprise. 

McGinn’s  no  stranger  to  the  inner 
ings  of  a  large  enterprise,  either.  In  ad 
steering  Lucent,  he  is  on  the  boards  of  American 
Express  and  Oracle.  He  is  also  a  member  of  the 
Executive  Committee  of  the  Council  on 
Competitiveness,  a  bipartisan  Washington 
advisory  group.  All  in  all,  his  power 
radiates  far  and  wide. 
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STEVE  CASE 

Chairman  and  CEO,  America  Online 

Case  continues  to 
defy  predictions  of 
AOL’s  imminent 
demise  and  grow 
AOL  in  new  direc¬ 
tions,  including  the 
Netscape  acquisition  and  Sun  partner¬ 
ship.  Particularly  attractive  to  Case  and 
crew  was  Netscape’s  Web  shopping 
portal  for  business  and  developer 
users,  which  will  help  AOL  diversify  its 
historically  consumer  audience. 


GEORGE  CONRADES 

Chairman  and  CEO,  Akamai 
Technologies 

Akamai  made  a  splash  in  the 
Web-hosting  pool  last  spring 
when  it  promised  to  speed 
content  delivery  and  guaran¬ 
teed  100%  uptime  for  pages  it 
hosts  or  your  money  back. 
Conrades,  who  was  tapped  to 
lead  the  start-up  Web  hoster 
last  April,  saw  shares  rise  450% 
over  the  offering  price  in  the 
company’s  late  October  IPO. 


ESTHER  DYSON 

Interim  chairman,  Internet 
Corporation  for  Assigned 
Names  and  Numbers 


Dyson  is  a  pivotal  player  in 
the  domain-naming  debate 
from  her  seat  at  the  ICANN 
helm.  She  also  captures  peo¬ 
ple’s  attention  as  chairman 
of  Edventure  Holdings,  pub¬ 
lisher  of  the  “Release  1 .0” 
newsletter,  and  now  a  board 
member  of  the  Internet 
Policy  Institute  think  tank. 


KATHLEEN  EARLEY 

President,  AT&T  Internet 
Services 

Earley  continues  to  advance 
AT&T’s  Internet  service  offer¬ 
ings,  launching  high-speed  ser¬ 
vices  for  business  customers 
in  the  fourth  quarter  of  1999 
that  include  digital  subscriber 
line  service  in  17  cities  and 
market  trials  of  cable  access  in 
six  cities. The  carrier  also  sped 
plans  to  upgrade  its  OC-48  IP 
backbone  to  OC-192  capacity. 
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RUMBA  users: 

make  this  switch  your  last. 
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Reflection 


Contact:  Pat  McDonald  888.512.2228 
www.wrq.com 


Why  mess  around?  Right  now  there's  a  no-obligation,  incredibly  easy 
way  to  get  WRQ  Reflection®  software — for  free! 

Introducing  the  Open  Door  Program-a  special  program  for  current  RUMBA'  and  Cyberprise™  users  that 
gives  you  the  matching  number  of  seats  of  our  award-winning  Reflection  products-and  unparalleled 
support-for  free!  There’s  zero  risk.  No  strings  attached.  So  if  you’re  feeling  shaky  about  your  new  host 
access  partner,  Open  Door  is  the  simple  way  to  protect  your  existing  investment  while  evaluating  your 
long-term  host  access  strategy.  See  for  yourself  why  WRQ’s  proven,  18-year  track  record  of  reliable 
products,  consistent  support,  and  long-term  vision  make  us  the  right  partner  for  you. 

Sign  up  for  your  free  Reflection  solution  by  visiting  www.wrq.com/ads/opendoor/iw 


If  you’re  not  a  Wall  Data  customer,  call  888.512.2228  and  ask  about  our  special  competitive  trade-in  pricing. 
Some  restrictions  apply.  See  web  site  for  details. 


©  1999  WRQ,  Inc.  All  rights  reserved.  WRQ,  the  WRQ  logo,  and  Reflection  are  trademarks  of  WRQ,  Inc.,  registered  in  the  USA  and  other  countries. 
Rumba  and  Cyberprise  are  trademarks  of  Wall  Data,  Inc. 


WWW  .WRQ  .com 
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JOHN  MCKINLEY.  SENIOR  VICE  PRESIDENT  AND 
CHIEF  TECHNOLOGY  OFFICER,  MERRILL  LYNCH 

A  year  ago,  we  criticized  Merrill  Lynch  for 
being  slow  in  getting  to  the  Internet  trading 
table.  Hut  that’s  changed  —  and  how.  Merrill 
Lynch  has  not  only  moved  into  online  trad¬ 
ing,  but  also  has  been  rated  in  the  No.  2  spot 
of  online  brokerages,  according  to  Forrester 
Research.  Amazing  for  a  full-service  broker¬ 
age  that  has  historically  wrinkled  its  nose  at 
technology. 

Merrill’s  move  into  online  trading  validates 
this  fledgling  market  —  while  also  fighting 

back.  Full-service  brokerages  are  under  siege  by  their  cheaper  discount  competi¬ 
tors.  Online  trading  puts  the  power  in  the  hands  of  the  customer.  It  also  shreds 
commissions  from  a  cushy  $200  to  a  mere  $20  per  trade.  In  the  next  two  years, 
those  that  don’t  master  the  online  venue  will  be  irreparably  damaged. 

But  McKinley’s  threat  isn’t  just  competition.  It’s  building  a  network  with  reli¬ 
able  sub-second  response  times  simultaneously  to  hundreds,  and  eventually 
thousands,  of  points.  Such  networks  are  beyond  the  bleeding  edge.  If  a  discount 
brokerage  has  reliability  problems  —  oh  well  —  you  get  what  you  pay  for,  and 
you  know  you’re  in  the  brave  new  Internet  world.  Not  so  for  the  sacred  brand 
name  Merrill  Lynch,  which  puts  its  reputation  on  the  line  with  every  trade. 

Nevertheless,  McKinley’s  architecture  is  being  rolled  out  in  front  of  its  tradi¬ 
tional  customers  —  the  institutional  investors  —  like  a  red  carpet.  Giving  these 
investors  the  same  facilities  to  manage  their  portfolios  online  is  a  gutsy  move 
for  Merrill.  After  all,  that’s  what  its  thousands  of  employees  get  paid  to  do. 

Moreover,  McKinley  is  guiding  the  company  to  aggressively  woo  the  new 
breed  of  independent  self-reliant  trader.  Earlier  this  month,  the  company 
launched  its  discount  online  trading  Web  site,  Merrill  Lynch  Direct. This  site 
offers  the  traditional  wee-fee  trading  and  other  perks,  such  as  bill  paying,  a 
cash  management  account  and  others. 

To  build  and  service  this  network,  McKinley  sits  on  a  multibillion-dollar 
budget,  with  a  view.  He  is  reportedly  the  only  Merrill  techie  with  an  office  on 
the  executive  floor. 

McKinley  is  used  to  being  on  the  hot  seat.  Prior  to  undertaking  Merrill’s 
technology  strategy  he  was  the  chief  technology  officer  for  GE  Capital,  a 
company  known  for  its  strategic  use  of  technology  and  the  Internet.  And 
from  1992  to  1995,  he  was  a  partner  with  Ernst  &  Young. 


JOSEPH  NACCHIO,  CHAIRMAN  AND 
CEO,  QWEST  COMMUNICATIONS 

If  you  can’t  describe  Joseph 
Nacchio  as  gutsy,  who  would  fit  that 
bill?  Nacchio  doesn't  just  want  to 
take  a  piece  of  the  telecom  pie,  he 
wants  to  own  it.  And  he’s  gaining 
ground  on  that  desire,  turning  the 
world  on  its  ear  when  in  July, 

Qwest  made  a  successful  bid  for 
regional  Bell  operating  company 
U.S.West. 

That  puts  Nacchio  at  the 
head  of  a  $65  billion  company. 

That’s  right  up  there  with  his 
former  alma  mater, AT&T  ($53 
billion  in  1998)  and  light  years 
ahead  of  the  $2.3  billion  com¬ 
pany  Qwest  was  before  adding 
U.S.West  into  the  mix.  Nacchio 
is  arguably  in  the  No.  3  long-dis¬ 
tance  vendor  position  and  is 
banging  on  the  door  of  the  top 
two,  AT&T  and  the  impending  MCI 
WorldCom-Sprint  behemoth. 

Power  breeds  more  of  the  same.  Nacchio 
is  itching  for  ever  greater  expansion,  this 

time  into  international  markets.  Qwest  and  KPN,  the  Dutch  telecom  company, 
have  formed  a  venture  to  build  and  operate  a  fiber-optic  IP-based  network  that 
currently  spans  2,100  miles  and  will  cover  8,100  miles  when  completed  in 
2001.  Qwest  also  has  nearly  completed  a  1, 400-mile  network  in  Mexico. 

In  the  U.S.,  the  company  lords  over  an  18,500-mile  nationwide  fiber-optic 
IP  network  and  is  now  working  on  the  construction  of  25  local  fiber  net¬ 
works,  in  the  nation’s  top  metropolitan  areas. 

Now  all  Nacchio  has  to  do  to  maintain  his  power  base  is  make  sure  Qwest 
meets  demand. That’ll  be  quite  a  challenge:  He  came  to  Qwest  with  a  resume 
chock  full  of  consumer  long-distance  experience,  but  the  enterprise  is  a  different 
beast  and  complaints  have  already  surfaced  that  Qwest  is  slow  to  service. 
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PAUL  GAUTHIER 

Chief  technology 
officer,  Inktomi 

Inktomi  co-founder 
Gauthier  first  helped 
users  find  items  on  the 
Web  by  powering 
servers  and  search 
engines  all  over  the 
’Net.  Now  he’s  going 
to  help  us  bargain-shop 
with  comparative¬ 
shopping  search  engine 
services. 


ELLEN  HANCOCK 

President  and  CEO,  Exodus 
Communications 

Under  Hancock’s 
determined  hand,  Web 
hosting  provider 
Exodus  has  data  cen¬ 
ters  springing  up 
around  the  world 
through  acquisitions  and  strategic 
partnerships.  The  idea?  Bring  global 
customers  closer  to  Web  sites  through 
dozens  of  data  centers,  and  they’ll  get 
the  information  faster. 


TIM  KOOGLE 

President  and  CEO,  Yahoo 


SERVICE  PROVIDERS 


CATHERINE  HAPKA 

Chairman  and  CEO,  Rhythms 
NetConnections 


Who  doesn’t  Yahoo?  Not  many. 
Koogle  made  Yahoo  the  go  to 
directory  of  Web  sites,  and  now 
he  has  e-commerce  on  his  mind. 
Among  Yahoo’s  enhancements  are 
shopping,  auctions,  e-mail  and 
chat  services,  and  online  audio 
and  video  programming  sources. 
So  far,  so  good.  Yahoo  is  prof¬ 
itable,  with  third-quarter  1999  rev¬ 
enue  exceeding  third-quarter 
1998  revenue  by  134%. 


On  the  heels  of  its  April 
IPO,  Hapka’s  competitive 
local  exchange  carrier  is 
aggressively  pursuing 
plans  to  roll  out  business- 
class  digital  subscriber 
line  (DSL)  services  in  50 
U.S.  cities  by  the  end  of 
2000.  Hapka’s  also  taken 
this  DSL  provider  public, 
with  an  April  IPO. 
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Satisfy 

Even  The 
Greatest  Thirst 

For  Internet 
Access ! 


LinkProof  by  RADWARE  optimizes 
multiple  Internet  connections  for 
service  that's  always  on-line. 

Users  expect  Internet  access  7  days  a  week,  24  hours-a-day  service  that’s 
fast  and  always  on.  LinkProof  provides  reliable  Internet  access  by  managing 
the  flow  of  user  requests  between  multiple  Internet  connections,  optimizing 
performance  by  routing  customers  through  the  fastest  operational  link. 

With  LinkProof  your  customers  get  the  Internet  at  its  best:  continuous  access, 
day  or  night. 


U.S.A.  Offices:  RADWARE  Inc.  Toll  free:  1-888-234-5763  e-mail:  info@radware.com 
International  Headquarters:  RADWARE  Ltd.  e-mail:  info@radware.co.il 


http://www.radware.com 


Always  On-Line 
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JOHN  PATRICK,  VICE  PRESIDENT 
OF  INTERNET  TECHNOLOGY,  IBM 


Whatever  mistakes  IBM  has 
made  in  its  88-year  history,  it 
has  redeemed  itself  in  the 
eyes  of  the  Internet,  thanks 
in  large  part  to  John  Patrick. 
Ask  any  network  manager  to 
name  the  top  three  enter- 
prise-level  e-commerce 
servers,  and  you’ll  hear  IBM’s 
Net. Commerce,  followed  by  an 
“Ummm?”  and  a 
shrug.  For  that  mind 
share,  Patrick  has 
earned  himself  an  arm¬ 
load  of  power. 

Patrick,  though,  is  the 
company’s  visionary  in  all 
things  Internet  at  IBM,  not 
just  Net. Commerce.  He 
helped  IBM  embrace  Java  by 
preaching  cooperation  with  rival 
Sun,  rather  than  following  Microsoft’s  path  of  modifying  Java.  He  is  also  the 
internal  Internet  guru,  constructing  IBM’s  Get  Connected  Program.  Get  Con¬ 
nected  prescribes  how  IBM  employees  should  use  the  Internet  and  functions 
as  a  model  for  the  Internet  services  it  sells. 

A  founding  member  of  the  World  Wide  Web  Consortium,  Patrick  is  known 
internationally  for  his  ideas  on  what  the  Internet  can  become.  Washington  has 
recognized  this.  He  is  involved  with  Next  Generation  Internet  Task  Force,  a 
government-led  initiative  to  build  the  next,  high-speed  internetwork.  He  is  also 
the  chairman  of  the  Global  Internet  Project,  a  private-sector  gaggle  of  interna¬ 
tional  executives  interested  in  the  Internet’s  ongoing  development. 

Patrick  promises  to  continue  bolstering  IBM’s  presence  (and  power)  as  an 
Internet  player.  He’s  vowed  that  IBM  will  forge  partnerships  so  it  can  sell  a 
wider  variety  of  e-business  software  products  and  strengthen  its  position  in 
the  standards-based  Internet  world.  We  ll  see  if  Patrick  has  the  power  to  make 
good  on  that  promise,  given  the  weird  open  vs.  closed  dichotomy  that  charac¬ 
terizes  IBM’s  culture. 


JOHN  ROTH,  PRESIDENT,  CEO  AND  VICE  CHAIR¬ 
MAN,  NORTEL  NETWORKS 

When  it  comes  to  the  enterprise  market, 

Nortel  Networks  is  biting  at  Cisco’s  heels  like  a 
red  ant.  Under  John  Roth’s  visionary  leader¬ 
ship,  Nortel  has  assumed  the  No.  2  router 
maker  position. Today,  Nortel  skims  one-third 
of  its  revenue  from  data  products,  and  Roth 
wants  to  grow  that  figure  50%  within  three 
years. 

To  do  that,  Nortel  is  aggressively  beefing  up 
its  IP  product  offerings  and  spewing  out 
numerous  new  products  in  that  hallowed  area 
called  convergence.  Indeed,  Roth  has  committed  60%  of  Nortel’s  $2.5  billion 
research  and  development  budget  to  IP  technology.  On  average,  the  company 
files  three  patent  applications  per  day. 

Roth  is  further  raising  the  stakes  on  the  lucrative  $17  billion  worldwide 
router  market.  In  November,  Nortel  announced  a  bitingly  competitive  move  to 
slash  prices  on  its  access  routers  so  they  cost  half  the  list  price  of  Cisco’s.  If 
low  price  won’t  get  them,  then  the  old  PC-compatible  marketing  ploy  just 
might.  At  the  same  time,  Nortel  issued  licenses  to  more  than  75  OEMs  for  its 
Open  IP  Environment  routing  and  IP  software. The  software  lets  companies 
Internet-enable  everything  from  servers  and  network  processors  to  Internet 
appliances. The  goal,  of  course,  is  to  create  a  commodity  enterprise  router 
market.  It’s  Macs  vs.  IBMs  all  over  again. 

Still,  Nortel  is  far  from  a  one-product  company.  It  remains  the  No.  2  phone 
equipment  maker  in  North  America  and  is  pounding  on  the  doors  of  the  wire¬ 
less  Internet,  optical  networking  and  computer  security  markets. 

But  Roth’s  most  significant  goal  is  to  remake  Nortel’s  image  as  a  communi¬ 
cations  equipment  supplier  into  that  marketing  marvel  known  as  an  Internet 
company. 

To  that  end,  Nortel  is  banging  on  the  door  of  the  application  service 
provider  (ASP)  market.  Earlier  this  month,  it  announced  an  agreement  with 
Hewlett-Packard  and  several  other  ASP-wannabe  vendors  to  provide  a  one- 
stop  shop  for  ASP  products.  One  call  to  Nortel,  and  it’ll  deliver  an  entire  multi¬ 
vendor  ASP  architecture  to  an  ISP's  door. 

For  the  enterprise,  Roth  will  bundle  its  enterprise  router,  wireless  Internet 
devices  and  call  center  products,  and  declare  itself  your  e-business  source. 

Roth  dearly  wants  to  be  the  “I”  of  the  enterprise’s  Internet-related  purchasing. 


SERVICE  PROVIDERS 


CHARLES  LEE  CRAIG  MCCAW 

Chairman  and  CEO,  GTE  Chairman  and  CEO,  Eagle  River 


RICK  ROSCITT  IVAN  SEIDENBERG 

President  and  CEO,  AT&T  Solutions  Chairman  and  CEO,  Bell  Atlantic 


Lee  helped  orches¬ 
trate  GTE’s  sale  to 
Bell  Atlantic,  a  trans¬ 
action  that  will  create 
the  largest  U.S.  phone 
company  when  it’s 
completed.  Lee  will 
be  co-CEO  with  Bell 
Atlantic’s  Ivan 
Seidenberg,  king  of 
the  telecom  mega¬ 
merger. 


Wireless  pioneer  and  tele¬ 
com  investor  McCaw 
counts  among  his  interests 
Nextel,  which  he  took  con¬ 
trol  of  in  1995;  NextLink 
Communications,  which  he 
founded; Teledesic  Corp.,  which  he 
formed  with  Bill  Gates;  and  near-bankrupt 
ICO,  whose  satellite  phone  system  he 
plans  to  rescue.  More  than  a  deal-maker, 
McCaw  understands  wireless  and  knows 
how  to  exploit  the  market. 


Roscitt  took  a  fledgling  AT&T  services 
division  and  is  turning  it  into  a  competi¬ 
tive  high-tech  outsourcing  business 
faster  than  anyone  thought  he  could. 
Thanks  in  part  goes  to  the  assets  AT&T 
acquired  when  it  purchased  IBM’s 
Global  Network  business,  and  Roscitt 
got  a  big  boost  in  September  when 
AlliedSignal  awarded  AT&T  Solutions  a 
$400  million-plus  contract  to  manage 
most  of  its  network  architecture,  includ¬ 
ing  routers,  LAN  hubs  and  switches. 


An  estimated 
20  million 
wireless 
customers  will 
be  served  by 
Seidenberg’s 
telecom  empire,  once  Bell 
Atlantic’s  acquisition  of  GTE 
is  finalized  and  if  its  joint 
venture  with  Vodafone  Air- 
Touch  gets  underway.  Now 
that’s  power. 
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PATRICIA  RUSSO,  CEO,  SERVICE  PROVIDER  NETWORKS  GROUP,  LUCENT 

Patricia  Russo  is  who  network  entrepreneurs  conjure  up  when 
they’re  hoping  to  land  a  multimillion-dollar  acquisition. 

Since  1996,  Russo  has  been  the  kingpin  in  Lucent’s 
shopping  spree.  As  executive  vice  president  of 
strategy,  business  development  and  corporate 
operations,  she  reportedly  controlled  27  of 
Lucent’s  29  acquisitions,  valued  at  a  cool 
$32  billion. 

Despite  Lucent’s  origins  front  Bell  sys¬ 
tem  creativity,  the  equipment  maker 
owes  its  position  in  the  datacom  world 
to  technology  it  bought.  For  that,  Russo 
garnered  herself  the  top  executive  slot 
for  Lucent’s  Service  Provider  Networks 
group,  formed  in  October  when  Lucent 
reorganized  itself  along  market  lines. 

The  service  provider  market  remains 
Lucent’s  bread  and  butter. This  division, 
which  Russo  now  controls,  consists 
of  optical  networking,  switch¬ 
ing  and  access  systems, 
wireless  networks,  and 
communication  software 
businesses.  But  it  also  has  a  chunk 
of  Lucent’s  convergence  schemes.  In 
Russo’s  capable  hands,  her  group  will  prod 
cable  TV  operators  into  the  world  of  data¬ 
com  —  an  area  in  which  they  are  sorely  in 
need  of  assistance. 

If  Russo’s  past  is  a  prediction  of  her 
future,  her  savvy  business  sense  spells  suc¬ 
cess.  Prior  to  her  role  as  one  of  the  indus¬ 
try’s  ultimate  power  shoppers,  she  ran 
Lucent’s  Business  Communications  Systems 
Unit.  She  molded  that  $6  billion  unit  into 
Lucent’s  second-largest  global  business.  She’s  placed 
among  the  company’s  top  five  executive  leaders,  and  some 
have  dubbed  her  Lucent’s  “chief  of  staff.” 


ERIC  SCHMIDT,  CHAIRMAN  AND  CEO,  NOVELL 

Eric  Schmidt  has  completed  the  public 
relations  coup  of  the  industry. 

He’s  turned  Novell  from  a  direction¬ 
less  near  has-been  into  a  respected  ven¬ 
dor  with  downright  fanatic  customer 
loyalty. 

A  rare  combination  of  technical  bril¬ 
liance  and  business  know-how 
(with  a  good  sense  of  humor  to 
boot),  Schmidt  has  turned  Novell 
into  the  white  knight  to 
Microsoft’s  black-clad  challenger. 

Seizing  the  enterprise’s  dire  need  for  directories,  Schmidt  has 
catapulted  that  one  product  into  a  business  strategy  that  refreshed 
the  entire  company. 

Novell  has  returned  to  consistent  profitability,  with  as  much  as 
90%  of  the  company’s  quarterly  revenue  coming  from  direc¬ 
tory-based  products. 

Schmidt  intends  to  maintain  the  company’s 
grip  on  the  directory  market,  even  after 
Microsoft’s  hugely  hyped  Active  Directory 
finally  makes  its  debut.  As  proof,  he  will  push 
Novell’s  directory  strategy  into  the  brave  new 
world  of  XML. 

Novell’s  dirXML  product  will  raise  the  bar  for  open 
standards  and  interoperability  between  the  directory  and 
other  applications. That’s  a  crucial  next  step  for  the  directo¬ 
ry,  if  it  is  to  become  the  heartbeat  of  network  systems  man¬ 
agement  and  access  control  it  could  be. 

The  “one  product,  many  faces”  approach  is  working  well 
for  Novell  —  and  is  a  striking  difference  between  this  com¬ 
pany  and  the  multidivisional  network  behemoths  that  oth¬ 
erwise  grace  our  Power  lists. 

Of  course,  Novell  does  have  other  products,  namely  its 
network  operating  system  and  e-mail  server.  It  has  also 
begun  to  venture  into  new  Internet  waters  as  well,  with  Web  caching. 
Now  if  only  Schmidt  could  achieve  the  same  sort  of  success  he’s 
attained  in  directories  in  Novell’s  other  product  areas. 


USER  EXECUTIVES 


BILL  BAUTZ 

Senior  vice  president  and 
chief  technology  officer,  New 
York  Stock  Exchange 

The  New  York  Stock 
Exchange  is  beefing  up  its 
network  infrastructure, 
and  Bautz  is  the  man 
responsible  for  its  design, 
development  and  imple¬ 
mentation.  His  challenge: 
keep  NYSE  competitive 
without  allowing  a  net¬ 
work  outage. 


USERS 


DEBRA  CHRAPATY 

Chief  media  officer,  E-Trade 
Technologies 

As  CIO,  Chrapaty  essentially 
built  and  managed  E-Trade’s 
technology  infrastructure.  In 
her  new  position,  announced 
in  October,  Chrapaty’s  chal¬ 
lenge  is  to  help  reach  cus¬ 
tomers  through  PC  alterna¬ 
tives,  such  as  wireless  devices. 
She’ll  likely  attack  this 
untapped  market  with  charac¬ 
teristic  gusto. 


JOE  DOUPNIK 

Professor  of  electrical  and  com¬ 
puter  engineering,  Utah  State 
University 

Doupnik  knows  his  NetWare, 
and  he’s  not  afraid  to  speak  his 
mind.  Among  those  who  seek 
his  sage  advice  are  subscribers 
to  his  two  list  servers,  and 
Novell,  which  frequently  taps 
him  to  beta-test  products. 
Doupnik’s  power  is  his  influ¬ 
ence:  When  he  tells  people  to 
do  something,  they  usually  do. 


NANCY  GRIM 

Vice  president,  American  Express 

One  of  Grim’s  jobs  is  to  make  it 
easier  for  companies  to  control 
spending  and  do  away  with  paper- 
based  authorizations  in  lieu  of 
electronic  procurement  cards,  or 
p-cards.  As  Web  purchasing  grows, 
Grim’s  challenge  is  to  forge  part¬ 
nerships  with  software  companies 
to  make  sure  that  American 
Express  p-cards  can  be  processed 
through  modern  e-purchasing 
methods. 
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THE  25  MOST  POWERFUL  PEOPLE  IN  NETWORKING 


JOHN  SIDGMORE,  VICE  CHAIRMAN,  MCI  WORLDCOM 

John  Sidgmore  tells  a  funny  joke  about  how  to  reap  millions  by  selling  your 
company  to  one  giant  corporation  after  another.  He  should  know.  Under 
Sidgmore’s  leadership,  UUNET  grew  from  a  $6  million  company  in  1994  to 
more  than  $3  billion  today. Through  merger  after  merger,  Sidgmore  remains 
the  constant  at  UUNET,  now,  of  course,  as  MCI  WorldCom’s  Internet  visionary. 

MCI  WorldCom  needs  Sidgmore’s  insight.  With  his  guidance,  the  company 
is  storming  the  international  market  in  1999,  dumping  more  than 
$100  million  of  capital  spending  into  Internet  hosting 
centers  (there  are  now  15  worldwide). The  company 
also  has  developed  one  of  the  most  aggressive 
service-level  agreements,  a  state-of-the-art 
OC-48c  backbone,  virtual  private  networks 
and  multicast  services.  Sidgmore  is  doing 
everything  he  can  to  push  the  envelope  of 
IP  network  technology. 

The  next  wave  is  airwaves,  Sidgmore 
predicts.  He  was  instrumental  in  MCI 
WorldCom’s  recent  successful  bid  for 
Sprint,  flying  to  Kansas  City  with 
Bernie  Ebbers  to  get  the  talks  rolling. 

The  golden  ring  was  the  Sprint  PCS  busi¬ 
ness,  not  to  mention  taking  out  a  major 
competitor. 

The  outspoken  Sidgmore  continues 
to  proclaim  that  as  far  as  the 
Internet  is  concerned,  the  enter¬ 
prise  hasn’t  seen  anything 
yet.  Wireless  and  multi¬ 
media  will  drive 
Internet  growth  off 
the  charts,  he 
preaches.  And  sit¬ 
ting  in  the  dri¬ 
ver’s  seat  of  one 
of  the  world’s  most 
powerful  backbones, 
what  Sidgmore  sees, 
the  world  will  receive. 


MIKE  VOLPI,  SENIOR  VICE  PRESIDENT 
OF  BUSINESS  DEVELOPMENT  AND  GLOBAL 
ALLIANCES,  CISCO 

On  Wall  Street  a  man  like  Mike  Volpi  is 
known  as  a  “deal  maker.”  While  Chambers’ 
charisma  gains  the  CEO  most  of  the  com¬ 
pany’s  fanfare,  it  is  Volpi’s  behind-the-scenes 
work  that  has  significantly  shaped  Cisco’s 
clout,  particularly  in  the  past  two  years.  He’s 
the  one  who  shops  for  young  budding 
companies  to  acquire.  His  finds  have 
allowed  Cisco  to  bolster  its  home¬ 
grown  technology  with  a  string  of 

savvy  technology  purchases.  In  fact,  he  has  lead  Cisco  in  more  than  40 
acquisitions  and  70  equity  investments. 

So  far,  his  aim  has  been  right  on  target.  His  coup  de  grace  was  the  con¬ 
sumption  of  IBM’s  Networking  Hardware  Division  in  October. That  $2  bil¬ 
lion  deal  eliminated  one  of  Cisco’s  longest-standing  rivals  and  handed 
Cisco  a  virtual  monopoly  in  SNA/IP  routing.  Even  with  that  deal,  Volpi 
hasn’t  rested  on  his  laurels. This  year  alone  Cisco  has  purchased  a  dozen 
companies,  and  in  the  process,  obtained  a  range  of  technologies:  Internet 
customer  management  software,  digital  video  broadcasting,  SONET  trans¬ 
port,  digital  subscriber  line  voice,  voice  application  software  and  more. 

Likewise,  its  purchase  of  wireless  LAN  equipment  vendor  Aironet 
Wireless  is  helping  move  the  router  maker  into  wireless.  A  growing  arsenal 
of  transport  methods  is  necessary  if  Cisco  expects  to  compete  with  the 
deep  pockets  and  telecom  know-how  of  Nortel  Networks  and  Lucent. 

This  year,  Volpi  also  controls  strategic  partnerships  and  alliances.  Cisco 
counts  seven  fellow  vendors  as  strategic  allies  (EDS,  Hewlett-Packard,  IBM, 
KPMG,  Microsoft,  Motorola  and  PeopleSoft).  With  these  seven  companies, 
Cisco  spawns  the  bulk  of  its  hard-core  development  work  in  Internet  stan¬ 
dards,  applications  and  transport  technologies  from  wireless  to  frame  relay. 

The  upshot  is,  if  you  want  to  play  with  Cisco,  you’ve  got  to  get  through 
Volpi.  Volpi’s  power  will  only  be  enhanced  if  he  learns  to  partner  as  well  as  he’s 
learned  to  purchase. Yet  don’t  look  for  him  to  stop  making  deals  anytime  soon. 
With  its  SNA-routing  rival  now  vanquished,  expect  Cisco  to  try  to  take  on  the 
telecom  vendor  giants  on  their  own  turf  —  telephony.  This  deal  maker  will 
be  looking  to  add  more  sweet  telephony  companies  to  Cisco’s  arsenal. 

Continued  on  page  54  llll^- 
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USERS 


JOHN  HICKEY 

Senior  technology  officer,  NASDAQ 

The  nation’s  fastest-growing 
stock  exchange  requires  a  stellar 
network.  Hickey  is  in  charge  of 
NASDAQ’s  primary  data  center, 
where  in  November  NASDAQ 
installed  a  Unisys  6800  system  to 
keep  up  with  the  capacity  of  its 
new  trading  extranet.  Currently, 
the  extranet  can  handle  up  to 
four  billion  shares  per  day;  it  can 
be  scaled  to  accommodate  an 
eight-billion-share  day. 


MARK  HOGAN 

Group  vice  president,  e-GM 


Hogan  is  respon¬ 
sible  for  General 
Motors’  e-com- 
merce  strategy 
as  head  of  the 
new  e-GM. 

Hogan’s  plan  is  to  expand  GM’s 
diverse  online  efforts  with  sup¬ 
pliers  and  customers,  and  cre¬ 
ate  a  unified  repository  for 
sales,  service,  financing,  market¬ 
ing  and  R&D  information. 


DAWN  LEPORE 

Vice  chairman  and  CIO,  Charles 
Schwab 

Lepore  helped 
Schwab  move 
trading  online, 
make  it  profit¬ 
able  and  set  the 
standard  for 

online  financial  services. The 
vice  chairman  title  she  was 
awarded  in  July  is  an  acknowl¬ 
edgment  of  Lepore’s  (and  IT’s) 
contribution  to  business. 


RANDY  MOTT 

Senior  vice  president  and  CIO, 
Wal-Mart 

Mott  oversees  Wal-Mart’s  Retail 
Link  collaboration  application, 
which  is  accessed  by  more 
than  7,000  suppliers  seeking 
sales,  inventory  and  shipping 
information.  How  much  data 
are  we  talking?  Try  a  new  101- 
terabit  data  warehouse  —  that’s 
more  than  twice  the  size  of  the 
next-largest  Fortune  500  data 
warehouse,  Wal-Mart  boasts. 
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CABLE  &  WIRELESS 


If  you  want  to  succeed  in  e-business, 


terms  of  your  bottom  line.  Better  still,  we’ll 


you  only  need  to  get  one  connection.  And 
that’s  Cable  &  Wireless. 

You  can  choose  from  a  whole  host  of 


put  you  on  one  of  the  fastest  backbones  on 
the  planet.  So  you’ll  always  have  a  very 
reliable,  extremely  scalable,  unquestionably 


Cable  &  Wireless  products  and  services 
One  box  e-business  solutions,  intranets, 
extranets,  security,  high  speed  Internet 


global,  and  supremely  fast  connection 
to  the  Internet. 

Get  the  connection  with  Cable  &  Wireless. 


access — in  fact  everything  you  need  to  You’ll  get  all  the  resources  you  need  to 

grow  your  business  online,  off  line,  and  in  become  an  a-list  player  in  e-business. 
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ED  WHITACRE,  CHAIRMAN 
AND  CEO,  SBC 
COMMUNICATIONS 

Ed  Whitacre ’s  well- 
orchestrated  takeover  of 
Ameritech  cements  him  as  a 
lean,  mean  Bell  competitor.  His 
style  stems  from  the  days 
when  competitive  local  ex¬ 
change  carriers  (CLEC)  were  a 
nuisance,  but  not  a  threat.  Of 
course,  in  1999,  CLECs  are  not  to  be 
ignored,  and  the  classic  RBOC  answer 
is  to  simply  own  more  of  the  last  mile. 

That  Whitacre  does.  With  Ameritech 
secured  as  of  November,  SBC  oper¬ 
ates  in  more  than  half  of  the 
50  states. That’s  the  tally 
from  acquisitions  of 
Southwestern  Bell, 

Ameritech,  Pacific  Bell,  SBC 
Telecom  and  Nevada  Bell. 

But  Whitacre  is  no  reactionary. 

He’s  clearly  entered  the  age  of 
competitive  marketing,  owning  a 
string  of  other  well-known  brands:  SecurityLink, 

SNET  and  Cellular  One. 

Through  these  brands,  Whitacre  aims  to  move  into  30  top  markets 
outside  of  SBC’s  traditional  areas  —  a  deal  he  struck  with  the  Federal 
Communications  Commission  as  part  of  the  Ameritech  merger.  He’s  set  his 
sights  on  Boston,  Miami  and  Seattle  within  2000,  and  already  has  lined  up  the 
appropriate  regulatory  nods.  By  mid  2001,  he’ll  attack  12  more  markets, 
including  Atlanta,  Denver  and  New  York,  and  the  company  has  declared  it  will 
reach  all  30  markets  within  30  months  of  acquiring  Ameritech. 

Whitacre  plans  to  lure  customers  with  high  speeds.  He’s  slated  $6  billion  to 
upgrade  his  network  with  fiber  optics.  That  upgrade  will  reportedly  affect  80%  of 
SBC’s  customers.  It’s  risky,  given  that  SBC’s  regulated  business  would  require 
opening  up  last-mile  investments  to  CLEC  competitors.  But  Whitacre  has  never 
shied  away  from  competitors.  On  the  contrary  —  he  swallows  them  whole. 


MICHAEL  WILSON,  CHIEF  SCIENTIST,  EBAY 

EBay  has  truly  gone  where  none  have  tread 
before,  almost  single-handedly  creating  con- 
sumer-to-consumer  e-commerce,  in  large 
thanks  to  the  creator  of  its  architecture, 

Michael  Wilson. 

EBay’s  success  has  spawned  innumerable 
copycats,  and  indeed,  an  entire  industry.  The 
mighty  consumer  sites  of  Yahoo  and  Amazon, 
com  stumbled  over  themselves  to  add  auction 
capabilities.  Entire  business-to-business  auction 
sites  also  have  been  built.Thus,  last  year,  eBay 
moved  from  phenomenon  to  establishment. 

With  that, Wilson’s  prestige  has  grown  from  notable  to  powerful.  Not 
that  he  hasn’t  taken  his  hits  this  year.  Like  other  trading  networks,  an 
auction  system  must  have  extremely  high  reliability.  Because  eBay  sits 
on  the  leading  edge  for  consumer-to-consumer  trading,  its  reliability 
weighs  heavily  in  the  public  eye.  Last  July,  when  it  suffered  a  multiday 
crash,  the  industry  coined  a  new  term,  an  “eBay  black-eye”  —  a  big  outage 
that  costs  big  bucks. 

And  yet  for  millions,  Wilson’s  architecture  holds  fast.  In  fact,  eBay  has  more 
than  5.6  million  registered  users,  lists  almost  three  million  items  and  adds 
more  than  300,000  auctions  per  day.  It  conducts  more  than  $  1  billion  of  gross 
merchandise  sales  annually.  And  it  conducts  all  of  this  business  under  the  intense 
public  scrutiny  that  few  consumer-oriented  e-commerce  sites  endure.  Only  the 
likes  ofAmazon.com  and  Yahoo  are  probably  watched  more  closely. 

Next  up, Wilson  must  condense  his  network  onto  a  Palmtop.  In  October,  the 
company  announced  that  eBay  will  be  available  to  users  of  the  Palm  VII. This 
leads  the  way  for  a  wave  of  wireless  Internet  access  devices. 

Likewise,  the  sensational  success  of  eBay  has  caused  the  company  to  region¬ 
alize  this  year.  It  has  now  opened  up  about  a  dozen  sites  that  serve  specific 
metropolitan  areas.These  sites  have  decentralized  Wilson’s  architecture,  giving 
him  the  complexity  that  only  comes  from  widely  distributed  systems. 

He’s  now  also  grappling  with  the  age-old  problem  of  integrating  an  acquisi¬ 
tion.  In  April,  eBay  acquired  Butterfield  &  Butterfield,  the  fourth-largest  auction 
firm  in  the  world.  Strategically,  this  move  gives  eBay  the  prestige  it  needs  to 
penetrate  into  higher  priced  items,  globally. 

Wilson’s  challenge:  to  ensure  that  its  high  growth  rate  doesn’t  topple  the  net¬ 
work  reliability  that  he’s  established.  ■ 


50  MORE  PEOPLE  WHO  MAKE  A  DIFFERENCE  IN  ENTERPRISE  NETWORKING 


STANDARDS-SETTERS 


TIM  BERNERS-LEE 

Director,  World  Wide  Web 
Consortium 

Spinner  of  The 
Web,  Berners- 
Lee  is  now  the 
guy  who  makes 
sure  his  world¬ 
wide  phenome¬ 
non  stays  open.  He’s  committed 
to  developing  common  proto¬ 
cols  to  ensure  interoperability 
and  protect  the  Web  from  pro¬ 
prietary  interests. 


BOB  MOSKOWITZ 

Senior  technical  director,  International 
Computer  Security  Association 

Much  of  today’s  security 
action  revolves  around  IP 
Security  (IPSec),  and 
Moskowitz  is  knee-deep 
in  the  maturing  security 
protocol.  Involved  first  as 
a  high-powered  user  at  Chrysler, 
Moskowitz  went  on  to  become  co-chair 
of  the  IETF’s  IPSec  Working  Group  and 
subsequently  joined  the  ICSA  to  work 
on  IPSec  certification  programs. 


JEFFREY  SCHILLER 

Area  director  for  security, 
Internet  Engineering 
Task  Force 

MIT  network  manager 
by  day,  Schiller  is  also 
the  IETF’s  security  man 
and  co-heads  the  stan- 
dards-setting  body’s 
Security  Area.  He  sifts 
through  political  infight¬ 
ing  and  helps  move  the 
best  security  standards 
forward. 


ERIC  RAYMOND 

President,  Open  Source  Initiative 

Raymond’s  open  source 
expounding  helped  fuel  indus¬ 
try  interest  in  open  source 
poster  child  Linux,  particularly 
after  he  published  Microsoft’s 
notorious  anti-open-source 
memos  back  in  late  1998.  Since 
then,  Raymond  has  gone  on  to 
champion  open  source  advo¬ 
cates  and  chastise  opponents 
though  the  Open  Source 
Initiative. 


fs*l 


The  Power  Issue  .  Network  World  Signature  Series .  Oec.  27, 1 999  Jan.  3,  2000  .  www.nwfusion.com/power 


ILLUSTRATION:  TOM  BACHTELL 


afSMlMU 


I  magine  a  company  that  will  enlighten  your  network  with 
innovative  solutions.  The  NBase-Xyplex  GigaFrame  Switch 
Router  supports  both  ATM  and  Gigabit  Ethernet  on  the  same 
platform  with  Coarse  Wave  Division  Multiplexing  and  long 
distance  fiber  optic  links  of  up  to  110km.  And  best  of  all,  you 
don't  have  to  wait  for  months  of  beta  testing,  this  award 
winning  product  is  available  immediately. 


Applications 

*  Metropolitan  Area  Networks 

*  Backbone  Switch  Router  for  Buildings  and  Campuses 

*  Workgroup  Switch  for  High  Bandwidth  Applications 

*  ATM  WAN/LAN  Access  for  the  Enterprise  and  ISP 

*  Legacy  Networks  Accelerated  to  Gigabit  Performance 

*  10/ 100/ 1000Mbps  Networks  with  ATM  Overlay 

*  Replace  FDDI  Using  Existing  Multimode  Infrastructure 


WINNER 


BEST 

OF 

SHOW 


99 


cSmmtinications 
MTERNETWEEX  CMP 


BEST  of  SHOW 


NEW  PRODUCT 
ACHIEVEMENT 

AWARD 


(800)  338-5316 

www.nbase-xyplex.com 


rjHHj|§i  actoid:  Three  of  the  25  CEOs  on  our  list 
are  new  to  their  position  this  year, 
whereas  last  year  we  had  six  newcom¬ 
ers.  The  total  of  nine  means  that  more 
than  one-third  of  these  companies  have 
changed  CEOs  within  the  past  two  years. 

It’s  not  easy  to  stay  powerful. 

That’s  the  message  behind  this  year’s  CEO 
Powerometer  rankings,  which  saw  16  of  the  25 
CEOs  lose  power  as  compared  with  last  year,  10  of 
them  by  five  points  or  more.  OK,  three  of  them  actu¬ 
ally  lost  power  as  compared  with  the  CEO  they 
replaced  in  the  past  year,  but  still  —  that’s  close  to 
an  indictment  of  this  entire  group. 

The  most  notable  exception  is  Scott  McNealy.  The 
Sun  chief  jumped  four  positions  on  the  Most  Power¬ 
ful  CEOs  chart,  to  No.  3,  and  came  out  on  top  of  the 
CEO  Power  Gain  Index  in  terms  of  the  largest  im¬ 
provement  vs.  last  year.  He  is  also  one  of  only  three 
CEOs,  Bill  Gates  and  Hewlett-Packard’s  Carly  Fiorina 


being  the  others,  who  has  a  better  Power  Predictor 
score  this  year  than  last.  Fiorina,  however,  is  being 
compared  against  Lew  Platt,  her  predecessor. 

As  with  the  company  ratings,  the  CEO  Power  Gain 
Index  is  derived  by  subtracting  the  percentage  of 
respondents  who  said  a  CEO  lost  power  in  the  past 
year  from  the  percentage  who  said  a  CEO  gained 
power.  The  CEO  Power  Predictor  uses  the  same  for¬ 
mula,  but  respondents  are  asked  to  state  whether 
they  think  a  CEO  will  gain  or  lose  power  in  2000. 

McNealy’s  strong  Power  scores  can  be  interpreted 
as  a  vote  of  confidence  in  his  thin-client,  anti-Microsoft 
stance,  as  well  as  his  alliance  with  Netscape  for  Web 
and  groupware  software.The  fact  that  he’s  a  colorful, 
funny  guy  doesn’t  hurt,  either.  If  you’ve  ever  seen  him 
speak,  and  if  you’re  not  crazy  about  Microsoft,  you’d 
probably  be  inclined  to  give  him  a  high  score. 

Other  than  McNealy,  Fiorina  and  Cisco’s  John 
Chambers  are  the  only  CEOs  to  score  better  this 
year  than  last  on  the  Power  Gain  chart.  But  again, 


Fiorina  is  actually  being  compared  to  Platt. The  rest 
had  the  same  or  lower  Power  Gain  figures  than  they 
did  last  year.  Ouch. 

On  the  Most  Powerful  CEOs  chart,  Gates  once  again 
comes  out  on  top  by  a  comfortable  eight-point  margin 
over  second-place  Chambers.  However,  we  conducted 
the  survey  in  October  —  before  Judge  Thomas 
Penfield  Jackson  ruled  that  Gates  didn’t  play  by  the 
rules.  Chambers  would  be  justified  in  feeling  good 
about  his  chances  at  finally  topping  Gates  next  year. 

MCI  WorldCom’s  Bernie  Ebbers  jumped  five  spots 
on  the  Most  Powerful  CEOs  chart,  to  No.  9,  while  two 
other  CEOs  —  Charles  Wang  of  Computer  Associates 
and  John  Roth  of  Nortel  Networks  —  moved  up  four 
positions,  to  No.  12  and  15,  respectively.  Wang  was 
also  one  of  only  five  CEOs  who  didn’t  fare  worse  this 
year  than  last  on  the  Power  Gain  chart  —  he  was 
dead  even  with  an  index  of  9  2,  although  it’s  hard  to 
get  too  excited  about  coming  in  19  out  of  25.  Not 
much  in  any  of  the  other  Power  indicators  explains 


MOST  POWERFUL  CEOs 

We  asked  250  1  Bill  Gates 

Microsoft 

1999 

Power  rating 

80.4 

1998 

Power  rating 

79.5 

Gain/loss 

1.20 

1998  Rank 

1 

Network  World 
readers  to  rate  the 
CEOs  on  a  power 
scale  of  one  to  100, 

2  John  Chambers 

Cisco 

72.4 

69.9 

3.49 

2 

3  Scott  McNealy 

Sun/Netscape 

66.7 

61.1 

8.35 

7 

4  Lou  Gerstner 

IBM 

65.2 

64.4 

1.35 

4 

with  100  being  the 
most  powerful.  The 
Power  Rating  is  the 
mean  of  all  reader 

5  C.  Michael  Armstrong 

AT&T 

64.3 

62.4 

2.88 

5 

6  Craig  Barrett 

7  Larry  Ellison 

Intel 

Oracle 

63.0 

61.8 

65.2 

61.0 

-3.55 

1.36 

3 

8 

responses. 

8  Rich  McGinn 

Lucent 

60.9 

61.5 

-0.99 

6 

9  Bernard  Ebbers 

MCI  WorldCom 

59.8 

57.5 

3.90 

14 

10  Eric  Schmidt 

Novell 

58.6 

60.4 

-3.11 

10 

11  Carly  Fiorina* 

Hewlett-Packard 

57.2 

59.0 

-3.16 

12 

12  Charles  Wang 

Computer  Associates 

54.0 

52.1 

3.61 

16 

13  Eric  Benhamou 

3Com 

53.9 

60.7 

-12.66 

9 

14  Bill  Esrey 

Sprint 

51.8 

52.2 

-0.75 

15 

15  John  Roth 

Nortel  Networks 

50.3 

50.7 

-0.79 

19 

16  Duane  Ackerman 

BellSouth 

47.5 

51.0 

-7.35 

17 

17  Michael  Capellas* 

Compaq 

46.5 

59.3 

-27.54 

11 

18  Ivan  Seidenberg 

Bell  Atlantic 

45.1 

50.9 

-12.98 

18 

19  Charles  Lee 

GTE 

45.1 

49.2 

-9.24 

20 

20  Bill  Larson 

Network  Associates 

44.6 

48.7 

-9.17 

22 

21  Joseph  Nacchio 

Qwest** 

43.3 

N/A 

N/A 

N/A 

*  Was  not  CEO  when  1999 
survey  was  conducted; 
rankings  denote  scores 
for  previous  CEO. 

**  Company  was  not 
surveyed  last  year. 

22  Sol  Trujillo 

US  West 

38.9 

42.5 

-9.13 

25 

23  EdWhitacre 

SBC 

38.0 

46.3 

-21.80 

24 

24  Piyush  Patel* 

Cabletron 

37.5 

49.2 

-31.19 

20 

Terry  Matthews 

Newbridge  Networks 

32.5 

41.9 

-28.73 

26 

POWER  FAILURE 

We  asked  respondents  what  single  CEO,  by  dint  of  his 
or  her  position  in  the  industry,  should  have  more 
influence  but  doesn't. 
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Our  annual  reader  poll 
of  the  most  powerful 
net  executives  casts 
doubt  on  many  a 
leader’s  ongoing  might. 

BY  PAUL  DESMOND 


Roth’s  jump  in  the  Most  Powerful  list,  so  we’ll  chalk  it 
up  to  the  generally  good  year  Nortel  had,  with  a 
steadily  climbing  stock  price. 

A  few  other  CEOs  are  notable  for  their  decidedly 
poor  power  ratings,  and  two  of  them  are  CEO  new¬ 
comers:  Michael  Capellas  of  Compaq  and  Piyush 
Patel  of  Cabletron.  While  perhaps  it’s  a  little  unfair  to 
compare  their  scores  to  those  of  their  predecessors, 
the  fact  is  these  CEOs  have  to  play  the  hands  they 
were  dealt.  In  terms  of  power,  both  hands  are  losers. 

Capellas  pays  the  price  for  Compaq’s  well-docu¬ 
mented  struggle  to  turn  itself  into  a  services  organi¬ 
zation  following  its  Digital  and  Tandem  acquisitions, 
its  floundering  PC  sales  and  its  tumbling  stock 
price.  Capellas,  who  was  appointed  CEO  in  July, 
joined  the  company  as  chief  information  officer  less 
than  a  year  prior. 

Cabletron  carries  the  distinction  among  this  power 
crowd  of  being  the  first  company  to  have  a  different 
CEO  three  years  in  a  row. This  year’s  model,  Patel,  isn’t 


faring  so  well.  He  had  the  largest  drop  in  the  Most 
Powerful  CEOs  rating  vs.  last  year,  coming  in  31  - 19 
points  behind  his  predecessor,  Craig  Benson,  and  mov¬ 
ing  down  four  spots  on  the  list  as  a  result.  Benson 
replaced  Don  Reed,  who  replaced  Bob  Levine. 

Patel  was  dead  last  on  the  Power  Predictor  and  next- 
tolast  on  the  Power  Gain  chart,  right  above  GTE’s 
Charles  Lee,  whose  future  will  be  uncertain  should  Bell 
Atlantic’s  planned  acquisition  of  his  company  happen. 

To  be  fair,  however,  it  should  be  noted  that 
respondents  apparently  had  some  trouble  with  the 
Power  Gain  and  Predictor  questions  when  it  came 
to  CEOs.  For  example,  on  average  more  than  half  the 
respondents  answered  “Don’t  know”  or  “No”  when 
asked  about  any  given  CEO.  The  nonresponse  figure 
was  just  28.9%  on  average  for  the  company  Power 
Gain  questions. 

Therefore,  it  stands  to  reason  that  the  CEOs  who 
fare  best  in  this  category  are  those  with  the  highest 
profile:  Chambers,  Gates,  McNealy,  Ebbers  and  C. 


Michael  Armstrong.  HP’s  Fiorina,  the  only  woman  on 
the  list,  comes  in  sixth,  perhaps  riding  the  wave  of  pub¬ 
licity  she  received  upon  being  appointed  to  the  top 
spot  two  months  before  the  survey  was  conducted. 

One  CEO  who  doesn’t  have  name  recognition 
problems  but  nonetheless  didn’t  fare  well  is  Eric 
Benhamou.  He  dropped  four  rungs  on  the  Most 
Powerful  CEOs  chart,  to  No.  13,  and  had  the  third- 
largest  drop  (12  percentage  points)  from  last  year  on 
the  Power  Gain  chart.  Respondents  expect  more  of 
the  same  next  year,  as  his  Power  Predictor  score  is 
15.2  points  lower  than  last  year,  the  second-highest 
drop.  Apparently  respondents  are  hearing  the  talk 
that  3Com  is  a  takeover  target,  a  buzz  that  grew  loud 
in  late  summer  when  the  company’s  stock  was  trad¬ 
ing  in  the  low-20s.  3Com  stock  has  since  rebounded 
to  the  mid-30s  but  is  far  below  the  $50+  high  of  late 
1998.  Maybe  respondents  figure  that,  for  one  reason 
or  another,  Benhamou  won’t  be  calling  the  shots 
much  longer. 


CEO  POWER  GAIN 


John  Chambers 

Cisco 

1999  Index 

42 

1998  Index 

41.4 

Gain/loss 

0.6 

Bill  Gates 

Microsoft 

30.4 

44.2 

-13.8 

Scott  McNealy 

Sun/Netscape 

29.6 

21.2 

8.4 

Bernard  Ebbers 

MCI  WorldCom 

25.2 

35.6 

-10.4 

C.  Michael  Armstrong 

AT&T 

23.6 

29.6 

-6 

Carly  Fiorina* 

Hewlett-Packard 

22.8 

18 

4.8 

Lou  Gerstner 

IBM 

22.4 

23.6 

-1.2 

Larry  Ellison 

Oracle 

22.4 

23.6 

-1.2 

Craig  Barrett 

Intel 

212 

30.4 

-9.2 

Rich  McGinn 

Lucent 

20.8 

32 

-11.2 

John  Roth 

Nortel  Networks 

13.6 

18.4 

-4.8 

Joseph  Nacchio 

Qwest** 

13.6 

N/A 

N/A 

Eric  Benhamou 

3Com 

12.8 

24.8 

-12 

Bill  Esrey 

Sprint 

12 

13.6 

-1.6 

Ivan  Seidenberg 

Bell  Atlantic 

10.8 

17.6 

-6.8 

Eric  Schmidt 

Novell 

10.4 

20.4 

-10 

Duane  Ackerman 

BellSouth 

10 

10 

0 

Bill  Larson 

Network  Associates 

9.6 

16 

-6.4 

Charles  Wang 

Computer  Associates 

9.2 

9.2 

0 

Ed  Whitacre 

SBC 

6 

10.4 

-4.4 

Sol  Trujillo 

US  West 

2 

5.2 

-3.2 

Michael  Capellas* 

Compaq 

1.2 

24.4 

-23.2 

Terry  Matthews 

Newbridge  Networks 

0.8 

8 

-7.2 

Piyush  Patel* 

Cabletron 

0 

1.2 

-1.2 

Charles  Lee 

GTE 

-0.8 

7.2 

-8 

*  1999  Index  reflects  predecessor's  score.  **  Not  on  last  year's  list. 


CEO  POWER  PREDICTOR 


John  Chambers 

Cisco 

1999  Index 
37.6 

1998  Index 

40.8 

Gain/loss 

-3.2 

Bill  Gates 

Microsoft 

32.8 

28.4 

4.4 

Scott  McNealy 

Sun/Netscape 

29.6 

25.6 

4 

Larry  Ellison 

Oracle 

25.6 

31.6 

-6 

Bernard  Ebbers 

MCI  WorldCom 

25.2 

31.6 

-6.4 

C.  Michael  Armstrong 

AT&T 

24.4 

34 

-9.6 

Lou  Gerstner 

IBM 

24 

28.4 

-4.4 

Craig  Barrett 

Intel 

24 

35.2 

-11.2 

Carly  Fiorina* 

Hewlett-Packard 

27.2 

24.4 

2.8 

Rich  McGinn 

Lucent 

22 

33.6 

-11.6 

Joseph  Nacchio 

Qwest** 

14.8 

N/A 

N/A 

John  Roth 

Nortel  Networks 

13.6 

20 

-6.4 

Eric  Benhamou 

3Com 

12.4 

27.6 

-15.2 

Ivan  Seidenberg 

Bell  Atlantic 

12.4 

16.8 

-4.4 

Charles  Wang 

Computer  Associates 

11.6 

12 

-0.4 

Duane  Ackerman 

BellSouth 

11.2 

11.6 

-0.4 

Eric  Schmidt 

Novell 

9.6 

20.4 

-10.8 

Bill  Larson 

Network  Associates 

8.8 

14.8 

-6 

Ed  Whitacre 

SBC 

7.2 

14 

-6.8 

Bill  Esrey 

Sprint 

6 

18.8 

-12.8 

Michael  Capellas* 

Compaq 

4.8 

24 

-19.2 

Sol  Trujillo 

US  West 

2.8 

6.4 

-3.6 

Terry  Matthews 

Newbridge  Networks 

1.6 

5.6 

-4 

Charles  Lee 

GTE 

0.4 

8 

-7.6 

Piyush  Patel* 

Cabletron 

0 

0.8 

-0.8 

*  1999  Index  reflects  predecessor's  score.  **  Not  on  last  year's  list. 
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Can-Do!  networks 

they  can  do  data  and  voice. ..they  can  do  any  application. ..they  can  do  the 
whole  kit  and  caboodle. ..and  they  CcbTI  do  it  for  your  business! 


With  a  Lucent  data  network,  there's  really  nothing 


Lucent  Networks 
are  voice-ready 
right  out  of  the  box. 


you  can't  do.  Because  a  Lucent  data  network  is  a 
truly  integrated  business  applications  network. 

It  can  pull  together  your  entire  enterprise-every 
branch  office  and  remote 
worker  (from  Bora  Bora 
to  Bloomington).  It  can 
integrate  everything-LANs, 

WANs,  intranets,  extranets, 
remote  access— with 
distributed  routing  and 
policy  management  across 
the  network.  All  Lucent 
network  gear  is  voice-ready 


Cajun  P330™ 
Stackable  Switching 
System 


SuperPipe  155™ 
Multi-Service 
Access  Router 


Cajun  P880™ 
Routing  Switch 


you  need  to  put  your  business  on  the  Net). 


So  go  to  www.lucent.com/ms/can-do  for  your 


Can-Do!  Voice/Data  Convergence  Guide. 


Let's  see  what  we  can  do  for  you. 


We  make  the  things  that  make  communications  work." 


right  out  of  the  box.  So  it's 


ready  for  true  multi-service 


e-commerce  (with  all  the 
reliability  and  security 
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Who  are  the  most  powerful  venture  capitalists  in 
networking,  and  what  are  their  investment  strategies? 

BY  SUSAN  MARKS 

If  money  equals  power,  the  nation’s  venture 
capitalists  wield  colossal  clout. 

In  the  first  three  quarters  of  this  year 
alone,  venture  capitalists  poured  almost  $22 
billion  into  U.S.  companies,  in  more  than 
2,720  deals,  according  to  a  Pricewaterhouse- 
Coopers  Money  Tree  Survey.  Drawn  by  expanding 
technologies,  exploding  markets  and  phenomenal 
investment  returns,  these  venture  capitalists  poured 
more  than  half  of  that  money  into  computer  net¬ 
working,  communications  and  Internet  companies. 

“Over  the  last  three  years,  venture  capital  firms  on 
average  have  returned  between  25%  and  35%  per 
year,”  says  Kirk  Walden,  director  of  Pricewaterhouse- 
Coopers’  Money  Tree  project  in  Austin, Texas.  “Some 
are  returning  100%  or  200%,  and  they’re  not  even 
Ponzi  schemes.They’re  legitimate  businesses.” 

Plus,  the  funding  frenzy  shows  no  sign  of  abating. 

“We  wouldn’t  say  next  year  would  match  the 
three  times  [growth  in  communications  and  net¬ 
working],  but  we  wouldn’t  be  surprised,”  says  Steve 
Meisel,  global  practice  leader  of  Pricewaterhouse- 
Coopers’  computers  and  networking  practice. 

“It’s  red-hot  today.  It’s  likely  to  get  even  more 
intense  over  the  next  12  months,”  says  Jim  Breyer, 
managing  partner  of  venture  capital  powerhouse 
Accel  Partners  in  Palo  Alto.  Accel  has  $1.4  billion 
invested  in  communications  and  Internet  businesses, 
and  Breyer  himself  has  backed  two  big  winners  this 
year,  Foundry  Networks  and  Redback  Networks. 

Be  that  as  it  may,  money  is  the  least  of  what  a  ven¬ 
ture  capitalist  provides  a  start-up,  says  Todd  Dagres, 
general  partner  with  Battery  Ventures  in  Wellesley, 

Mass. “One  of  my  entrepreneurs  calls  me  the  blue- 
collar  venture  capitalist  because  I  roll  up  my  sleeves 
and  do  whatever  I  need  to  do,”  he  says.  “My  first  hat 
is  that  of  a  financier.  My  second  hat  is  that  of  a  head¬ 
hunter,  and  my  third  hat  is  working  on  positioning.” 

Dagres  must  be  on  to  something:  One  of  his 
companies  is  Akamai  Technologies,  whose  October 
IPO  turned  Battery’s  $5  million  investment  into 


$1.8  billion  in  a  year’s  time. 

Venture  capitalists  today  are  raising  bigger  funds, 
and  entrepreneurs  are  taking  more  money  from 
them  at  slightly  higher  prices,  Dagres  says.That  trans¬ 
lates  into  inflation  in  terms  of  the  amount  of  money 
available  and  the  amount  being  invested.  And  as  ven¬ 
ture  capitalists  scramble  to  get  into  the  first  round 
of  funding  these  start-ups,  competition  intensifies. 

Some  venture  capitalists  have  a  get-in/get-out 
strategy  —  fund  a  start-up,  work  with  it  until  it 
goes  public  or  is  bought  out,  then  make  a  quick 
and  profitable  exit. 

Other  venture  capitalists  tend  to  stick  aroimd. 
“The  very  biggest  returns  are  often  well  after  the 
initial  public  offering,”  Accel’s  Breyer  says.  “Just 
this  year,  Redback  Networks,  Foundry  and 
RealNetworks  are  all  up  more  than  five  times. 
The  right  economic  decision  is  very  often  to 
stick  with  a  company.  Where  else  can  we 
make  five  times  our  money  in  1 1  months?” 

Accel’s  goal,  Breyer  adds,  is 
to  make  50  to  100  times 
its  money  over  a  five- 
to  seven-year  period. 
New  Enterprise 
Associates  (NEA),  a 
Menlo  Park,  Calif., 

Continued  on 
page  62 
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POWER  VENTURE  CAPITALISTS 

Here  are  some  of  the  top  VCs  and  a  sampling  of  the  companies  they  have  funded: 


Jim  Breyer,  38 

Managing  partner, 
Accel  Partners, 

Palo  Alto 

www.accel.com 

Actuate,  Agile 
Networks  (acquired 
by  Lucent),  Arbor 
Software  (now 
named  Hyperion 
Solutions),  Centrum 
(acquired  by  3Com), 
Collabra  (acquired  by 
Netscape),  Corsair 
Communications, 
Foundry  Networks, 
Macromedia,  Red- 
back  Networks 


Todd  Dagres,  39 

General  partner. 
Battery  Ventures, 
Wellesley,  Mass. 

www.battery.com 

Akamai  Technolo¬ 
gies,  Convergent 
Networks,  Equipe 
Communications, 
Redstone  Communi¬ 
cations  (Unisphere 
Solutions/Siemens), 
XCOM  Technologies 
(acquired  by  Level  3 
Communications) 


John  Ooerr,  48 

Partner,  Kleiner, 
Perkins,  Caufield  & 
Byers  (KPCB),  Menlo 
Park,  Calif. 

www.kpcb.com 

Compaq,  Intuit, 
Lotus,  Macromedia, 
Netscape,  Sun, 
Symantec 


Timothy  Draper,  42 

Founder  and  man¬ 
aging  director. 
Draper  Fisher 
Jurvetson,  Redwood 
City,  Calif. 

www.dfj.com 

CellNet  Data 
Systems,  eFax.com 
(formerly  JetFax), 
Fourll  (acquired 
by  Yahoo),  GoTo.com, 
Tumbleweed 
Communications 


Kevin  Fong,  42 

Managing  general 
partner,  Mayfield 
Fund,  Menlo  Park 

www.mayfield.com 

Alantec  (acquired 
by  FORE  Systems), 
Crescendo  Com¬ 
munications  (now 
Cisco  Workgroup 
Systems  Business 
Unit),  Legato  Sys¬ 
tems,  Rapid  City 
Communications 


Robert  Kagle,  42 

Founder,  Benchmark 
Capital,  Menlo  Park 

www.benchmark. 

com 

Ariba,  eBay  (not  a 
network  company, 
but  worth  noting:  A 
22%  stake  in  eBay 
bought  in  1997  for  $5 
million  is  worth  about 
$2.5  billion  today  — 
a  49,900%  return). 
Approach  Software 
(acquired  by  Lotus), 
Red  Hat  Software, 
Viasoft 


Vinod  Khosla*,  44 

Partner,  KPCB 

www.kpcb.com 

Cerent  (acquired  by 
Cisco),  Concentric 
Network,  Corio,  Daisy 
Systems,  Juniper 
Networks,  Qwest, 
Siara  Systems,  Sun 

*See  25  Most  Powerful 
People  in  Networking, 
page  44. 


C.  Richard 
Kramlich,  64 


Co-founder  and 
general  partner, 
New  Enterprise 
Associates, 

Menlo  Park 

www.nea.com 

Ascend  Communi¬ 
cations  (Lucent), 
Com21,  Juniper 
Networks,  NetSolve, 
Silicon  Graphics 


Don  Valentine,  age  John  Walecka,  40 

undisclosed  'r . '.. . . . 

Founding  partner. 

Founder,  Sequoia  Redpoint  Ventures, 

Capital,  Menlo  Park  Menlo  Park 

www.sequoiacap.  vwvw.redpoint 

com  ventures.com 

Apple,  C-Cube,  Cisco,  Agile  Networks 

National  Semicon-  (acquired  by  Lucent), 

ductor.  Network  Network  Equipment 

Appliance,  Oracle  Technologies,  On¬ 

stream  (acquired  by 
3Com),  Rhythms  Net- 
Connections,  Sybase, 
Synernetics  (acquired 
by  3Com),  Transmedia 
Communications 
(acquired  by  Cisco), 
Wellfleet,  Xylan 


■ify  Continued  from  page  59 

venture  capital  firm,  also  stays  with  its  companies, 
says  co-founder  C.  Richard  Kramlich.  He  points  to 
NEA’s  relationship  with  Ascend  Communications  as 
an  example. 

NEA  invested  in  Ascend  in  1991,  and  even  after  the 
firm  made  distributions  to  its  partners,  Kramlich 
remained  on  Ascend  s  board  of  directors.  Lucent 
bought  the  company  this  year  for  $23  billion. “That’s 
kind  of  the  all-time  high  watermark  for  a  technology 
deal,'  Kramlich  says. 

“What  I  think  has  been  notable  about  tliis  year  is 
the  realization  of  liquidity  events  earlier  in  the  com¬ 
panies'  life  cycles,”  he  says.  Companies  such  as 
Juniper  Networks  and  Cerent  go  public  and  are 
acquired  by  the  major  players  at  younger  stages 
and  at  higher  prices,  he  says. 

IN  THE  COMPANY  OF  BILLIONAIRES  AND  ANGELS 

All  this  money  going  to  Silicon  Valley  and  beyond 
also  has  left  its  mark  on  venture  capitalists’  personal 
portfolios.  A  number  tally  their  wealth  in  the  hun¬ 
dreds  of  millions  of  dollars;  a  few  rank  as  billionaires. 
This  year,  Forbes  ranked  venture  capitalist  elder 
statesman  Arthur  Rock,  73,  No.  174  on  its  “400 
Richest  Americans”  list,  with  an  estimated  net  worth 
of  $1.4  billion.  Among  his  successes  are  Apple,  Fair- 
child  Semiconductor,  General  Transistor,  Intel,  Scien¬ 
tific  Data  Systems  and  Teledyne. 

Another  billionaire  —  new  to  the  Forbes  list  for 
’99  —  is  high-profile  venture  capitalist  John  Doerr,  a 
partner  at  Kleiner,  Perkins,  Caufield  &  Byers  (KPCB) 
in  Menlo  Park.  Forbes  ranks  Doerr  No.  243,  with  an 
estimated  net  worth  of  $  1  billion.  KPCB  has  had  its 
hand  in  the  creation  of  more  than  100  publicly 
traded  companies  and  has  raised  more  than  $1.2  bil¬ 
lion  in  capital,  which  it  has  invested  in  companies 
with  more  than  $80  billion  in  market  capitalization. 

Today,  more  than  300  active  venture  capital 
firms  and  thousands  more  “angel”  investors  —  peo¬ 
ple  who  sink  their  own  money  into  ventures  — 
are  funding  companies.  Angels  can  be  “friends  and 
family,”  as  one  venture  capitalist  analyst  puts  it. 

Besides  money,  angels  give  advice,  says  Jim  Dow, 
founder  of  MicroCom,  which  he  sold  to  Compaq  in 
1997.  Dow,  now  a  Boston-area  angel,  funds  telecom 
and  Internet  infrastructure  companies.  He  invests 
anywhere  from  a  few  hundred  thousand  dollars  to 
a  few  million  in  a  company,  then  generally  sits  on 
the  board  of  directors  and  often  mentors  the  CEO. 

Another  angel  is  Paul  Allen,  Microsoft  co-founder 
and  billionaire  —  he’s  No.  2  on  Forbes’  “400  Richest 
Americans”  list,  behind  Bill 
Gates.  Allen,  with  a  net  worth  of 
$40  billion,  may  not  be  an  angel 
in  the  purest  sense  because  he 
also  invests  through  his  venture 
capital  firm,  Vulcan  Partners.  But 
his  pockets  are  deep,  and  he’s 
willing  to  invest  in  technology. 

An  example  of  his  largess:  In 
June,  Vulcan  and  MCI  WorldCom 
anted  up  $300  million  to  help 
Metricom,  a  leading  provider  of 
mobile  data  networking  and 
technology. 

Other  Silicon  Valley  angels 


include  Ron  Conway,  founder  of  Angel  Investors 
LP  and  its  two  venture  capital  funds  totaling 
$173  million;  and  Gary  Bowen,  a  former  Bay 
Networks  executive. 

Any  list  of  1999  venture  capitalist  notables  also 
would  have  to  include  Bandel  Carano  with  Oak  In¬ 
vestment  Partners  —  his  resume 
includes  the  successful  funding 
of  a  range  of  network  compa¬ 
nies,  from  Actel  to  Wellfleet 
Communications;  Paul  Ferri  at 
Matrix  Partners  —  his  scores 
include  Cascade  Communi¬ 
cations,  Sycamore  Networks  and 
Wellfleet.  And  then  there’s  Geoff 
Yang,  a  founding  partner  of 
Redpoint  Ventures,  a  Menlo  Park 
firm  launched  this  fall  from  a 
merger  of  Institutional  Venture 
Partners  and  Brentwood  Venture 
Capital.  He’s  a  power  player, 


with  deals  such  as  Foundry  and  Juniper. 

Many  of  today’s  venture  capitalist  power  brokers 
hardly  fit  the  mold  that  comes  with  the  term  “old 
timers. ’And  they  likely  will  be  around  wielding 
bucks  and  brains  for  a  long  time.  Nonetheless,  a 
new  crop  of  venture  capitalists  is  popping  up. 

“What  we  are  seeing  is  a  new  generation  of  ven¬ 
ture  capitalists  who  have  very  specific  expertise  with¬ 
in  networking  and  communications, ’’Accel’s  Breyer 
says.  He  cites  Accel’s  own  Peter  Wagner,  a  33-year-old 
general  partner  who  led  the  firm’s  investment  in 
Northpoint  Communications;  his  network  franchise 
focuses  on  service  businesses  and  optical  network¬ 
ing.  Another  example  is  Peter  Morris,  a  40-year-old 
general  partner  at  NEA  who  specializes  in  data  net¬ 
working.  Other  names  and  faces  worth  remembering 
are  Roland  Van  der  Meer  of  Communications  Ven¬ 
tures  and  Steve  Jurvetson  at  Draper  Fisher  Jurvetson. 

The  money  guys,  they  keep  a  cornin’. 

Marks  is  a  freelance  writer  in  Littleton,  Colo. 


!  The  Power  Issue  .  Network  World  Signature  Series  .  Dec.  27, 1999  Jan.  3,  2000  .  www.nwfusion.com/power 


When  you  ARCserve®/77M  you  get  the  first 
storage  management  solution  that  leverages 
multi-vendor  Fibre  Channel  Storage  Area 
Networks  (SAN),  enabling  you  to  make  the  most 
of  your  IT  resources  by  off-loading  data  from 
your  business  network  to  its  own  dedicated 
storage  network,  freeing  up  bandwidth  for  other 
business-critical  operations.  When  you  ARCs erve/T, 
you’ll  be  able  to  share  storage  devices  while 
reaping  the  benefits  of  high-speed  backup  and 
restore  over  a  fast  fiber-optic  storage  backbone. 

ARCser ve/T,  Complete  Storage  Management,™ 
delivers  advanced  functionality,  easy  administration, 
and  unsurpassed  reliability  to  any  environment  — 
from  a  single  server  to  a  global  enterprise. 
ARCserve/T’s  extensive  suite  of  solutions  offer 
extensive  client/server  support,  automated  disaster 
recovery,  “hot”  application  protection,  enhanced 
performance,  policy-based  data  management, 
non-stop  availability,  and  support  for  the  latest 
IT  technologies. 

For  more  information  on  SAN  initiatives, 
call  1-877-2  GO  FOR  IT  or  visit  our  website  at 

www.cai.com/justarcserveit.  Do  it  today — 
because  when  it  comes  to 
improving  storage  perfor¬ 
mance  and  efficiency,  you 
have  only  two  choices:  you 
can  live  with  it — or  you 
can  ARCs erve/T. 


Call  for 
training  on 
ARCs erve/f 

1-800-237-9273 


(Computer® 

Associates 

Software  superior  by  desigr 


©  1999  Computer  Associates  International,  Inc  ,  One  Computer  Associat  e  f  *  ■, 
Islandia,  NY  11749.  All  product  names  referenced  herein  are  trademark'.  o<  their 
respective  companies. 


Want  to  ensure  the  reliability  of  your 
e-commerce  applications  and  Internet  services? 


Make  it  Visual. 


Visual  IP  Insight,  Visual  UpTime, 
Visual  Internet  Benchmark. 


THE  SERVICE  MANAGEMENT  LEADER. 


c 


Free  Renaissance  White  Paper  "Service  Management  for  IP  Networks" 


www.visualnetworks.com/nw 


02000  Visual  Networks,  Inc.  Visual  Networks  is  a  registered  trademark  of  Visual  Networks. 
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HIGH-TECH  HITS  THE  BIG  TIME  IN  THE  2000  PRESIDENTIAL 


RACE.  BY  DEBORAH  RADCLIFF 


man,  Dell;Tom  Engibous,  president, Texas 
Instruments;  Robert  Herbold,  executive  vice  presi¬ 
dent,  Microsoft;  John  Chambers,  president  and 
CEO,  Cisco;  Ray  Lane,  president,  Oracle;  Carol  Batz, 
CEO,  Autodesk;  Richard  Egan,  founder,  EMC;  James 
Barksdale,  managing  partner,  Barksdale  Group;  and 
Steve  Papermaster,  CEO,Agillon. 

Bush  caught  the  technology  wave  relatively 
early.  In  1996,  his  administration  formed  the  Texas 
Science  and  Technology  Council.  And  around  the 
same  time,  he  passed  a  research  and  development 
tax  credit  in  Texas  that  has  helped  his  state  draw 
high-tech  companies  to  areas  around  Austin,  Dallas 
and  Houston. 

“Bush  sees  the  difference  between  the  things 
the  government  can  help  with  and  things  the  gov¬ 
ernment  shouldn’t  get  involved  with  at  all,”  says 
Floyd  Kvamme,  a  KPCB  partner,  a  Bush  technology 
policy  advisor  and  a  member  of  the  board  for  the 
Technology  Network  in  Silicon  Valley. 

Internet  taxation  is  a  particular  hot  button  for 
Bush  and  other  candidates  this  election  season 
because  the  three-year  moratorium  on  it  is  set  to 
expire  in  October  200 1 .  Bush  and  his  e-business- 
minded  tech  advisors  realize  Internet  taxation  is 


t’s  happy  hour  in  Sacramento,  the  California 
capital,  and  Vice  President  A1  Gore  is  ensconced 
in  a  private,  back-office  meeting  with  25  high- 
tech  movers  and  shakers.  Among  them:  John 
Doerr,  partner  with  Kleiner,  Perkins,  Caufield 
&  Byers  (KPCB),  the  venture  capital  power¬ 
house;  Mark  Andreessen,  Netscape  founder;  and 
Steve  Westly,  vice  president  of  business  develop¬ 
ment  for  fast-growing  eBay. 

Over  pizza  and  beer,  they’re  talking  politics, 
Silicon  Valley  style:  education  reform,  encryption 
controls  and  research  and  development. 

“A1  Gore  has  been  coming  out  here  nearly  every 
month  for  the  past  three  years  to  meet  informally 
with  people  he  calls  Gore  techs,”  Westly  says.  “He 
sets  aside  pomp  and  circumstance  and  talks  about 
issues  that  matter  to  us.” 

Gore  is  not  the  only  candidate  meeting  with 
high-tech  minds.  George  W.  Bush  and  Bill  Bradley 
are  all  over  the  Bay  Area  and  other  high-tech 
pockets  around  the  country.  As  for  John  McCain, 
well,  let’s  just  say  he’s  had  an  ear  open  to  the 
tech  community  ever  since  his  January 
1997  nomination  as  chair  of  the 
Senate  Committee  on 


Commerce,  Science  and  Transportation. 

The  high-tech  industry  is  growing  up  politically. 
And  nowhere  is  the  rising  political  influence  of  the 
tech  community  more  evident  than  in  election 
2000.  Just  take  a  look  at  the  leading  candidates ’Web 
pages.  Right  under  education  and  social  security 
reforms,  the  presidential  candidates  have  posted  a 
number  of  technology  policy  issues  on  everything 
from  Internet  taxation  to  encryption  and  the  work¬ 
force  shortage. 

But  of  the  candidates  who  claim  counsel  among 
high-tech  leaders,  Bush,  the  Republican  Texas  gov¬ 
ernor,  has  been  the  only  one  to  install  a  formal 
technology  advisory  committee.  He  did  so  in  June. 

Meanwhile,  three  other  leading  bipartisan  candi¬ 
dates  —  McCain,  a  Republican  senator  from 
Arizona,  and  Democrats  Gore  and  former  New 
Jersey  Senator  Bill  Bradley  —  have  no  formal  tech¬ 
nology  policy  advisory  committees.  But  all  have 
their  own  ways  of  gleaning  advice  from  the  indus¬ 
try’s  power  elite. 


POWERING  BUSH'S  TECH  CAMPAIGN 

Bush’s  list  of  top  advisors  reads  like  a 
high-tech  who’s  who:  Michael  Dell,  chair 
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Web  site 


Technology  platforms 


Technology  advisors 


DEMOCRATS  * 


Al  Gore 


www.algore2000.com  •  Targeted  technology  investments 

•  Privacy 

•  Child  protections  online 

•  Connect  schools  to  the  Internet* 

•  Expand  crime-fighting  computer 
technology* 


None;  but  met  with  high-tech 
luminaries  on  a  quarterly,  near 
monthly  basis  until  the  onset  of 
fourth  when  he  got  busy  with 
the  campaign. 


Bill  Bradley  www.billbradley.com 


•  Internet  as  a  grass-roots  political  platform 

•  For  Internet  deregulation;  consumer  rights* 

•  Voted  for  V-Chip  and  telecom  self-censor¬ 
ship* 


None  formally,  but  is  friends  with 
a  number  of  high-tech  entre¬ 
preneurs;  spent  a  year  in  Silicon 
Valley  as  a  guest  lecturer  at 
Stanford  University. 


REPUBLICANS  * 


George  W.  Bush 


www.georgewbush.com 


Make  the  Internet  duty-free 
Combat  piracy  of  American  ideas  and 
intellectual  property 
Develop  international  standards  for 
e-commerce 

Ease  export  controls  on  encryption 

R&D  tax  credits 

Raise  limits  on  H-1 B  visas 


Several,  including  Michael  Dell, 
chairman,  Dell  Computer;  Robert 
Herbold,  executive  vice  pres¬ 
ident,  Microsoft;  John  Cham¬ 
bers,  president  and  CEO,  Cisco; 
Ray  Lane,  president,  Oracle; 
James  Barksdale,  managing 
partner,  Barksdale  Group. 


export  regulations.  This  is  where  Bush  makes 
a  strong  statement  in  favor  of  easing  export 
controls. 

In  a  written  statement  on  his  Web  site, 

Bush  says  the  current  export  control  system 
is  broken.  His  solution:  “Set  a  common-sense 
export  policy  that  places  priority  on  safe¬ 
guarding  our  national  security  while  allowing 
American  companies  to  sell  products  in  the 
international  marketplace.” 

Kvamme  doesn’t  say  how  Bush  will  recon¬ 
cile  the  two  opposing  forces:  business  interests 
vs.  law  enforcement’s  antithesis  of  hard-to- 
crack  encryption.  But  he  does  say  that  lifting 
encryption  export  rules  would  actually  help 
law  enforcement  because  weak  encryption 
makes  it  easier  for  bad  guys  to  intercept  and 
decrypt  private  messages. 

“I  don’t  really  see  a  president  being  able  to 
reconcile  this,”  says  Harris  Swartz,  director  of 
information  security  at  Road  Runner,  an  ISP  in 
Herndon,  Va.,  and  board  member  of  the  recently 
formed  Digital  Privacy  and  Security  task  force. 
DPS,  a  political  steering  committee  under  the 


John  McCain 


www.mccain2000.com 


Against  Internet  taxes 

H-1  B  visa  program  is  not  enough;  eliminate 

artificial  limits 

Job  training 

Technology  and  e-commerce  "single  most 
important  thing  for  Congress"  next  term 
Ease  encryption  export  controls 


None,  but  as  chair  of  the  Com¬ 
merce  Committee,  he's  in  touch 
with  a  number  of  high-tech 
leaders  and  issues. 
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inevitable,  and  they  want  to  make  sure  it’s  done  fairly, 
Kvamme  says.  But  other  candidates  favor  extending 
the  moratorium  while  issues  of  interstate  and  for¬ 
eign  taxation  are  ironed  out.  And  McCain  favors  a 
permanent  ban  on  Internet  taxation  altogether. 

“Conservatives  tend  to  favor  extending  the  mora¬ 
torium,  perhaps  indefinitely.  But  state  and  local  gov¬ 
ernments  are  deeply  concerned  that  they  will  lose 
a  vital  source  of  revenue  as  sales  migrate  to  the 


Internet,”  explains 
Christopher  Yukins,  a 
partner  with  Holland 

and  Knight,  a  Falls  Church, Va.,  firm  specializing  in 
tax  law.  “Businesses  and  politicians  are  caught  in 
the  middle.  Many  business  people  would  accept 
taxes  on  Internet  transactions  so  long  as  the  system 
was  fair  and  reasonably  ‘administerable.’” 

Another  barrier  to  e-commerce  is  encryption 


Center  for  Democracy  and  Technology  in 
Washington,  D.C.,  will  make  recommendations 
to  the  new  administration. 

Referring  to  the  Clinton  administra¬ 
tion’s  September  announcement  that  it 
would  release  details  on  plans  for  relax¬ 
ing  export  controls  after  Congress’  winter 
break,  Swartz  says:  “The  whole  issue  and 
recent  legislation  raising  export  restric¬ 
tions  is  great  for  those  who  sell  encryp¬ 
tion.  It’s  also  great  for  protecting  sensitive 
information  over  the  Internet.  But  when 
you  look  at  the  criminal  side,  you  get  into  trouble.” 

GORE'S  PRIVATE  POWER  MEETS 

While  Swartz  is  cautionary,  the  Business  Software 
Alliance  (BSA)  in  Washington,  D.C.,  hails  Gore  for 

Continued  on  page  68  IliM^ 


THINGS  THEY  ARE  A  CHANGIN' 


Politics  come  to  high  technology 


L  ike  it  or  not,  Silicon  Valley  executives  have  started  to  realize 

there  is  something  to  what's  going  on  inside  state  capitals  and  in 
the  Beltway. 

"The  demographic  of  the  typical  technology  executive  is  the 
Libertarian.  They  tend  not  to  get  involved  in  politics  because 
they're  more  driven  to  create  —  it's  their  day  and  night  job.  But  that's 
changing,"  says  Becca  Gould,  vice  president  of  public  policy  for  the 
Business  Software  Alliance  (BSA)  and  former  counsel  to  the  House 
Commerce  Committee.  "Tech  executives  are  becoming  more  political 
because  software  and  high  tech  is  driving  the  U.S.  and  the  world  economy." 

According  to  a  July  report  by  the  Department  of  Commerce,  technology 
growth  accounted  for  one-third  of  economic  growth  in  the  U.S.  between 
1995  and  1998. 

"In  less  than  five  years,  look  what's  happened.  It's  an  entirely  new 
economy  with  new  forces  driving  that  economy  and  impacting  change 
throughout  the  world.  Whenever  that  happens,  Congress  starts  to  get 
more  involved,"  says  Bill  Calder,  spokesman  for  Intel,  which  has  had  lob¬ 


byists  in  Washington  for  the  past  15  years. 

A  handful  of  pioneering  groups  —  the  BSA,  the  IEEE-USA  and  the 
Semiconductor  Industry  Association  among  them  —  have  been  on  Capital 
Hill  for  more  than  five  years.  But  the  true  techno-political  renaissance  began 
only  two  years  ago  when  tech  businesses  galvanized  in  California  to  defeat 
Proposition  211  (known  as  the  frivolous  lawsuit  proposition).  Proposition  211 
had  been  put  on  the  ballot  by  shareholders  and  trial  attorneys  to  make  it  eas¬ 
ier  to  sue  high-tech  start-ups  with  poor  stock  performance. 

"Like  a  sleeping  giant,  Silicon  Valley  awoke  and  said,  'This  is  not  good  for 
research  and  development.  High  tech  is  the  driver  of  our  national  economy,'" 
says  Steve  Westly,  vice  president  of  business  development  for  eBay  and  a 
member  of  the  Democratic  National  Committee. 

Proposition  211  gave  birth  to  the  highly  political,  Silicon  Valley-based 
Technology  Network,  a  membership  group  representing  more  than  140  high- 
tech  firms.  It  offers  financial  and  advisory  support  for  bipartisan  politicians. 

—  BY  DEBORAH  RAD  CUFF 
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leading  this  legislative  effort.  “I  put 
t  his  all  under  the  banner  of  pro¬ 
moting  e -commerce.  Encryption 
controls  are  an  inhibitor  to  the 
Internet  developing  further  and 
puts  those  using  the  Internet  at  risk,” 
says  Becca  Gould,  vice  president  of 


public  policy  for  the  BSA. 

Through  his  informal  dialogs,  the 
vice  president  has  had  an  earful  from 
the  tech  community.  And  one  of  the 
other  things  his  tech  advisors  are 
telling  him  to  support  is  permanent 
R&D  funding  for  technology  develop¬ 
ment.  “In  Silicon  Valley,  funding  basic 


research  at  the  universities  is  what  led 
to  the  semiconductor.  It’s  what  gave  us 
the  technology  for  the  Internet,”  eBay’s 
Westly  says. 

And  so,  on  his  Web  page,  Gore 
takes  a  position  in  favor  of  R&D 
investments  and  tax  credits  to  foster 
high-tech  growth. 
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The  Only  Managed  Intelligent 
Media  Converters  Available. 


For  total  control  of  Ethernet  networks,  you  need  our  chassis-based 
Intelligent  Media  Conveiler  7500  with  NetBeacon  "  Media 
Conversion  Management  Software  the  most  comprehensive 
software  tool  oj  its  kind.  Eliminate  those  "black  holes”  that  exist 
at  critical  network  convergence  | mints  by  employing  intelligent 
media  conversion  management  Only  NetBeacon  puts  full-featured 
management  of  over  40  functional,  operational  and  environmental 
parameters  at  your  fingertips  for  comprehensive  remote  monitoring, 
troubleshooting  and  remediation  of  mixed  media  connections, 
launch  from  I  IP  Open  View  or  seamlessly  integrate  with  all 
industry  standard  SNMP-based  enteqiri.se  management  systems. 


cast.  Inc  Lancast  and  the  Lancast  logo  are  registered  trademarks  and  NetBeacon  is  a  trademark  of  Lancast,  Inc.  All  others  are  the  properly  of  their  respective  owners.  registered 


Lancast  offers  high  product  reliability  combined  with  the  best 
price-performance  available  in  its  class.  For  more  information,  call 
v<  >ur  reseller  t(  >day  or  visit  our  website  at  www.Iancast.com. 
Wliile  you’re  there,  be  sure  to  check  out  our  other  intelligent 
connectivity  solutions. 
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His  support  for  permanent  tax 
incentives  makes  one  influential  tech 
group,  the  IEEE-USA,  particularly  happy. 
Without  tax  incentives  (which  all  can¬ 
didates  actually  favor),  technology  com¬ 
panies  would  not  be  able  to  withstand 
the  losses  often  involved  with  research, 
says  Paul  Kostak,  IEEE-USA’s  president. 

“Until  now,  the  R&D  tax  credits 
come  up  every  year.  Members  of  Con¬ 
gress  have  told  me  point  blank  that 
it’s  an  image  thing  for  them.  If  they 
pass  a  tax  credit  every  year,  it  makes 
them  look  good,”  Kostak  explains. 

MCCAIN  FEELS  INDUSTRY'S  PAIN 

While  the  IEEE-USA  will  not  directly 
advise  a  presidential  candidate 
because  it  looks  like  an  endorsement, 
it  is  trying  to  assert  some  authority  on 
an  issue  near  and  dear  to  it:  the  H-1B 
visa  foreign  worker  program.  Obtain¬ 
ing  an  H-1B  visa  is  a  cumbersome,  red- 
tape-wrapped  process  in  which  many 
a  temporary  worker  gets  lost,  Kostak 
says  in  explaining  why  the  IEEE-USA 
sent  an  open  letter  to  President 
Clinton  requesting  that  the  program 
be  fixed. 

As  chair  of  the  Commerce  Com¬ 
mittee,  McCain  helped  raise  the  num¬ 
ber  of  H-1B  visas  from  65,000  to 
1 15,000  as  a  temporary  fix  to  the 
labor  shortage.  But  while  McCain  and 
the  other  candidates  support  raising 
the  bar  on  H-1B  visas,  the  225,000- 
member  IEEE-USA  would  rather  see 
foreign  technology  workers  enter  the 
U.S.  under  America’s  permanent  em¬ 
ployment  visa  program  because  half 
of  those  permanent  employment 
visas  —  around  60,000  —  go  unused 
each  year. 

John  Raidt,  McCain’s  policy  direc¬ 
tor,  says  the  senator  would  address 
this  problem  by  offering  an  unlimited 
number  of  H-l  B  visas  until  the  year 
2006  and  use  the  money  raised  in 
visa  fees  to  improve  technology  edu¬ 
cation  domestically.  McCain  touches 
on  one  of  the  biggest  work  force 
issues  among  the  tech  community, 
which  for  the  most  part  favors  train¬ 
ing  and  education  over  importation. 
But  changing  the  educational  system 
would  be  a  monumental  task. 

According  to  the  Department  of 
Education’s  National  Center  for 
Educational  Statistics  in  Washington, 
D.C.,some  24,768  technology-related 
bachelor’s  degrees  were  awarded  in 
the  1996-1997  school  year. This  num¬ 
ber  is  up  slightly  from  previous  years, 
but  actually  lower  than  the  1 990- 
1991  school  year,  in  which  25,083 
such  degrees  were  awarded.  In  the 
meantime,  the  Bureau  of  Labor 
Statistics  estimates  that  more  than 

Continued  on  page  70  llll^ 


CapstoneSf  fiber  slave  unit 


Capstone24f  twisted  pair 
slave  unit 


The  Keyston e24mg  Gigabit 
Ethernet  Switch  uses  a 
dedicated  8  Gbps  high-speed 
interface  that  links  the  slaves 
to  the  64  Gbps  switch  fabric. 


Powered  by  NuWweArchitecture" 

NPI’s  new  Keystone24mgf  Gigabit  Ethernet  switch  features  24  10/100  and  two  optional  Gigabit  uplink  ports,  expandable  to  96  10/100 
ports.  Every  port  in  the  stack  is  Powered  by  eve  Architecture  to  deliver  wire-speed,  non-blocking,  fully-managed  performance  at 
the  lowest  price  per  port  available  today.  Call  1-800-674-8855  to  see  how  well  we  stack  up  for  yourself. 
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Continued  from  page  68 
one  mili;  >n  technical  jobs  will  need 
filling  by  2005. 

Becaus*  women  made  up  only 
about  one-third  of  those  graduates 
(6,731  in  1996- 1997),  Washington- 
based  Women  in  Technology  Inter¬ 
national  would  like  the  candidates 


also  to  address  training  and  education 
of  women  and  minorities,  says  Carolyn 
Leighton,  WITI’s  president.  But  this  is 
lacking  in  all  presidential  candidates’ 
campaign  statements.  Like  the  IEEE 
and  the  BSA,WITI  does  not  directly 
advise  candidates,  although  it  does 
provide  candidates  with  its  wish  list. 


BRADLEY  DOES  STANFORD 

While  Bill  Bradley  campaigns  for 
education  improvements,  he  doesn’t 
focus  on  the  technology  training 
issue.  Rather,  his  entire  technology 
platform,  such  that  it  is,  centers  on 
the  Internet. 

“I  spent  a  lot  of  time  educating 
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Racal  Security  and  Payments 
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LINK  TO  A  SECURE  FUTURE 


There  are  many  good  reasons  to  migrate 
from  leased  lines  to  Frame  Relay,  but 
protecting  your  data  is  not  one  of  them. 
With  the  incidence  of  hacking,  data  theft, 
and  industrial  espionage  on  the  rise,  now 
more  than  ever,  your  business  needs  the 
DATACRYPTOR  2000. 

Racal’s  DATACRYPTOR  2000  family  of  link 
and  frame  relay  encryptors  are  designed  to 
protect  your  valued  data  by  authenticating 
your  connections  and  encrypting  data  that 
flows  across  your  network. 

The  versatile  DATACRYPTOR  2000  protects 
your  business  using  X.509  certificates  to 
authenticate  each  connection  and  triple-DES 
to  encrypt  data.  Automatic  key  exchanges 
take  place  using  Diffie-Hellman  Public  Key 
negotiation  as  frequently  as  you  wish.  The 
DATACRYPTOR  2000  offers  soft-loadable, 
digitally  signed  algorithms  to  protect 
your  investment  today  and  for  the  future. 
From  a  single,  central  point  of  control, 
the  DATACRYPTOR  2000  can  be  installed, 
configured  and  managed  using  SNMP  and 
Racal's  secure  graphical  Element  Manager. 

When  it  comes  to  providing  your  valuable 
information  safe  and  secure  passage,  look 
to  Racal  to  be  your  safety  net. 

CALL  NOW  FOR  MORE  INFORMATION  ON 
FRAME  RELAY  VULNERABILITY  AND  RECEIVE 
YOUR  FREE  KEY  MANAGEMENT  WHITE  PAPER 
OR  VISIT  US  AT  WWW.RACALITSEC.COM 
1-888-744-4976  OR  1-954-846-4700  EXT.  4492 
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Bill  Bradley  on  his  Internet  strategy 
—  how  he  can  use  it  in  his  campaign 
by  bringing  people  to  his  Web  site,” 
says  Ted  Schlein,  advisor  and  friend 
to  Bradley,  and  a  KPCB  partner.  “Last 
time  he  came  to  San  Jose,  he  must 
have  said  ‘www.billbradley.com’ 
about  1 5  times.  I  smiled.” 

Although  Bradley  states  no  tech¬ 
nology  policy  platforms  beyond 
Internet  deregulation,  consumer 
rights  and  limiting  media  owner¬ 
ship,  Schlein  maintains  that  Bradley 
has  gained  strong  support  in  the 
tech  community.  He  points  out  that 
Bradley  lived  among  the  Valley’s 
power  elite  while  guest  lecturing 
at  Stanford  University  in  Palo  Alto 
in  1997. 

And  surprise,  surprise,  tech  leaders 
aren’t  necessarily  interested  in  tech¬ 
nology  platforms.  Many  agree  that 
technology  policy  issues  are  only  a 
small  part  of  what  the  high-tech  com¬ 
munity  will  vote  on. 

“It’s  often  written  in  the  press  that 
debate  on  H-1B  visas  will  get  the 
support  of  Silicon  Valley. That  can’t 
be  farther  from  the  truth,”  eBay’s 
Westly  says.  “The  issues  Silicon  Valley 
look  at  are  a  lot  broader  —  pro- 
choice,  pro-education,  pro-environ¬ 
ment  and  responsible  financial  aid,  to 
name  a  few.” 

As  such,  Westly  continues,  techni¬ 
cally  savvy  voters  will  ultimately 
judge  candidates  on  their  other  posi¬ 
tions  and  affiliations.  He  adds:  “If 
candidates  are  close  to  the  National 
Rifle  Association,  big  tobacco  or  the 
extreme  religious  right,  those  are 
the  political  philosophies  that  would 
make  a  candidate  an  anathema  in 
the  Valley.” 

But  because  of  their  contributions 
to  the  network  revolution  of  the 
’90s,  those  in  the  tech  community 
must  flex  their  political  muscle 
responsibly  in  election  2000. 

Westly  adds:  “The  people  who 
have  developed  world-class  tech¬ 
nology  have  a  responsibility  to 
develop  world-class  standards  to 
regulate  this.” 

Radcliff  is  a  freelance  uniter  in 
northern  California. 
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A  list  of  techno-political 
groups  and  their  agendas. 
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lately  has  he  been  steadily  filling  its  cof¬ 
fers.  Today,  the  newly  consolidated  Bill 
and  Melinda  Gates  Foundation  has  assets 
of  $17.1  billion,  making  it  the  world’s 
largest  foundation.  Cynics  might  see  the 
sudden  generosity  of  Microsoft’s  head 
honcho  as  an  attempt  to  polish  a  tar¬ 
nished  image.  But  others  might  believe 
that  as  the  44-year-old  ambles  into  middle 
age,  he’s  done  buying  toys,  finished  build¬ 
ing  a  family,  has  the  wonderful  house,  and 
is  now  ready  to  start  thinking  about  old 
age  and  what  his  legacy  will  be. 

Like  Gates,  the  young  and  newly  rich 
may  require  a  different  kind  of  courting. 
Many  foundations  and  nonprofits  are  try¬ 
ing  to  tackle  the  problem. They’re  com¬ 
missioning  studies,  conducting  seminars, 
forming  initiatives  and  pursuing  new 
ways  of  reaching  this  elusive  sector. 

Some  of  the  appeals  are  amusingly 
practical.  Not  giving  is  ''crazy  from  a  tax 
point  of  view,  if  nothing  else,”  CFSV’s 
deCourcy  Hero  says. 

“Getting  involved  at  an  early  age 
allows  you  to  make  a  difference  while 
you  can  actually  see  it,”  Infoseek's  Kirsch 
points  out.  Kirsch  is  certainly  a  great  role 
model  (he  and  his  wife  maintain  a  $50 
million  fund  at  CFSV),  as  are  a  few  other 
stellar  persons,  including  Dell  Computer 
Chairman  and  CEO  Michael  Dell  and 
AOL  Chairman  and  CEO  Steve  Case. 

But  the  cyber-rich  haven’t  really  had 
many  leaders  to  follow.  Only  three  tech 
millionaires  (er,  make  that  billionaires) 
appear  on  a  recent  Fortune  list  of  the  40 
most-generous  Americans:  Microsoft  co-founders  Bill 
Gates  and  Paul  Allen,  and  PeopleSoft  Founder  D.r.  v 
Duffield.  (In  contrast,  some  70  computer,  Inte  :  ' 
and  network  leaders  are  listed  on  the  latest  !  '■  > 

“400  Richest  Americans”  list.)  Many  lech  cor  »  ■ 
do  their  best,  however,  to  encourage  pbilam  ‘ 
through  workplace  drives,  their  own  welD.u  • ; 


Tech  multimillionaires  (and  billionaires)  exercise  power  in  their 
communities  through  generous  donations.  BY  JOANN  GRECO 


Not  long  ago,  United 

Way  of  Santa  Clara  — 
which  services  some 
100  nonprofit  mem¬ 
ber  agencies  in  Sili¬ 
con  Valley  —  an¬ 
nounced  it  was  closing  its  doors.  An  $11 
million  deficit  seemed  insurmountable. 

And  with  costs  rising  every  day,  the 
charity  decided  it  was  useless  to  go  on. 

The  decision  stunned  the  affluent 
Valley  community,  so  much  so  that  a 
white  knight  in  the  form  of  42-year-old 
Infoseek  founder  Steve  Kirsch  quickly 
appeared  on  the  scene.  His  $1  million 
check  was  just  the  beginning  of  an 
extraordinary  campaign  that  saw  others 
rally  this  spring  to  make  up  the  shortfall 
in  a  few  weeks  —  with  a  couple  extra 
million  tossed  in  for  good  measure.  It’s 
a  great  story,  and  one  that  is  becoming 
increasingly  familiar. 

“There’s  been  a  stereotype  of  the  Valley 
as  the  land  of  $5  million  homes  and  five- 
car  garages,  but  the  level  of  philanthropic 
giving  is  increasing  dramatically.  For  exam¬ 
ple,  91%  of  those  aged  35  to  44  here  give 
to  charity”  says  Peter  deCourcy  Hero, 
president  of  Community  Foundation 
Silicon  Valley  (CFSV). 

Some  say  an  unseemly  gap  remains 
between  what  today’s  tech  millionaires 
are  worth  and  what  they’ve  given.According  to  a 
CFSV  study,  43%  of  the  area’s  rich  ($100,000+  annual 
income)  give  less  than  $2,000  annually  (the  national 
average  for  that  income  level)  to  charity.  In  Washing¬ 
ton  state,  the  tech-rich  Puget  Sound  region  boasts 
74,000  households  with  a  net  worth  of  more  than 
$1  million,  yet  the  state  ranks  low  in  giving. 


Experts  cite  the  folly  of  youth  as  a  primary'  reason. 
The  young  cyber-rich,  they  say,  may  need  to  be 
taught  about  philanthropy  because  it  isn’t  even  a 
blip  on  the  radar  screen  of  the  average  29-year-old. 

Take  Microsoft  Chairman  and  CEO  Bill  Gates,  the 
prototypical  slow  learner  in  this  respect. Although 
Gates  created  a  foundation  in  his  name  in  1 994,  only 
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EXECUTIVE  GIVING 


c<  wrporatc  foundations,  and  special  events  such  as 
Cisco’s  recent  Netaid  concert  and  AOL’s  Fall  launch  of 

■ 

helping.org,  a  philanthropy  portal. 

And  whether  individual  giving  is  at  the  level  it 
should  be,  nonprofits  in  tech  regions  are  enjoying 
unparalleled  success.  In  Austin, Texas,  for  example,  the 
number  of  people  who  have  donated  stock  options  (an 
imaginative  new  way  to  give  that’s  tailor-made  for  this 
sector)  to  the  local  United  Way  rose  from  12  in  1996  to 
|  1 1 1  in  1 998,  representing  an  increase  of  $600, (X)0.  In 

I  the  Valley,  CFSV’s  assets  have  grown  from  $7  million  in 
1988  to  $350  million  in  1999,  and  in  the  past  five  years 
the  group  has  doubled  its  number  of  funds  to  475. 

Washington  state  now  has  300  more  private  founda¬ 
tions  than  it  did  10  years  ago,  and  the  United  Way  of 
King  County,  which  covers  Seattle  and  its  environs, 
reported  an  increase  of  almost  $9  million  in  the  past 
year  alone. This  United  Way  also  reports  more  people  at 
the  $ 10,000-plus  giving  level  titan  any  other,  despite  the 
relatively  small  population  from  which  it  draws. 

Rick  Rafael,  spokesperson  for  United  Way  of  King 
County,  credits  a  concentrated  effort  to  better  reach 
these  potential  donors.  “A  few  years  ago,  we  noted  the 
disparity  and  started  formulating  a  strategy  specific  to 
this  market,”  he  says.  “We’ve  learned  that  high-tech 
donors  tend  to  be  much  more  interested  in  the  results 
generated  by  their  contributions.  We’ve  also  seen  that 
they’re  much  more  hands-on  —  we  see  a  lot  more 
volunteerism  coming  out  of  the  high-tech  sector.” 

One  of  his  generous  donors  agrees.  “We’re  active,” 
says  Dave  Chase,  a  34-year-old  Microsoft  product  unit 
manager.  “Whereas  previous  generations  may  have  pas¬ 


sively  written  a  check,  our  generation  wants  to  more 
closely  scrutinize  where  our  money  goes,  since  we 
realize  some  nonprofits  are  more  effective  and  effi¬ 
cient  than  others.  We’d  also  like  to  see  that  there  be 
more  leverage  in  the  money  we  give.” 

Aside  from  their  relative  youth  and  a  quite  literal 
need  for  interactivity,  the  cyber-rich  differ  in  another 
significant  way:  Much  of  their  wealth  remains  in  stocks. 
“That’s  where  the  real  gap  lies,”  CFSV’s  deCourcy  Hero 
says.  “A  quarter  of  the  people  working  in  Silicon  Valley 
are  receiving  stock  as  some  form  of  compensation,  and 
only  3%  are  giving  stock.There’s  a  vast,  untapped  pool 
of  resources  that’s  not  finding  its  way  into  charity.” 

He  cites  eBay,  an  early  options-giver,  as  a  great 
example  of  what  can  happen. “It  gave  us  100,000 
shares  before  going  public,  and  today  those  are  worth 
$40  million,”  deCourcy  Hero  says. 

Such  donations  are  part  of  a  new  kind  of  giving 
known  as  “venture  philanthropy.”  Based  on  a  model 
that  every  high-tech  employee  understands  —  ven¬ 
ture  capital  —  this  system  encourages  “partners”  to 
invest  in  innovative  and  needy  charities. The  idea  is 
for  them  to  nurture  their  financial  investments  with 
guidance,  resources  and  quite  active  participation  — 
just  as  real  venture  capitalists  do. 

The  first  such  effort,  and  now  a  model  itself,  is  the 
Seattle-area  Social  Venture  Partners  (SVP),  founded  in 
1997  by  former  Aldus  President  Paul  Brainerd.To  date, 
nearly  200  partners  have  signed  on,  each  donating 
$5,000  and  bringing  foundation  assets  to  $1  million. 

“The  required  donation  certainly  represents  a  fairly 
nominal  sum  of  money  to  the  people  we’re  trying  to 


attract,  but  the  point  is  not  so  much  the  money:  It’s 
about  establishing  a  connection  between  the  donors 
and  the  recipient  organizations.  "That’s  the  real  lever¬ 
age  —  when  these  highly  intelligent,  talented  people 
become  truly  involved  with  making  a  nonprofit  orga¬ 
nization  more  successful,”  says  Scott  Oki,  an  SVP  co¬ 
founder  and  former  Microsoft  executive  who  has 
joined  20  nonprofit  boards  since  his  retirement  eight 
years  ago  at  the  age  of  43- 

Helping  children  in  need  is  one  of  the  most  popular 
causes  for  SVP  and  other  donors  in  the  high-tech  sec¬ 
tor.  For  example,  Microsoft’s  Chase  has  committed  to 
giving  the  United  Way  of  King  County  $250,000  over 
five  years,  with  a  request  that  the  money  be  distrib¬ 
uted  to  kids’  organizations.  “My  wife  and  I  are  also  very' 
interested  in  environmental  causes  that  help  ensure 
that  kids  will  have  the  same  kinds  of  beauty  we 
enjoyed  growing  up,”  he  says. 

Chase  says,  “We  hope  we  can  be  an  example  to  our 
peers  so  they  accelerate  their  giving,  too.” 

Others  prefer  lesser-known,  more-focused  causes. 
Randy  Baker,  a  55-year-old  executive  vice  president  at 
Oracle,  is  dedicated  to  Alliance  for  Community  Care,  a 
San  Jose  organization  that  serves  the  severely  mentally 
ill.  “I  give  money  and  consult  on  the  agency’s  business 
issues,  but  perhaps  the  most  important  contribution 
I’ve  made  has  been  informally  talking  about  mental  ill¬ 
ness  and  its  effect  on  society  as  a  whole,”  he  says. 

Baker  provides  but  one  example  of  the  giving  style 
of  this  group:  individualistic,  focused  and  dedicated. 

It’s  just  one  more  product  of  those  who  have  created 
a  new  industry  and  risen  to  its  pinnacle.  ■ 


A  CLOSER  LOOK:  The  personal  giving  of  some  of  the  most  powerful  and  generous  people  in  the  networking  world. 


Paul  Allen 

Microsoft  co-founder 

Worth  $40  billion 


Allen's  individual  gifts 
have  included  $10 
million  to  Wash¬ 
ington's  Lakeside 
School  and  $4  million 
to  a  public  sculpture 
garden  to  be 
developed  in  Seattle. 
He's  established  six 
foundations,  focus¬ 
ing  on  causes  re¬ 
lated  to  the  environ¬ 
ment,  education,  the 
arts,  medical  re¬ 
search  and  comm¬ 
unity  service,  with 
current  total  assets 
of  $6  billion.  The 
foundations  fund 
charitable  groups 
and  projects  serving 
the  Pacific 
Northwest. 


Steve  Case 

AOL  co-founder, 
chairman  and  CEO 

Worth  $1.5  billion 

Case  created  an 
eponymous 
foundation  ($100 
million  in  assets)  with 
his  wife  in  1998.  It 
focuses  on  deliver¬ 
ing  health  care  and 
educational  oppor¬ 
tunities  (including,  as 
is  expectedly 
popular  with  tech 
givers,  science  and 
computer  education 
efforts)  to  under¬ 
served  children  in 
Fairfax  County,  Va. 
He  advocates  using 
online  technology  to 
benefit  society, 
improve  the  lives  of 
families  and  children, 
and  empower  the 
disadvantaged. 


Vinton  Cerf 

Internet  pioneer  and 
MCI  WorldCom 
senior  vice  president 
for  Internet  archi¬ 
tecture 

Net  worth  not  public 


Cerf  helped  found 
the  Northern  Virginia 
Resource  Center  for 
Deaf  and  Hard  of 
Hearing  Persons, 
serves  on  the  board 
of  Washington,  D.C.'s 
Gallaudet  University, 
chartered  by 
Abraham  Lincoln  for 
deaf  and  hard  of 
hearing  students, 
and  works  as  an 
advocate  for  bringing 
technology,  including 
e-mail,  Internet  chats 
and  telecommuni¬ 
cations  devices,  to 
that  population. 


Jim  Clark 

Founder/co-founder 
of  Silicon  Graphics, 
Netscape  and 
Healtheon 

Worth  $1.8  billion 


Repeatedly  crediting 
education  as  the  key 
to  his  success,  Clark 
has  made  it  a  focus 
of  his  giving.  He  made 
headlines  recently  by 
donating  $150  million 
to  Stanford  Uni¬ 
versity,  one  of  the 
largest  donations 
ever  in  higher 
education.  He  also 
donated  $1  million  to 
the  Clark  Foundation 
in  Salt  Lake  City, 
which  was  founded 
by  his  son  Michael  to 
enhance  informal 
science  education 
through  museums, 
aquariums  and 
planetariums. 


Michael  Dell 

Dell  Computer 
founder  and  CEO 

Worth  $20  billion 


Active  givers,  Dell 
and  his  wife  have 
donated  $500,000  to 
the  Austin  Public 
Library  and 
established  a  $1 
million  United  Way 
matching  grant;  have 
boosted  a  capital 
campaign  for  the 
Austin  Children's 
Museum  by  donating 
$1  million;  and  have 
contributed  $1  million 
toward  a  new 
imaging  center  atthe 
Children’s  Hospital  of 
Austin.  Dell,  along 
with  five  other  Dell 
executives,  recently 
pledged  $13  million 
to  help  the  Austin 
Museum  of  Art 
expand. 


Larry  Ellison 

Oracle  co-founder 
and  CEO 

Worth  $13  billion 

Last  year,  Ellison 
donated  $5  million  to 
the  University  of 
California/Davis 
Health  System,  its 
largest  ever  private 
bequest,  to  fund  a 
new  ambulatory  care 
center.  According  to 
an  Oracle  spokes¬ 
person,  Ellison's 
personal  interests 
drive  the  company's 
corporate  giving, 
which  is  skewed  to 
medical  research; 
the  protection  of 
endangered  animals 
and  the  environment; 
and  math,  science 
and  technology 
education  for  K-12 
students. 


Bill  Gates 

Microsoft  co-founder 
and  CEO 

Worth  $85  billion 


After  increasing  the 
funds  in  his  personal 
foundation  to  a 
whopping  $17  billion. 
Gates  will  now  be 
donating  an  esti¬ 
mated  $850  million  per 
year  in  order  to  meet 
the  5%  disbursement 
required  to  keep  the 
foundation's  assets 
tax-exempt.  His  pet 
causes  include 
inoculation  and  other 
health  services  forthe 
world's  poor,  Internet 
access  for  schools, 
and  education 
(including,  as  with  co¬ 
founder  Allen,  a  $10 
million  contribution  to 
the  local  private 
school  they  attended. 
Lakeside). 


Steve  Kirsch 

Infoseek  founder 
and  CEO 

Worth  $200  million 


Kirsch  and  his  wife 
maintain  a  $50 
million  fund  atthe 
Community  Foun¬ 
dation  of  Silicon 
Valley,  and  commit 
$5  million  each  year 
to  other,  mostly 
medical,  causes.  The 
Kirsches  also  have 
granted  $100,000  to 
the  Silicon  Valley 
Arts  Fund,  $500,000 
to  the  Tech  Museum 
of  Innovation,  and 
$200,000  to  Santa 
Clara  Libraries,  as 
well  as  $1  million  to 
rescue  the  local 
United  Way. 
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State  of  the  WAN:  " 
Capitalizing  on 
New  Technologies 
and  Services 


It’s  not  easy  managing  all  of  these  issues. 
But  you  can  do  it  —  and  on  budget. 


Register  for  State  of  the  WAN: 
TOWN  Capitalizing  on  New  Technologies  and 


MEETING  Services  and  get  the  hard  data  you 
■mining  neecj  to  allocate  your  budget  wisely 


and  make  informed  purchasing  decisions.  This  free 
“town  meeting”  style  event  brings  together  the 
wide-area  networking  experts  you  want  to  meet 
in  a  highly  interactive  forum. 


Dr.  Jim  Metzler  of  Ashton,  Metzler  and  Assoc,  and 
John  Gallant,  Editorial  Director  of  Network  World, 

will  deliver  keynote  addresses  and  moderate 
vendor  strategy  presentations  and  roundtable 
discussions  on  today’s  critical  areas  of  WAN 
management  including: 


•  The  Evolving  Sen/ices  Portfolio  —  Frame  Relay, 
ATM,  VPN,  DSL  or  IP.  What  works  for  you? 

•  Managed  Services  and  Equipment —  What  are 
they  and  why  should  you  be  interested  in  them? 


Access  Services  and  Equipment  —  How  can 
you  maximize  your  access  dollars? 


•  Customer  Care 
giving  enough? 


■  Are  you  getting  and 


Hear  the  answers  to  these  and  your  own 
questions  about  the  rapidly  changing  WAN 
landscape  so  you  can  start  making  better, 
informed  decisions  about  your  enterprise 
immediately.  This  free  seminar  is  one  of  the 
best  investments  you  can  make  for  the  future 
of  your  WAN  —  and  your  peace  of  mind. 


Seminar  Tour 

Boston,  MA,  February  1 5 
New  York,  NY,  February  1 6 
Seattle,  WA,  February  29 

Santa  Clara,  CA,  March  1 


Atlanta,  GA,  March  14 
Chicago,  IL,  March  1 5 
Denver,  CO,  March  28 
Dallas,  TX,  March  29 


Register  today  for  this  FREE  event! 

Call  800-643-4668  or  go  to 
www.nwfusion.com/townmeeting/wan 
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COMMUNICATIONS  a  BRIDGE  company 


To  become  a  sponsor  of  this  event,  please  contact  Andrea  D’Amato  at  508-490-6520  or  adamato@nww.com 


CBMNET 


WASHINGTON 


www.comnetexpo.com 


Networking  at  the  Crossroads 

WASHINGTON,  D.C.  CONVENTION  CENTER 
EXHIBITS:  JANUARY  25-27,  2000 
CONFERENCE:  JANUARY  24-27,  2000 


Manage  a  dynamic  enterprise  network.  Harness  the 
power  of  the  public  network.  Implement  a  seamless, 
integrated  communications  network.  Do  it  all  at  ComNet. 

ComNet  provides  the  tools  and  techniques  you  need  as 
private  and  public  networks  converge  into  a  dynamic  new 
partnership.  Armed  with  these  products,  technologies 
and  strategies,  you  can  lead  your  company  towards 
enhanced  productivity  and  competitive  advantage. 

Networking  for  the  New  Millennium 

ComNet  showcases  the  best  of  both  private  and  public 
networks.  IP,  DSL,  Bandwidth,  Security,  Infrastructure, 
NOS,  Applications,  Internet,  VPN,  ASP,  Storage.  Come 
to  ComNet  and... 

■  Evaluate,  compare  and  test  drive  solutions  from 
450+  exhibitors. 

■  Be  the  first  to  see  hundreds  of  the  newest  products 
and  technologies. 


■  Keep  current  on  industry  trends  and  public  policy 
that  impact  your  business. 

■  Experience  features  and  debates  on  the  latest 
technologies  and  innovations. 

■  Increase  performance  and  profitability  with  intensive, 
independent  education. 

ComNet  is  where  total  communications  network  solutions 
come  together.  Register  today! 

Don't  Wait! 

Register  now  at  WWW.COITinetexpO.COm 

to  attend  the  ComNet  exhibits,  keynotes  and  special 
presentations  free  (a  $50  value).  Plus,  find  updates 
on  the  exciting  new  programs  added  for  ComNet  2000. 

Do  it  today! 

Questions?  Call:  800-545-EXPO, 
email:  information@comnetexpo.com 
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THE  POWER  ISSUE:  POWER  STRUGGLES 


Tl  he  network  business  is 
fraught  with  strife.  Vendors 
battle  each  other  for  market 
share,  and  fight  internal  fires 
that  threaten  to  hinder  prod¬ 
uct  development,  throw  strategic  direc¬ 
tions  off  course  or  send  revenue  spiraling 
downward.  Standards-setters  grapple  with 
the  best  paths  to  take  with  specifications, 
and  incumbent  carriers  lobby’  hard  to 
squelch  advances  by  their  foes.  And  you’ve 
got  to  keep  track  of  all  this,  on  top  of  con¬ 
taining  technology  and  management 
problems  within  your  own  department 
and  throughout  the  company. 

Wat’s  where  we  come  into  play,  with  our 
annual  examination  of  key  power  strug¬ 
gles  shaping  the  network  industry.  This 
year,  we  look  at  what’s  happening  with: 

•  Development  and  implementation 
of  IP  Security. 


1 

\ 

i 1 


power 


struggl 


shaping  the  network  industry 


IPSec  punchfest 


From  multiple  drafts  to  sparring  test  labs,  power  struggles 
dog  this  standard.  BY  JULIE  BORT 


Corporate  policies  on  e-mail  and 
Web  usage. 

Advancement  of  the  storage-area 
network  market. 

Creation  of  business-to-business 
electronic  commerce  standards. 

Carrier  deregulation  efforts. 


You  need  look  no  further  than  the  IP  Security  (IPSec)  effort  if  you  want  to  see  a  perfect  example  of  a 
power  struggle  in  the  network  industry.  Power  swirls  around  this  Internet  Engineering  Task  Force  proto¬ 
col  like  a  twister  surrounding  Dorothy. 

Contributing  to  the  maelstrom  are  arch  rivals  that  intermittently  work  together  over  IPSec  interoper 
ability  and  duke  it  out  over  how  to  write  the  next  portion  of  the  specification;  at  least  four  independ 
—  and  often  opposing  —  testing  organizations;  and  a  handful  of  spokespeople  for  users,  who  remain 
sorely  under-represented. 

While  the  core  of  the  IPSec  specification,  including  machine-to-machine  tunneling  and  encn  j  ■ 
methods,  is  now  an  official  standard,  bickering  continues  over  how  to  improve  the  standard  Like*, 
vendors  and  testing  organizations  are  engaged  in  power  battles  over  how  to  validate  implement;  m  ! 
the  agreed-upon  IPSec  standard.  And  the  already  slow  democratic  process  of  the  IETF  grinds  ic  rav. ! 
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THE  POWER  ISSUE:  POWER  STRUGGLES 


IPSEC  PUNCHFEST 


‘The  IPSec  Working  Group  has  been  working  for 
about  seven  years.  Usually  the  IETF  likes  a  working 
group  to  finish  in  12  to  18  months,”  says  Ron  Cully, 
lead  product  manager  for  Windows  Networking  for 
Microsoft. 

To  be  fair,  the  working  group  has  valid  reasons  for 
a  lengthy  tenure.  A  security  standard  for  IP  —  origi¬ 
nally  intended  to  be  part  of  IPv6  —  is  a  complex 
matter.  And  the  target  keeps  moving. 

“It’s  taken  them  so  long  largely  because  the  tech¬ 
nology  changed  out  from  under  them,"  explains 
Andrew  Newman,  senior  systems  analyst  for  Yale 
University  IT  Services,  an  IPSec  user  and  co-author  of 
Implementing  IPSec.  “The  early  IPSec  standard  . . . 
was  developed  for  a  time  when  there  wasn’t  a  broad 
need  for  security.” 

Not  so  today. The  average  enterprise  uses  IP  to  cre¬ 
ate  LANs,  provide  remote  access,  connect  far-flung 
offices  and  conduct  electronic  business.  In  addition, 
the  enterprise  has  sewn  itself  up  with  remote  access 
servers  (RAS),  public-key  infrastructures  and  network 
address  translators.  Smoothing  a  standardized  IP- 
based  security  blanket  over  the  top  is  no  easy  task. 

Still,  the  same  argument  could  be  applied  to  any 
widespread  standard  conceived  to  ensure  multiven¬ 
dor  interoperability.  Yet  Secure  Sockets  Layer  has 
managed  to  grow  from  seed  to  flowering  plant  in 
roughly  the  same  time  frame.  And  XML  shows  that 


the  industry  can  cooperate  in  fast-forward  mode 
when  it  wants  to. 

So  what’s  the  holdup  on  widespread  IPSec  inter¬ 
operability?  Why,  after  years  of  bake-offs  and  Inter¬ 
ops,  does  interoperability  remain  iffy  at  best? 

The  answer  has  three  parts:  Philosophical  dis¬ 
agreements  in  the  working  group  tend  to  come 
from  companies  that  have  a  vested  interest  in  a  par¬ 
ticular  technology;  testing  organizations  work  for 
the  vendors;  and  users  don't  have  much  input. 

THE  PHILOSOPHY  OF  SECURITY 

Vendor  marketing  makes  it  sound  as  if  the  indus¬ 
try  is  a  lot  closer  to  IPSec  interoperability  than  it 
actually  is.  It’s  true  that  interoperability  exists  today, 
but  only  if  you  need  to  tunnel  between  gateways 
with  permanent  IP  addresses  and  you  can  exchange 
keys  offline.  If  vendors  claim  interoperability  —  or 
display  a  stamp  from  the  International  Computer 
Security  Association  (ICSA)  —  this  is  typically  the 
IPSec  compliance  they’re  espousing. 

“The  basic  stuff  is  done  and  has  been  done  for 
some  time,”  says  Bob  Moskowitz,  IPSec  Working 
Group  co-chair  and  senior  technical  director  in 
charge  of  the  ICSA’s  IPSec  testing  lab.  “But  there  are  a 
number  of  problems  we  face  from  here,  such  as 
Internet  Key  Exchange  (IKE)  with  a  preshared  key  — 
it  needs  a  static  IP  address.That  eliminates  dial-up.” 


IKE  is  IPSec  s  handshake  and  determines  which 
cry  ptographic  algorithm  will  be  used  for  the  session. 
Obviously  static  addresses  and  preshared  keys  won't 
cut  it  for  all  users  —  particularly  dial-up  users  with 
their  dynamic  IP  addresses  and  extranet  partners 
with  whom  a  preshared  key  may  not  be  practical. 

“Interoperability  for  virtual  private  networks 
(VPN)  has  been  an  issue  with  us.  Within  our  own 
company  we  find  that  as  soon  as  you  start  running 
multivendor  products,  you’re  in  trouble,”  says  Ken 
Ng,  systems  architect  for  American  Protective 
Services,  a  15,000-employee,  100-office  physical 
security  firm  based  in  Oakland,  Calif.  “We  want  the 
VPN  to  reduce  the  cost  of  our  dial-up  RAS.” 

And  so  the  battle  lines  have  been  continuously 
drawn  over  how  to  modify7  the  IPSec  standard  for 
remote  access.  For  example,  an  IETF  Working  Group 
called  IP  Secure  Remote  Access  has  been  formed  to 
solve  these  issues  —  and  this  is  reportedly  the  third 
time  that  vendors  have  tried  to  create  an  IPSec 
remote  access  working  group. 

There  are  three  camps  in  the  dispute.  One  wants 
to  use  Layer  2  Tunneling  Protocol  (L2TP)  with 
IPSec;  another  wants  to  modify  IKE  so  it  can  sup¬ 
port  legacy  remote  access  authentication  over  the 
Internet  (within  this  group  are  several  alternatives); 
and  a  third  group  wants  IKE  modified  to  support 
Dynamic  Host  Configuration  Protocol  (DHCP). 
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You  need  only  look  at  a  vendor’s  background  to 
see  which  stance  it  is  taking.  Microsoft,  which 
helped  develop  L2TP  with  Cisco,  is  leading  the  push 
for  the  L2TP/IPSec  method.  (L2TP  is  a  derivative  of 
Microsoft’s  Point-to-Point  Tunneling  Protocol  and 
Cisco’s  Layer  2  Forwarding.) 

TimeStep,  which  has  always  positioned  itself  as  an 
IP-based  VPN  provider,  has  developed  an  Internet 
draft,  dubbed  IKE-XAUTH,  that  spells  out  the  IKE/ 
Remote  Authentication  Dial-In  User  Service  (RADIUS) 
method.  XAUTH  stands  for  extended  authorization.  In 
fact, TimeStep  has  already  released  a  product  based 
on  IKE-XAUTH,  Permit  Enterprise  Version  2.0. 

Other  extensions  to  IKE  include  Hybrid  Mode 
from  Checkpoint  Software  (which  uses  XAUTH)  and 
Crack  from  Network  Alchemy. 

RedCreek  Communications  is  leading  the  DHCP 
push.  Engineers  at  RedCreek  say  their  method  — 
which  spans  two  drafts  —  configures  and  authenti¬ 
cates  remote  access  users'  systems  using  existing 
protocols  and  requiring  no  IKE  modifications. 
RedCreek  was  one  of  the  first  vendors  to  support 
IKE  in  its  earlier  form,  ISAKMP 

To  complicate  matters,  some  of  the  L2TP  crowd 
has  joined  RedCreek.  Intel,  Microsoft  and  Sun  con¬ 
tributed  to  the  first  DHCP  draft,  and  Microsoft  also 
contributed  to  the  second  draft.  But  clearly 
Microsoft  is  putting  its  might  behind  the  L2TP 


DUKING  IT  OUT 

Which  of  the  following  represents  your  greatest 
concern  in  implementing  an  Internet-based  virtual 
private  network? 

(Multiple  answers  allowed.) 


Inadequate  security:  66% 


Poor  performance:  27% 
Unreliability:  27% 

|  Lack  of  control:  21% 

|  High  cost:  14% 

|  Dial-up  port  availability:  13% 

|  Other:  11% 

|  Don't  know:  3% 

SOURCE:  CAHNERS  IN-STAT  GROUP,  NEWTON,  MA 


pitch.  For  Microsoft,  it’s  not  much  of  a  risk.The 
L2TP  draft  uses  DHCP  anyway,  says  William  Dixon, 
program  manager  for  IP  Security  at  Microsoft  and  an 
active  participant  in  the  IETF  working  group. 

The  advantage  of  L2TP  over  IPSec  is  that  it  marries 
the  exceptional  encapsulating  ability  of  L2TP  with 


the  superior  security  of  IPSec,  supporters  argue.  Both 
are  well-established  protocols  that  have  been  proven 
to  work  togethcr.And  this  method  places  the  burden 
of  complexity  on  vendors,  proponents  say. 

Opponents  disagree,  claiming  that  L2TP  over 
IPSec  burdens  users  because  two  protocols  are 
inherently  harder  to  support  than  one.  Also,  they  say 
this  draft  is  inefficient  because  it  doesn’t  authenti¬ 
cate  the  user  before  establishing  the  connection.  If 
the  user  isn’t  authorized  for  the  services  granted,  it 
shuts  down  the  connection. 

A  third  common  complaint  is  that  L2TP  over 
IPSec  increases  system  overhead,  a  notion  that 
Microsoft’s  Dixon  downplays: “L2TP  has  the  ability 
to  use  header  compression.  With  that,  the  header 
content  gets  down  to  a  single  byte  of  overhead.” 

Backing  the  viability  of  L2TP  with  IPSec  are  some 
analysts  —  independent  of  the  IETF  working  group 
—  who  note  that  L2TP  is  used  to  encapsulate  other 
types  of  packets  in  IP  and  is  already  common  in 
enterprise  nets. 

“Most  enterprises  don’t  have  just  IPThey  have 
IPX  and  SNA.  L2TP  isn’t  aimed  at  [Open  Systems 
Interconnection]  Layer  2  tunnels,  [as  is  IPSec]. 
There’s  no  reason  why  you  wouldn’t  use  both  in  a 
network,”  says  Eric  Zines,  senior  market  analyst  for 
TeleChoice  and  presenter  for  Network  World’s  VPN 
technical  seminars. 


There’s  nothing  more  important  to  your  business  than  making 
sure  its  communications  network  is  running  smoothly.  So  it  helps 
if  your  provider  has  a  strong  uptime  guarantee  and  a  vigilant 
network  monitoring  system.  It’s  even  better  if  they  have  compre¬ 
hensive  service  level  agreements  that  actually  mean  something. 
And  if  they  also  have  a  web  tool  that  lets  you  look  at  ping  times, 
packet  delivery,  and  routing  information  any  time  you  like,  you 
might  actually  feel  comfortable  enough  to  get  some  sleep. 

Electric  Lightwave  does  all  that.  We  offer  integrated  voice,  video, 
and  data  services  over  our  fiber  optic  networks  connected  by 
the  West’s  largest  SONET  ring.  Electric  Lightwave’s  nationwide 
Internet  backbone,  and  longhaul  and  data  networks  are  among 
the  country’s  most  robust  and  reliable. 

Look  at  it  this  way:The  information  on  your  network  is  the 
bond  between  your  company  and  its  customers  -  and  that 
makes  it  your  most  valuable  asset. To  talk  to  a  provider  who  will 
keep  an  eye  on  it,  call  us  at  1-800-9-TRY-ELI.  Or  check  us 
out  at  www.eli.net  today. 
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The  new  medium  of  exchange. 


Watch  over 
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Those  in  favor  of  modifying  IKE  for 
stronger  authorization  point  to  ele¬ 
gance  —  especially  for  users  who 
aren't  supporting  L2TP  already.  “They 
argue  if  you’re  going  to  do  IKE  [for 
authorization],  add  the  code  and  do  it 
right,"  IPSec  Working  Group’s 
Moskowitz  says.  By  improving  IKE, 


IPSec  can  support  legacy  security  sys¬ 
tems  such  as  RADIUS. 

But  others  are  against  the  idea,  call¬ 
ing  that  approach  "imprudent”  in  their 
drafts. The  catch,  they  point  out,  is  net¬ 
work  address  translation  (NAT). 

NAT  is  a  work-around  for  the  address 
shortage  in  IPv4.  It  lets  companies  use 


their  own,  unregistered  IP  addresses  for 
devices  when  communicating  internal¬ 
ly  and  to  share  fewer  registered  address¬ 
es  when  sending  packets  externally. 
NAT  devices  are  good  for  making  do 
with  fewer  registered  addresses,  and 
they  add  security.  If  hackers  can’t  find 
the  IP  address,  they  can’t  access  the 


Test-drive  a  free  evaluation  copy  of  SystemEDGE:  www.empire.com/evalad 


With  critical  systems,  there's  no  tolerance  for  downtime.  Which  used  to  mean  lots  of 
uptime  for  your  beeper.  But  SystemEDGE  changes  all  that.  It  automatically  detects  failed 
applications  and  can  take  corrective  action,  without  manual  intervention.  By  automating 
the  critical  processes  that  ensure  systems  stay  up,  you  can  do  all  kinds  of  proactive 
management  without  lifting  a  finger.  Which  probably  sounds  pretty  good  —  especially 
after  all  that  beeping.  SystemEDGE  is  brought  to  you  by  Empire  Technologies,  a  Concord 
Communications  Company.  Call  800-851-8725  or  visit  our  Web  site  today. 
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device  from  the  outside. 

But  “IKE  is  NAT-hostile,”  Moskowitz 
says. “It  places  the  IP  address  inside  an 
encrypted  packet.” 

At  best,  this  means  that  the  internal 
address  must  become  public  —  negat¬ 
ing  NAT’s  security  benefits. At  worst,  it 
places  that  IP  address  inside  an  encrypt¬ 
ed  packet,  leading  to  routing  problems. 

Certificates,  too,  remain  a  sticky  issue 
for  user  authentication.  While  one 
request  for  comment  describes  how  to 
exchange  certificates,  it  does  not  speci¬ 
fy7  how  those  certificates  are  verified, 
Microsoft’s  Dixon  says.  So,  of  course, 
vendors  are  filling  in  the  blanks  them¬ 
selves.  “Interoperability  tends  to  get 
derailed  by  other  vendors.  You  have  to 
implement  pieces  that  are  essentially' 
vendor  extensions,”Yale’s  Newman  says. 

NO  OBJECTIVITY 

Which  technical  choice  should 
users  push  for?  That’s  hard  to  say 
because  there  are  no  objective  sources 
of  information,  other  than  the  trade 
press.  Vendors  are  basing  their  drafts 
on  technologies  that  give  them  the 
fastest  time  to  market,  not  necessarily 
the  best  standard. 

“RedCreek  andTimeStep  are  two 
relatively  small  companies  very  active 
in  standards  work  and  shipping  prod¬ 
ucts,”  Dixon  says.  Of  course,  Microsoft, 
too,  has  implemented  IPSec  over  L2TP 
in  Windows  2000. 

The  best  source  of  information 
would  be  other  users,  but  they  aren’t 
involved  enough.  “Although  the  IETF  is 
pretty  open,  users  don’t  get  much  of  a 
voice.  The  people  spending  most  of 
the  their  time  in  working  groups  are 
the  vendors,  Dixon  says.” 

Adds  Moskowitz,  “these  issues  are 
so  heavily  laden  with  technology  that 
most  users  won’t  be  able  to  enter  the 
debate  effectively  unless  they  go  the 
route  I’ve  gone  and  really  get  into  the 
middle.” 

Even  Moskowitz,  users’  former  top 
representative,  now  represents  a  ven¬ 
dor  of  sorts.  Although  Moskowitz  is 
still  the  working  group’s  chair,  he  was 
working  for  Chrysler  when  he  began 
with  IPSec.  Currently  he  runs  the 
IPSec  interoperability  test  lab  at  the 
for-profit  ICSA.  While  it’s  certainly 
good  to  have  a  former  user  as  testing 
watchdog,  the  ICSA  makes  big  bucks 
from  the  chronic  lack  of  interoperabili¬ 
ty,  reportedly  charging  as  much  as 
$25,000  per  box  for  testing. 

Consequently,  some  working  group 
insiders  have  accused  Moskowitz  of 
having  a  conflict  of  interest.  As  long  as 
interoperability  problems  remain 
high,  business  will  boom  at  the  ICSA, 
they  say. 

Continued  on  page  80  1 11^ 
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All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 


Clyde  Jenkins,  VP/GM 

ADC  Access  Products 

(503)  643-1681 

www.adc.com/access 

ADC  is  the  world's  leading  provider  of  high-speed  net¬ 
work  access  equipment.  Today,  ADC  Access  Products 
is  redefining  their  market  leadership  with  the 
ServicePoint'"  service  delivery  platform.  ServicePoint 
offers  business  customers  the  ability  to  terminate  physi¬ 
cal  circuits,  monitor  bandwidth  utilization  and  WAN  per¬ 
formance,  and  control  access  to  WAN  resources  and 
services.  ServicePoint  includes  a  hardware  platform, 
software  options  and  management  applications. 


Danny  Windham 

VP/GM,  Enterprise  Network 

Division 

ADTRAN,  Inc. 

(800)  923-8726 

www.adtran.com 

ADTRAN  is  a  progressive  supplier  of  networking 
solutions  that  enable  today's  Internet  access, 
telecommuting,  corporate  connectivity  and  other 
high  speed  digital  telecommunications.  Used  by 
Regional  Bell  Operating  Companies,  competitive 
local  exchange  carriers,  Internet  service  providers, 
and  private  and  public  enterprises  worldwide, 
ADTRAN  products  consistently  lower  costs  and 
improve  network  performance. 


Dominic  Orr,  CEO 

Alteon  Web  Systems 

(888)  258-3661 

www.alteon.com 

Alteon  WebSystems  [Nasdaq:  ATON]  is  a  leading 
provider  of  next  generation  Internet  infrastructure  solu¬ 
tions  designed  to  enable  e-businesses  to  meet  the 
growth  demands  of  the  World  Wide  Web.  We’ve 
created  a  new  class  of  intelligent  Web  switches,  com¬ 
bining  content  and  application-aware  switching  with 
advanced  IP  traffic  management  functions  into  a  single, 
highly  scalable  platform.  All  in  Silicon,  all  at  wire 
speeds!  Alteon's  products  have  been  deployed  in 
Internet  data  centers  around  the  world  by  premiere 
online  destinations,  Web  hosters,  ISPs  and  portals  such 
as  Yahoo!,  DLJdirect,  Exodus,  Excite@Home,  Buy.com, 
Concentric  Network,  DIGEX,  WebTV,  and  Frontier 
Global  Center. 


Rodger  Dowdell,  CEO 

American  Power  Conversion 

(800)  877-4080 

www.apcc.com 

American  Power  Conversion  is  a  worldwide  leader  in 
the  designing,  manufacturing,  and  marketing  of  power 
protection  and  management  solutions  for  Nonstop 
Networking!  APC's  comprehensive  range  of  products 
include  surge  suppressors,  uninterruptible  power  sup¬ 
plies  (UPS),  power  conditioning  equipment  and  related 
software  for  computer  and  computer-related  equipment. 


Anritsu 

(800)  ANRITSU  (267-4878) 

www.us.anritsu.com 

Anritsu  Company  provides  economical  and  scalable 
LAN/MAN/WAN  solutions  that  allow  enterprises  to 
migrate  from  their  current  data  and  voice  networks  to 
high  performance  IP-based  communications.  Anritsu's 
Multipflow  5000  multilayer  switches  incorporate  wire- 
speed  IR  IPX  and  AppleTalk  routing  with  Layer  2/3/4 
WAN/LAN  switching,  filtering,  load  balancing,  plus  unique 
MAN/WAN  interfaces  for  ATM,  V.35  and  0C48  SONET 


George  Conrad es.  Chairman  &  CEO 

Akamai  Technologies 

(800)  4AKAMAI  or  (617)  250-3000 

www.akamai.com 

Akamai's  mission  is  to  transform  the  delivery  of 
Internet  content  so  that  Web  congestion  is  a  thing  of 
the  past.  Akamai  provides  businesses  with  depend¬ 
able,  high-performance  delivery  of  rich  Web  content 
and  Internet  applications  through  services  that  are  scal¬ 
able,  easily  implemented  and  easily  managed. 


Robert  Bral,  President  &  CEO 

Backbone  Communications 

(310)  282-7111 

www.bbcominc.com 

BBCOM  offers  a  new  generation  of  integrated  service 
utilizing  a  nationwide  ATM-based  network.  Offenn,;  > 
include  frame  relay,  ATM,  video  and  packet  teieplv ;  . 
and  VPN  over  ATM.  BBCOM  is  poised  to  bea  .  ■ 
leader  in  alternative  network  service  with  our  •  ad  )f 
ing  Frame  Relay/ATM  Hot  Standby  Netwoi.-; . 
sity  for  today's  corporate  enterprises 
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l'«*  Coni  inued  from  page  78 
Moreovc r,  the  ICSA  tests  only  ship- 
pint;  products  for  IPSec  conformance 

—  and  only  a  subset  of  the  RFCs  at  that 

—  along  with  testing  other  aspects  of 
security  And  although  the  ICSA  doesn’t 
publish  this  statistic,  boxes  routinely 
fail.This  has  frustrated  many  vendors 


that  want  the  ICSA  to  help  them 
achieve  compliance  for  the  current 
standard  and  emerging  versions. 

Vendors  are  so  angry  that  they’ve 
established  a  second  forum,  the  Virtual 
Private  Network  Consortium  (VPNC). 
Paul  Hoffman,  known  for  his  work 
with  the  Internet  Mail  Consortium, 


runs  this  group. 

“All  of  my  members  are  extremely 
unhappy  with  the  ICSA.  The  ICSA  is 
absolutely  failing  them,”  Hoffman  says. 
However,  he  adds  that  if  the  ICSA 
would  agree  to  assist  with  interoper¬ 
ability  development  more, “there  would 
be  no  reason  for  the  VPNC  to  exist.” 


Contact  CACI  Products  Company  today 
to  find  out  how  you  can  save  time  and  money 
with  Application  Profiler  2.0  and  our  other 
network  performance  products. 

3333  North  Torrey  Pines  Court 
La  Jolla,  CA  92037 
(858)  824-5200  PHONE 
(858)  457-1184  FAX 

www.  caci  prod  ucts.  com 
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Products  Company 
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•  Ensure  the  network  provides  the  capacity  the 
application  demands. 

•  Identify  and  solve  software  problems  before  deployment. 

•  Accelerate  response  times  for  multi-tier,  web-based 
applications 

•  Understand  how  latency,  bandwidth,  users,  servers, 
and  utilization  affect  response  time. 

•  Analyze  network  impact  in  time  to  add  new  resources 
or  make  changes. 

•  Examine  traces  from  SAP,  Baan®,  PeopleSoft®,  Oracle®, 
and  others. 


Deploy  transactions  from  Application  Profiler  2.0 
onto  COMNET  Predictor  to  see  the  interaction 
of  the  transaction  with  the  real  network  and 
live  background  traffic. 


"WHAT  IF”  ANALYSIS 


Moskowitz  says  this  is  a  case  of  the 
good  guy  vs.  the  bad  guy. “Paul  plays 
the  role  of  getting  things  going,  and 
the  ICSA  is  the  bad  guy  at  this  point. 

We  hand  the  box  back  to  the  vendor 
and  say ‘fix  your  product.’ We  don’t 
want  the  ICSA  to  be  the  good  guy,  or 
we  can’t  be  an  effective  bad  guy.  We 
want  two  organizations.” 

Still,  Hoffman  recognizes  that  the 
market  is  so  wrought  with  power 
struggles  that  vendors  have  created 
their  own  interoperability  bottleneck. 

“It’s  not  the  standards  process  that’s 
going  so  slowly.  It’s  the  vendors,”  he 
says.  “Vendors  won’t  get  on  the  phone 
with  one  another. ...  A  lot  of  them  do 
want  to  cooperate,  but  only  to  get 
interoperability  on  whatever  feature  is 
hot  today.” 

For  that  kind  of  short-term  coopera¬ 
tion,  vendors  can  turn  to  the  IPSec 
Developers  Forum.  Formed  by 
Radguard,  the  forum  introduces  ven¬ 
dors  to  one  another  for  one-on-one 
tests,  says  Avi  Rembaum,  director  of 
marketing  for  Radguard  in  Tel  Aviv, 
Israel,  and  the  forum’s  manager. 
Developers  can  use  the  forum  for  free. 

Likewise,  the  National  Institute  for 
Standards  and  Testing  (NIST)  has  a  test 
site  on  the  Web  that  allows  vendors  to 
test  their  IPSec  products  against  a  ref¬ 
erence  IPSec  implementation  over  a 
live  Internet  connection.  For  example, 
it  allows  vendors  to  test  “a  single  IKE 
negotiation,”  says  Sheila  Frankel,  a  com¬ 
puter  scientist  for  NIST’s  Computer 
Security  Division  in  Gaithersburg,  Md. 

Yet  for  all  this  testing,  none  of  the 
results  are  available  to  users.  The  ratio¬ 
nale  is  that  if  the  public  knew  about 
failed  tests,  vendors  wouldn’t  want  to 
work  on  interoperability. 

However,  one  exception  exists.  ICSA 
publishes  lab  notes  for  products  that 
receive  the  ICSA  stamp. These  docu¬ 
ment  exactly  how  interoperability  was 
achieved.  Long  notes  embarrass  the 
vendor  into  improving  its  IPSec  imple¬ 
mentation,  Moskowitz  says. 

Still,  the  VPNC,  the  IPSec  Developers 
Forum  and  NIST  sites  are  helpful  user 
sources  because  they  offer  other  ways 
to  glean  information  about  IPSec  inter¬ 
operability.  The  VPNC  is  readying  a 
chart  that  documents  which  vendors 
have  tested  successfully  with  each 
other,  and  the  Forum  and  NIST  are 
available  to  users  for  IPSec  interoper¬ 
ability  tests.  Plus,  NIST  lets  you  down¬ 
load  its  IPSec  reference  specification 
—  which  is  valuable  for  network  engi¬ 
neers  who  need  to  learn  about  IPSec. 

At  this  point,  the  process  sorely 
needs  more  user  input.  Your  future 
remote-access  network  is  being 
decided  now,  and  for  the  most  part, 
without  you.  ■ 


1  hey  are  liable  tor  what  the  employee  does  on 
them,  for  harassing  messages  they  might  send. 
There’s  very  little  that  protects  employees  from 
the  eyes  of  employers.” 

Workers  generally  spend  their  days  working.  But 
in  the  span  of  an  eight-  to  12-hour  workday,  they 
might  get  an  e-mail  from  a  college  buddy  across 
the  country  or  a  sweetheart  down  the  block.  They 
might  scan  the  Web  for  a  quick  read  of  their  horo¬ 
scope  or  the  score  of  last  night’s  hockey  game.  It’s 
the  lure  of  instant  information  at  our  fingertips. 

“I  think  it’s  very  hard  in  the  modern  world  to  seg¬ 
regate  people’s  personal  lives  outside  of  the  work¬ 
day,  particularly  when  workdays  have  gotten  to  be 
so  long,”  says  Joe  Grabarz,  executive  director  of  the 
Connecticut  Civil  Liberties  Union  in  Hartford. 
“People  have  life  crises  during  the  day.  The  human 
condition  prevents  us  from  so  neatly  excluding  our 
private  lives  from  8:00  in  the  morning  to  8:00  at 
night.  People  simply  function  as  full  human  beings.” 

And  a  good  percentage  of  companies  have 
been  running  on  the  honor  system. 

“We  basically  treat  people  as  adults  and  expect 
them  to  act  like  adults,  and  so  far,  so  good,”  says 
Bob  Frase,  director  of  IS  at  PACE  International 
Union,  a  union  of  320,000  paper  and  oil  workers 
located  in  Nashville.  “We  have  enough  work 
around  here  without  messing  with  that  stuff. 

There  are  some  jokes  that  float  around,  but  we 
figure  it’s  good  for  morale.  I  could  have  somebody 
chatting  with  his  mother  all  day,  but  we 
do  a  lot  of  walking  around,  and  I 
don’t  think  that  would  go  unnoticed 
for  very  long.  If  people  feel  they’re 
trusted,  then  attitude,  morale  and 
performance  are  better.” 

But  some  companies  have  only 
been  trying  to  make  work  a 
place  for  online  business  since 
employees  were  first  given  <  ■ 
mail  and  browsing  software. 
Chatting  online  or  cyber  shop¬ 
ping  wastes  time  that  could  sp; 
answering  a  customer’s  question  or  !•  J 


Net  managers  who  don't  forge  —  and  enforce  —  stringent 
business-only  e-mail  and  Web  usage  policies  put  their 
companies  at  risk.  BY  SHARON  GAUDIN 


marketing  manager  forwards  an  e-mail 
joke  containing  a  racial  slur  to  a 
group  of  co-workers.  But  before  the 
message  can  reach  anyone,  moni- 
toring  software  scoops  it  up 
and  ships  it  to  the  manager’s 
supervisor,  gamering  the  sender  a  reprimand  and 
potentially  saving  the  company  from  a  costly  and 
embarrassing  lawsuit. 

Down  the  hall  in  the  billing  department,  a 
clerk  uses  her  lunch  break  to  scan  the  Web  for 
information  on  abuse  victims.  The  information 
she  calls  up  also  flashes  onto  a  screen  in  her 
boss’s  office,  and  now  he  knows  a  secret  she 
never  told  anyone. 

Think  your  boss  isn’t  reading  your  e-mail, 
counting  the  seconds  you’re  away  from  your 
computer,  patrolling  the  sites  you’re  visiting  on 
the  Web,  or  even  counting  the  number  of  key¬ 
strokes  you  make  per  day?  Maybe  not  today,  but 
he  might  be  tomorrow.  Personal  use  issues  are 
coming  to  a  head  as  companies  struggle  to  find 
effective  ways  of  balancing  employee  freedoms 
and  corporate  protection. 

Industry  watchers  say  the  govern¬ 
ment,  through  the  arm  of  the  courts, 
is  delivering  a  stem  warning  to 
American  businesses:  A  company  is 
liable  for  most  wrongs  that  its 
employees  commit  using  computers, 
e-mail  or  browsers  on  the  job.  If 
a  company  wants  to  ward  off  that 
kind  of  liability,  it  had  better  set 
up  a  business-only  policy,  and 
make  sure  its  employees  under¬ 
stand  it  and  adhere  to  it. 

“An  employee  should  have  no 


expectation  of  privacy  rights  in  the  workplace,” 
says  Kerry  Stackpole,  president  and  CEO  of  the 
Electronic  Messaging  Association  (EMA),  a  nonprof¬ 
it  group  in  Arlington,  Va., 
that  represents  busi¬ 
ness-oriented  e-mail 
users.  “That’s  not  what 
the  workplace  is  all 
about.  Employers  own 
the  system 
and  the 
PCs  or  the 
laptops. 
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ancing  the  bottom  line.  And  all  that  e- 
mail  from  Mom  sucks  up  a  lot  of 
bandwidth  last  year’s  animated  holi¬ 
day  e-card  craze  shut  down  corporate 
systems  all  over  the  country'. 

Those  problems  generally  earned 
warnings  to  cut  down  on  personal 
use  or  not  open  holiday  greetings.  But 


the  majority  of  companies  didn’t  put 
a  stop  to  everything  personal.  Most 
companies  didn’t  set  up  monitoring 
software  that  scoops  up  any  e-mail 
containing  the  words  “sex,” “Saturday,” 
“vacation”  or  “date.”They  didn’t  start 
thumbing  through  cache  histories  to 
see  where  adventuresome  cyber¬ 


explorers  had  been  surfing. 

But  a  fear  of  costly  lawsuits  and 
big  punitive  awards  might  be  chang¬ 
ing  those  hands-off  decisions.  A 
growing  number  of  companies  are 
putting  an  end  to  mixing  business 
with  pleasure  when  it  comes  to 
online  communications. 


NO  SECRETS  IN 
CONNECTICUT 


Companies  have  the 
right  to  monitor  their 
employees’  online 
actions,  and  in  every 
state  but  one  they  also  have  the 
right  to  do  so  without  informing 
their  workers. 

The  state  of  Connecticut  last 
year  passed  legislation  mandating 
that  employers  inform  employees 
of  when  and  how  they  will  be  mon¬ 
itored.  California  tried  to  follow 
suit  this  year,  but  Gov.  Gray  Davis 
vetoed  the  bill. 

"We  were  very  concerned, 
given  the  increase  in  calls  we 
were  getting  from  people  who 
thought  the  law  was  being  violated 
by  their  boss  rummaging  through 
their  e-mail,"  says  Joe  Grabarz, 
executive  director  of  the 
Connecticut  Civil  Liberties  Union  in 
Hartford.  "Most  employees 
thought  that  since  their  boss  didn't 
open  their  mail,  he  wouldn't  open 
their  e-mail.  This  doesn't  ban  that, 
but  it  makes  employees  aware  that 
it's  happening." 

Despite  this  "paltry"  law, 
Grabarz  says  Connecticut  is  far 
ahead  of  any  other  state.  "We  for¬ 
get  the  measure  of  someone's  job 
performance  is  productivity.  The 
bigger  picture  is  creating  a  work¬ 
place  where  employees  are  happy 
doing  what  they  do,  and  that 
means  carving  out  some  privacy." 


“Every  company  is  going  to  be  sued 
sometime,”  says  Jim  Bruce,  a  cyber¬ 
lawyer  and  partner  at  Wiley,  Rein  and 
Fielding,  a  Washington,  D.C.,  law  firm. 
“The  courts  are  telling  companies  that 
they  can  make  it  hard  on  themselves 
or  they  can  make  it  easy  on  them¬ 
selves.  If  they’re  smart,  they’ll  have 
rules  of  the  road  and  make  sure 
employees  know  what  those  rules  are. 
The  courts  made  it  pretty  plain  this 
summer  where  they  stand  on  this.” 

Bruce  explains  that  two  recent 
court  cases  —  Kolstad  vs.  The 
American  Dental  Association  and 
EEOC  vs.  Wal-Mart  Stores  —  set  prece¬ 
dents.  Each  case  found  that  compa¬ 
nies  are  liable  for  their  employees’ 
actions  on  the  job  because  the  com¬ 
pany  was  managing  them  at  the  time. 

While  those  two  findings  didn’t  nec¬ 
essarily  talk  about  e-mail  or  Web  surf¬ 
ing,  corporate  lawy  ers  know  that  both 
computer  functions  can  be  hotbeds  of 
trouble,  Bruce  says. “People  don’t  real¬ 
ize  what’s  out  there  —  pornography 

Continued  on  page  84  IIM^ 


Introducing  the  MultiFlow  5000’“- 
the  world's  first  and  only  wire- 
speed  multilayer  switch  with  WAN 
and  OC-48  SONET  connectivity. 

Interconnect  ATM,  V.35,  and 
any  LAN  from  100BASE-FX  to 
Gigabit  Ethernet. 

Make  MAN  SONET  I 
backbone  connections 
based  on  Anritsu's 


ONE  Technology™  (OC-48 
Network  Extension). 

Run  IP,  IPX,  and  AppleTalk. 
All  at  wire  speed.  And  only 
the  MultiFlow  5000  has  it. 
There's  features  and  relia¬ 
bility  to  match. 
Load  balancing, 
link  aggregation, 
QoS  for  voice, 


Layer  4  switching,  full  hardware 
redundancy.  Full  RIP,  OSPF,  and 
multicast  routing  protocols  -  it's 
all  here. 

That  makes  the  MultiFlow 
5000  ideal  for  network  managers 
who  want  maximum  flexibility 
today  and  tomorrow.  And  for 
CLECs  and  ISPs  offering  metro- 
area  data  services. 


Better  yet,  the  MultiFlow  5000 
comes  in  chassis  and  standalone 
models  to  meet  the  needs  of  almost 
any  enterprise,  large  or  small. 

So  choose  the  multilayer 
switch  that  won't  leave  you 
suspended. 

Call  1-800-ANRITSU  today. 

Or  visit  our  web  site  at 
www.us.anritsu.com. 
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Gil  Shwed 

CEO,  President  &  Founder 


BoomRack 

(877)  266-6722 


Art  Medici,  SVP  Marketing 

Cable  &  Wireless  USA 


Check  Point  Software  Technologies,  Inc. 

(650)  628-2000 

www.checkpoint.com 

Check  Point  Software  Technologies,  Inc.  is  the  world¬ 
wide  leader  in  securing  the  Internet.  The  company’s 
integrated  architecture  includes  network  security,  traffic 
control  and  IP  address  management.  Check  Point 
Software  solutions  enable  customers  to  implement 
centralized  policy-based  management  with  enterprise¬ 
wide  distributed  deployment.  Via  the  OPSEC  Alliance, 
Check  Point  Software's  products  seamlessly  integrate 
with  "best  of  breed"  products  from  more  than  200 
leading  industry  partners. 


Compatible  Systems 

the  VIRTUAL  leader 


Compatible  Systems 

(800)  356-0283 

www.compatible.com 

Compatible  Systems'  IntraPort  family  of  VPN  Access 
Servers  delivers  comprehensive  networking  and  security 
features  for  central  office,  branch  office  and  roving 
usersAelecommuters.  All  IntraPort  servers  are  fully 
compatible  with  existing  firewalls,  routers  and  service. 
Multiprotocol  support  over  IPSec  and  client  support  for 
NT  95,  98  Mac  OS,  Linux  and  Solaris  let  users  continue 
to  work  on  the  computing  platform  of  their  choice.  With 
the  IntraPort  family,  Compatible  Systems  has  delivered 
second-generation,  field-tested  VPN  technology  to  every 
aspect  of  the  corporate  enterprise. 


www.boomrack.com 

Minimize  your  downtime  with  BoomRack's  dependable 
industrial  grade  rackmount  chassis  and  power  supply. 
BoomRack,  a  complete  rackmount  and  RAID  solution 
provider/manufacturer,  offers  top-quality  products  that 
are  engineered  to  exceed  the  limits  of  performance.  In 
addition,  BoomRack  offers  unmatched  marketing  and 
support  programs  for  all  channels. 


Dave  Sharkey,  President  &  COO 

Electric  Lightwave,  Inc. 

(800)  9TRY  ELI  (987-9354) 

www.eli.net 

As  companies  continue  to  embrace  e-commerce 
solutions,  a  high-bandwidth  and  reliable  fiber  optic  net¬ 
work  is  crucial  for  success.  Electric  Lightwave  provides 
that  and  more.  With  nationwide  recognition  as  a  top 
Internet  backbone  provider,  our  high  speed  network 
and  secure  data  centers  offer  real  solutions  to  busi¬ 
nesses  in  the  e-commerce  arena. 


acAci 

Products  Company 


CACI  Products  Company 

(858)  824-5200 

www.caciproducts.com 

CACI  Products  Company  is  a  leader  in  network  perfor¬ 
mance  and  planning.  Over  5,000  organizations  use  CACI's 
products  to  deploy  ERP  and  other  applications,  optimize 
network  performance  and  save  money.  CACI's  COMNET 
Predictor  and  Application  Profiler  let  network  profession¬ 
als  see  the  effects  of  rolling  out  applications,  centralizing 
servers,  increasing  traffic,  etc.  across  the  network. 


(703)  790-5300 

www.cwusa.com 

Cable  &  Wireless  USA  is  the  American  subsidiary  of 
London-based  Cable  &  Wireless  pic,  an  international 
leader  in  integrated  telecommunications.  With  its  global 
reach  and  ownership  of  one  of  the  largest  and  fastest 
Internet  networks  worldwide,  Cable  &  Wireless  USA 
offers  a  complete  portfolio  of  domestic  and  international 
Internet,  voice,  data  and  messaging  solutions.  Cable  & 
Wireless  is  investing  $670  million  to  develop  the  next 
generation,  high-capacity  Internet  network  that  will  fully 
integrate  Internet,  data,  voice  and  messaging  commu¬ 
nications.  This  is  part  of  a  $1.3  billion  investment  in  the 
Internet  business  planned  over  the  next  three  years. 


Jack  Blaeser,  President  &  CEO 

Concord  Communications 

(800)  851-8725 

www.concord.com 

Headquartered  in  Marlboro,  MA,  Concord  Communic¬ 
ations,  Inc.,  is  a  leading  supplier  of  Web-based,  auto¬ 
mated  network  reporting  and  analysis  solutions  that 
provide  customers  with  the  information  they  need  to 
effectively  plan  and  manage  the  growth  of  their  enter¬ 
prise  networks.  The  premier  service  providers,  ISPs 
and  Fortune  1000  companies  turn  to  Concord  each 
morning  to  assess  the  health  of  their  corporate  net¬ 
works.  Concord  is  a  publicly  held  company  whose 
securities  are  traded  on  the  Nasdaq  national  market 
under  the  symbol  CCRD. 
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and  racist  jokes,  all  sent  among 
friends,”  he  adds. “Once  it’s  come 
through,  it’s  sitting  on  their  systems. 
Where  you  get  into  trouble  is  when 
there’s  an  allegation  of  race  or  sex  dis¬ 
crimination.  Suddenly  there’s  a  subpoe¬ 
na  for  what’s  on  peoples’  computers.” 


And  how  better  to  keep  employ¬ 
ees  from  sending  harassing  e-mails, 
using  company  computers  to  hack 
into  another  site  or  even  creating  a 
hostile  work  environment  by  calling 
up  pornographic  Web  sites  at  their 
desks?  Don’t  let  them  do  anything 
that’s  not  directly  work-related. 


“It’s  a  matter  of  wasting  band¬ 
width,  wasting  time  and  of  liability,” 
says  Allen  Butler,  director  of  standards 
and  architecture  for  Downers  Grove, 
Ill.-based  RR  Donnelly  &  Sons,  which 
has  about  16,500  e-mail  users.  “This  is 
a  business  system  for  business  use 
only,  and  we  do  monitor.  We  have  to 


1.888.356.0283  www.compatible.com/ 


Our  IntraPorf"  family  of  VPN  Access  Servers 

wins  more  business  because  it  meets 

industry  standards  and  real  customer  needs: 

■  Integrated  SLA  monitor 

■  RADIUS,  SecurlD  and  X.509  user  authentication 

■  Broadest  Client  Software  Support  -  Windows  95, 
98,  NT,  Macintosh,  Linux  and  Solaris  -  at  no 
additional  charge 

■  Fully  IPSec  compliant 

■  Y2K  compliant 

Only  Compatible  Systems  gives  you  this 

much  VPN  scalability: 

■  Remote  access  support  from  64  client 
connections  (IntraPort  2)  to  40,000  connections  at 
more  than  600  Mbps  (IntraPort  Enterprise-8) 

■  LAN-to-LAN  support  from  16  to  512  simultaneous 
connections 

■  The  most  complete  and  scalable  VPN  product  line 
available 


Visit  our  website  to  get  your 
complimentary  copy  of  our 
Technical  Evaluator's  Guide, 
a  straight-shooting  guide  to  VPN. 

wvvw.compatible.com/evaluate_now/ 


IntraPort,  IntraPort  Enterprise  and  IntraPort  Carrier  are  trademarks  of  Compatible  Systems  Corp. 
All  other  product  names  are  trademarks  of  their  respective  manufacturers. 


Since  January,  our  VPN  solutions  have  been 
chosen  by  demanding  organizations  such  as: 

Apple  Computer 

ENTEX  Information  Systems 

Amazon.com 

Motorola 

Jet  Propulsion  Laboratory 
U.S.  Dept,  of  Energy 
Westinghouse 
PSINet 

Pacific  Stock  Exchange 
Yankee  Group 

and  nearly  a  thousand  companies  like  them. 

To  find  out  why,  call  1-800-356-0283,  or  visit 
www.compatible.com/ 


Compatible  Systems 
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protect  our  assets,  and  I  don’t  think 
that’s  unreasonable.” 

Butler,  who  also  is  working  to 
develop  a  policy  for  Web  browsing, 
says  people  respond  better  when  they 
know  where  they  stand  and  what’s 
expected  of  them.  And  industry 
watchers  say  that’s  not  only  important 
for  the  workers,  but  it’s  also  an  impor¬ 
tant  liability  point  for  business. 

The  courts  say  if  a  company  wants 
to  avoid  punitive  damages,  it  must  set 
up  policies  to  keep  employees  within 
the  law  —  whether  it  be  for  harass¬ 
ment  or  sexual  discrimination  —  and  it 
needs  to  make  sure  employees  under¬ 
stand  the  letter  of  the  law,  Bruce  says. 

“It’s  clear  that  the  courts  are  hold¬ 
ing  companies  up  to  a  standard  by 
which  it’s  no  longer  sufficient  to  tell 
employees  that  there  is  a  policy.  You 
have  to  be  able  to  demonstrate  that 
employees  understand  what  you  told 
them,”  the  EMA’s  Stackpole  says. 

Toward  that  end,  the  EMA  is  work¬ 
ing  on  customizable  software  that 
companies  could  use  to  test  employ¬ 
ees’  understanding  of  computer-usage 
policies,  Stackpole  says.  The  software, 
meant  for  running  on  intranets,  not 
only  should  also  be  able  to  quiz  work¬ 
ers  on  policy  but  also  have  them  make 
decisions  about  various  scenarios.  If 
the  employee  chooses  the  wrong  an¬ 
swer,  a  tutorial  pops  up  on  that  aspect 
of  the  policy  and  then  another  sce¬ 
nario  is  given  to  test  the  worker  again. 

“Companies  can  use  that  as  a 
defense  when  they  go  to  court,” 
Stackpole  says,  adding  that  the  soft¬ 
ware  should  be  available  early  in  2000. 
“Charlie  could  say, ‘I  read  the  policy 
but  I  didn’t  understand  it.’ We  can  now 
say.  You  scored  99  on  the  test.  How  is 
it  possible  you  didn’t  understand?’”  ■ 
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Weigh  in  with  your  opinions  on 
whether  companies  will  begin  forging 
tough  e-mail  and  Web  usage  policies 
and  shift  the  balance  of  power  from 
employee  to  employer. 
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Read  more:  Columnists  Mark  Gibbs  and 
Paul  McNamara  go  head  to  head  on  the 
privacy  issue.  See  our  Signature  Sign-off 
column,  page  99. 
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SAN  vendors  struggle  to  stem 
the  tide  of  modest,  trial 
implementations  and  land 
the  big-ticket  sales. 

BY  DENI  CONNOR 


The  world’s  insatiable  appetite  for 
information  has  helped  ensure  a 
bright  future  for  storage-area  networks 
(SAN)  and  the  underlying  Fibre  Channel 
technology.  But  for  the  abundance  of 
vendors  that  want  a  piece  of  the 
action  today,  it’s  an  uphill  battle  to  convince 
users  to  buy  into  a  new,  unfamiliar  technology. 

For  one  thing,  many  would-be  SAN  users 
aren’t  entirely  convinced  they  need  a  parallel 
storage  network.  Nor  are  they  thrilled  about 
abandoning  the  investments  they’ve  already 
made  in  direct-attached  storage  drives  and 
backup  devices.  In  addition,  a  lack  of  standards 
makes  users  wary  about  committing  to  vendors. 

Still,  these  obstacles  haven’t  stopped  many 
vendors  from  racing  to  carve  a  niche  for  them¬ 
selves  somewhere  in  the  enterprise-level  SAN 
architecture.  Among  those  stricken  with  SAN 
fever  are  Fibre  Channel  hub,  switch  and 
controller  vendors,  such  as  Ancor, 

Brocade  Communications,  Crossroads 
Systems,  Emulex,  Gadzoox  and  Vixel;  stor¬ 
age  vendors  EMC,  Hitachi,  Storage 
Networks  and  StorageTek;  system  vendors 
Compaq,  Dell,  Hewlett-Packard  and  IBM;  back 
up  vendors  Legato  and  Veritas;  and  SAN  start¬ 
ups  Connex  and  SANCastle. 

One  company  that  did  abandon  the  mar¬ 
ket  is  3Com,  which  scrapped  plans  to  pro¬ 
duce  Fibre  Channel  switches,  hubs  and 
host  bus  adapters  less  than  six  months 
after  announcing  its  line. 

3Com’s  withdrawal  is  symptomatic  of 
the  gap  vendors  need  to  bridge 
between  two  divergent  technologies  — 
the  traditional  storage  interface  SCSI, 
which  is  familiar  to  users  and  consistent 
with  their  idea  of  a  converged  network 


scenario;  and  newfangled  Fibre  Channel,  which  rein¬ 
vents  the  network.  Right  now,  it’s  anyone’s  game. 


MIXED  MESSAGES 

Vendors  that  have  stuck  with  their  SAN  strategies 
spent  the  past  year  posturing  —  partnering  among 
themselves,  forming  OEM  sales  relationships,  intro¬ 
ducing  new  SAN  bundles  and  creating  more  architec¬ 
tures.  In  short,  vendors  have  been  laying  the  ground¬ 
work  to  deliver  full-blown  storage  solutions  to  count¬ 
less  customers  facing  burgeoning  amounts  of  data. 

But  now  that  the  time  has  come  to  rein  in  cus¬ 
tomers,  the  odds  are  not  in  vendors’  favor.  “There  are 
more  SAN  vendors  than  there  are 
:rs,”  says  one  analyst  who 
asked  not  be  identified. 

In  addition,  SAN  users 
to  date  are  less  free- 
spending  than  vendors 
had  hoped.  It  seems 


many  who  are  implementing  SANs  are  doing  so  cau¬ 
tiously,  putting  in  small  projects  to  prove  the  con¬ 
cept  before  moving  on  to  more  grandiose  schemes. 

One  example  is  Bruce  Covey  of  Home  Depot  in 
Smyrna,  Ga.  Covey  built  a  modest  SAN  that  connects 
several  Macintosh  workstations  to  Avid  video-editing 
storage  via  a  Fibre  Channel  hub,  but  this  SAN  is  sepa¬ 
rate  from  Home  Depot’s  corporatewide  SAN. 

Yet  another  issue  is  that  users  are  implementing 
mostly  homogenous  solutions  —  for  example,  link¬ 
ing  a  bunch  of  Windows  NT  servers  to  a  single  disk 
subsystem  and  installing  a  second  SAN  to  take  care 
of  Unix  or  mainframe  servers.  Chief  Technical  Fool 
Dwight  Gibbs  of  The  Motley  Fool  did  just  that.  He 
has  a  Compaq  StorageWorks  SAN  for  database 
access  and  a  Network  Appliance  file  server  for  net¬ 
work  services.  He  wants  his  database  traffic  to  be  as 
fast  as  possible  and  unaffected  by  the  network  traf¬ 
fic.  “When  you  start  mixing  and  matching  vendors 
for  something  new  like  Fibre  Channel,  you  have  a 
lot  of  finger-pointing,”  Gibbs  says.  “When  there’s  a 
problem,  I  know  exactly  who  to  talk  to.” 

Such  installations  aren’t  what  SAN  vendors  envi¬ 
sion.  They  insist  one  of  the  greatest  strengths  of  a 
SAN  is  its  heterogeneous  capabilities.  Vendors  want 
to  see  users  tie  SANs  to  their  networks,  con¬ 
necting  all  their  servers  with  routers  or 
switches  to  all  their  disk  and  tape  stor¬ 
age  —  courtesy  of  a  single  vendor 
that  offers  a  complete  line  of  Fibre 
Channel  products  from  companies 
with  which  it’s  partnered. 

That’s  the  reason  vendors 
trudged  along  last  year  building 
end-to-end  SAN  packages  they 
expected  would  be  attractive  to 
users.  Now  trained  systems  inte¬ 
grators  and  consultants  are  avail¬ 
able,  and  vendors  have  done  all 
the  OEMing  they  can.Their  SAN 
bundles  work,  vendors  say,  and  it’s 
time  for  adoption. 

But  users  are  hearing  different 
advice  from  people  such  as  Bruce 
Congdon,vice  president  of  strate 
gic  innovation  and  architecture  for 
New  York’s  National  Association  of 
Securities  Dealers,  the  parent  com¬ 
pany  of  the  NASDAQ  stock 
exchange.  Congdoc  recommends 


The  Power  Issue  .  Network  World  Signature  Series  .  Dec.  27. 1999 


Jan.  3.  2000  .  wwwnwkr:; 


*  iiiQwet 


THE  POWER  ISSUE:  POWER  STRUGGLES 


SAN  TRAP 


buying  a  SAN  from  a  single  vendor  and 
trying  a  "low-impact,  non-mission-criti¬ 
cal  application  '  for  your  first  SAN  in¬ 
vestment.  Once  you’ve  acquired  knowl¬ 
edge  from  the  vendor,  go  out  and  buy 
other  routers  or  switches  based  on  the 
knowledge  you’ve  obtained,  he  says. 

This  advice  plays  into  users’  reluc¬ 


tance  to  give  up  proven  methods  for 
something  new  and  unfamiliar.  To  win 
users,  SAN  vendors  must  get  them  to 
view  networking  in  a  completely  new 
way  and  convince  them  that  storage 
data  must  be  separated  from  network 
data  by  a  parallel  data  infrastructure. 

Supporting  the  vendors’  position  are 


analysts  such  as  Michael  Peterson  of 
Strategic  Research  in  Santa  Barbara, 
Calif.  He  agrees  that  separating  storage 
traffic  from  network  traffic  is  essential. 
After  all,  storage  traffic  amounts  to  25% 
of  all  network  traffic,  Peterson  says. 

It’s  not  an  easy  sell,  but  users  are 
starting  to  slowly  understand  the 
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Whether  your  power  protection  problems 
are  large  or  small,  nobody  has  more 
solutions  than  Powerware. 
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POWERWARE  5: 

Backing  up  the  server  room, 
so  crucial  networks  don’t  go  down. 


POWERWARE  9: 

Backing  up  critical  systems  and 
equipment,  when  reliable  power 
is  an  absolute  must. 


_ —  POWERWARE  3: 

Backing  up  desktops 
and  Ians,  so  data  isn’t  lost. 

0.1  i!l  'll  )■  If. 

3SSBS  3  SSGS! 
I8SBS  3  HESS! 

3  BP.^.T 
IEHPS  3  aK*fs?- 

-Lissr  ■  sbsp® 

IEEEF1  a  BR33I 

.  . 

SSL-***!**  3  WfXZi 

#  r.n  «  .  n 

t  1  "**  ' 

•w  m 

f  2S&9B  il  BBS  rung 

U..II. 

-  j  !  ■  •  ii  >i  y 

ssssas  J  BBS 

in  m  ill — ■Hi  in 

PBBMBBBiH  1  i  f  H  i 

i.  i  I  * 

■*=!«»  iua 


i  iM  W  <51  I  V  f 

'  n.msBW  iJF 

»T:«I  Iff  til 

iiniiii  HHin  d 

ii  >•  i  wirm  mw  i1 


Formerly  Exide  Electronics 


Even  the  most  experienced  IT  professional  probably 
isn't  aware  of  all  the  potential  power  threats  out  there 
—  from  subtle  distortions  that  damage  data,  to  full¬ 
blown  blackouts  that  shut  down  a  business. 

Luckily,  there's  Powerware.  We  are  the  UPS  experts. 
Offering  not  just  products,  but  top-to-bottom  solutions: 
Series  3  for  the  most  common  power  threats  (failures, 
surges  and  sags);  Series  5  for  mid-  to  high-level  protection; 
and  Series  9  for  the  most  mission-critical  operations. 


What's  more,  we'll  help  you  determine  the  precise 
level  of  protection  you  need,  complete  with  our 
unmatched  monitoring  and  shutdown  software  and 
on-site  support. 

To  learn  more,  check  out  www.powerware.com/359. 
Or  call  us  at  877-PWRWARE  (877-797-9273).  It's 
the  kind  of  move  that  can  earn  you  the  corner  office. 


POWERWARE* 

POWERING  THE  WORLD 


need  for  .SANs,  says  Dave  Hill,  storage 
research  director  at  Aberdeen  Group 
in  Boston.  But  he  warns  that  SANs 
will  be  as  slow  to  catch  on  as  net¬ 
works  were  in  the  ’80s. 

One  reason  is  that  there’s  just  too 
much  new  technology  to  assimilate. 
“SANs  are  at  the  stage  that  LANs  were 
at  10  years  ago,”  says  Peter  Tarrant,  vice 
president  of  marketing  and  business 
development  at  switch  specialist 
Brocade.  “A  lot  of  uncertainty  exists.” 

To  deal  with  user  trepidation,  Bro¬ 
cade  is  altering  its  strategy,  which  pre¬ 
viously  centered  on  high-end,  multiport 
Fibre  Channel  fabric  switches.  In  Nov¬ 
ember,  the  company  introduced  small, 
eight-port  switches  to  compete  with 
managed  hubs  made  by  Gadzoox  and 
Vixel. There  is  a  huge  market  to  be  tap¬ 
ped  in  small  installations, Tarrant  says. 

Until  users  become  confident,  ven¬ 
dors  need  to  provide  the  SAN  products 
that  they’re  willing  to  invest  in  now. 

STALLED  STANDARDS.  MGMT.  TOOLS 

Another  obstacle  to  SAN  implemen¬ 
tation  is  interoperability.  At  this  point, 
it’s  unclear  whether  any  SAN  products 
interoperate.  Throw  them  all  into  a  lab, 
and  you’ll  find  that  one  switch  won’t 
work  with  another.  Or  one  host  bus 
adapter  may  work  with  routers  from 
vendors  A,  B  and  C,  but  won’t  work 
with  products  from  vendors  D,  E  and  F. 

While  vendors  claim  to  be  working 
on  interoperability,  their  efforts  are 
divided  and  self-serving.  EMC  is  starting 
its  own  interoperability  lab  to  see  if 
everyone  else’s  equipment  works  with 
its  products.  But  to  be  effective,  interop¬ 
erability  testing  needs  to  be  performed 
by  a  single  body,  observers  say,  not 
groups  of  vendors  each  testing  its  own 
solutions.  So  far  only  Ancor,  Brocade, 
Gadzoox,  McData  and  Vixel  are  working 
together  to  make  sure  their  switches 
interoperate  in  the  same  SAN. 

A  logical  venue  for  consistent  inter¬ 
operability  testing  might  be  any  of  the 
quasi-standards  bodies.The  Storage 
Network  Industry  Association,  in  fact, 
has  started  interoperability  working 
groups  to  establish  some  measures  of 
conformance.  But  Bob  LiVolsi,  senior 
vice  president  of  sales  and  marketing 
at  Crossroads,  says: “Standards  are 
going  to  be  set  by  the  market  and  not 
by  a  trade  association.” 

Until  that  happens,  you  would  be 
wise  not  to  add  switches  or  other 
devices  until  you  can  prove  interoper¬ 
ability  with  other  SAN  equipment.  Ask 
for  a  money-back  guarantee.  The 
Motley  Fool’s  Gibbs  is  one  savvy  user 
who  asked  for  a  money-back  guarantee 
from  Compaq  and  got  it. 

Manageability  issues  are  also 

Continued  on  page  88  IIIH^ 
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Stephen  Norton 
President,  CEO  &  Chairman 

Cybex  Computer  Products  Corporation 

(800)  932-9239 

www.cybex.com 

Cybex  Computer  Products  Corporation  (NASDAQ:  CBXC) 
is  the  world's  premier  provider  of  KVM  switching,  exten¬ 
sion  and  remote  access  solutions  for  enterprise  data 
centers.  The  XP4000  Series  is  Cybex 's  most  advanced 
and  versatile  multi-user,  multi-form  switching  solution  for 
contemporary  server  room  management.  Combined 
with  Key-View  II,  administrators  can  remotely  control  any 
server,  anywhere  in  the  world.  This  non-intrusive  hard¬ 
ware  system  provides  users  access  to  all  levels  of  con¬ 
trol,  from  CMOS  settings  to  power  cycling  servers. 


Anthony  DeKerf,  President 

KVM  Networks 

(800)  808-4672 

www.tron.com 

KVM  Networks™  are  reshaping  the  way  computer 
hardware  is  managed  in  Data  Center  Operations.  The 
keyboard,  monitor  and  mouse  no  longer  need  to  be 
positioned  at  each  computer  or  groups  of  servers.  A 
KVM  Network  delivers  keyboard  and  mouse  control  to 
computers  using  IP  or  out-of-band  techniques.  Successful 
KVM  Network  designs  will  return  valuable  revenue  gen¬ 
erating  real  estate  and  increase  hardware  security. 


Nigel  Turner 

SVP  Business  Management 

Computer  Associates 

(516)  342-5224 

www.cai.com 

Computer  Associates  understands  how  critical  the  net¬ 
work  is  in  today's  e-business  marketplace.  Understanding 
how  the  network  is  affecting  critical  applications  and 
how  users  are  impacted  by  poor  network  performance 
are  fundamental  in  this  service-based  market.  Accordingly, 
CAs  network  management  solutions  allow  enterprises 
to  manage  today's  increasingly  complex  networks, 
assuring  their  e-business  future. 


Hong  Yu,  Chairman  &  CEO 

Lancast,  Inc. 

(603)  880-1833 

www.lancast.com 

LANCAST  offers  a  full  array  of  fiber  optic  connectivity 
products,  including  media  converters,  hubs,  switches, 
NICs,  and  transceivers,  for  Ethernet  and  Fast  Ethernet 
networks.  LANCAST  solutions  enable  customers  to 
protect  and  extend  their  current  investments  in  net¬ 
working  equipment  by  seamlessly  integrating  fiber 
optic  technology  with  existing  Ethernet  media  types. 
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Marconi 

(888)  404-0444 

www.marconi.com 

Marconi  — We  are  a  global  organization  in  the  high- 
tech,  (high  margin),  high  growth  communications  and 
IT  business.  We  are  leaders  in  optical  networks,  provid¬ 
ing  the  technology  to  build  the  New  Public  Network. 
Marconi  is  a  dynamic  organization  with  strong  leader¬ 
ship  focused  on  creating  shareholder  value. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 


Dr.  John  L.  Glazik 
Chairman,  President  &  CEO 

Ennovate  Networks 

(978)  263-2002 

www.ennovatenetworks.com 

IP  has  emerged  as  the  natural  convergence  layer 
between  enterprise  and  public  networks.  In  response, 
network  service  providers  will  provision  a  new  generation 
of  public  IP  networks  and  deliver  real-time  IP  services, 
such  as  Network-based  IP  Virtual  Private  Networks 
(VPNs)  to  their  enterprise  customers.  The  Ennovate 
Envoy"  1600  IP  Services  Switch  and  Ennovate  EnSight” 
Service  Automation  System  provide  the  solution  for  the 
introduction  of  these  new  services. 
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Cynthia  Provin,  COO 

Racal  Security  and  Payments 

(888)  744-4976 

www.racalitsec.com 

Pre-eminent  in  secure  playment,  electronic  commerce, 
card  payment,  secure  remote  access  and  enterprise 
network  security,  Racal  Security  and  Payments  manu¬ 
factures  a  comprehensive  range  of  world-leading  point 
of  sale  terminals  and  management  systems,  as  well  as 
secure  payment  systems  and  network  encryption  solu¬ 
tions.  For  almost  two  decades,  Racal  has  been  at  the 
forefront  of  security  and  payment  technology,  cooperat¬ 
ing  and  contributing  to  set  the  industry  standards  used 
for  financial  transactions  and  electronic  commerce 
globally.  Racal's  Security  and  Payments  business  is  part 
of  the  Racal  Electronics  Group  that  has  operating  com¬ 
panies  worldwide. 
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■■■&■  Con!  inued  from  page  86 
hindering  SAN  progress. There’s  no  sin¬ 
gle  management  standard:  Some  ven¬ 
dors  have  proprietary  management  soft¬ 
ware  to  control  their  devices.  Others 
incorporate  HP’s  SureStore  E  SAN 
Manager  LM  software.  Still  others  have 
formed  blood-brother  relationships 


with  traditional  system  management 
vendors,  such  as  Computer  Associates, 
to  codevelop  storage  management 
packages. 

The  importance  of  management 
shouldn’t  be  downplayed. The  advan¬ 
tages  of  SANs  —  LAN-free  and  server¬ 
less  backup,  data  vaulting,  remote  mir¬ 


roring,  dual-active  copying,  high  avail¬ 
ability  and  fault  tolerance  —  make 
managing  a  storage  network  more 
complex.  Managing  storage  is  so  essen¬ 
tial  that  it  costs  $7  more  per  hour  than 
storage  itself.  According  to  Dataquest, 
the  storage  management  market  will 
exceed  $6.6  billion  in  2003,  up  from 
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Go  ahead.  Tell  us  your  problems. 

Your  hardest  problems. 

And  we'll  provide  you  with  the  solutions. 
Arcstar,  NTT  Communications' 
global  solution  brand,  has  the  answers  to  all  your 
telecommunications  problems.  WAN,  LAN  construction. 
IP  network  service. 

Network  security.  And  much  more. 

Arcstar  offers  one-stop  end-to-end 
services  using  the  latest  technology  to  provide  real 
solutions  to  your  real  needs. 

Why  wait  any  longer? 

The  solutions  are  right  here. 
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A  trusted  solution  service 
from  NTT  Communications 

Arcstar 

-  Global  Network  Services - 

Global  Managed  Bandwidth  Service  /  Global  Managed  Frame  Relay  Service 
Global  IP  Fax  Service  /  Global  EBN  Service  l  IP-VPN  Service  I 
Global  High-speed  Digital  Leased  Circuit  Service 
Global  ATM  Service  /  Global  IP  Backbone  Service 

-  Comprehensive  One-Stop  Services  - 

One-stop  Shopping  Service 
•  Applications  handled  at  a  single  contact  point 
[  International  communications  lines,  local  access  lines  I 
One-stop  Billing  Service 

•  Multiple  bills  into  a  single  statement  at  a  single  location 
•  Bills  in  local  currency  or  any  major  currency  •  Split  billing  upon  request 
One-stop  Maintenance  Service 

•  On  site  /  off  site  network  maintenance  •  24  hour  global  network  management 
•  On-line  Help  Desk  I  English  /  Japanese  I 

•  A  full  i*rvice  offering  may  not  bo  Available  in  some  countries 
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$2.6  billion  in  1998. 

Vendors  need  to  convince  more 
users  to  adopt  SANs  and  to  convince 
those  that  do  to  be  more  aggressive.To 
do  that,  vendors  need  to  agree  on  stan¬ 
dards,  guarantee  interoperable  products 
and  resolve  management  shortcomings 
—  in  short,  deliver  on  the  promise  of 
heterogeneous  SANs.  ■ 
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Trouble  is  brewing  over 
business-to-business  e-comm 
standards.  BY  JULIE  BORT 

It’s  easier  to  swim  through  a  vat  of  spaghetti 
than  to  keep  track  of  the  many  standards 
efforts  for  business-to-business  e-commerce. 
Funny  thing  about  standards,  unless  everyone 
agrees  on  one,  you  don’t  have  a  standard  — 
you  have  Unix  all  over  again. 

Nevertheless,  a  plateful  of  work  is  being  done  on 
e-commerce  standards,  much  of  it  overlapping  or 
conflicting,  and  chiefly  in  two  areas:  XML  and  codi¬ 
fying  business  practices. 

Ask  any  vendor  about  its  involvement  in  busi- 
ness-to-business  e-commerce  standards  and 
you’ll  get  an  ear  full  of  XML.  Yet  unlike  other 
standards,  only  XML’s  syntax  has  been 
standardized. 

While  it’s  great  that  Web  developers  can 
now  tag  anything,  unless  some  agreement  is 
made  as  to  what  the  tags  mean  and  how  to 
process  them,  you  might  as  well  be  speaking 
different  languages. 

Consequently,  a  cornucopia  of  work  is 
being  done  to  standardize  tags  and  docu¬ 
ments.  The  work  manifests  itself  in  two 
forms:  Document  Type  Definitions  (DTD)  and 
schemas.  DTDs,  part  of  the  World  Wide  Web 
Consortium’s  XML  1.0,  basically  declare  what 
kind  of  document  is  being  exchanged. 

Schemas,  developed  after  Version  1.0,  are 
more  comprehensive. They  include  document 
structure,  more  rules  and  other  attributes. 

“A  lot  of  the  commerce  standards  are  about 
DTDs.That’s  OK,  but  they  don’t  scale  well  for 
e-commerce,  and  they  tend  to  be  vendor-spe¬ 
cific,”  says  Dave  Burdett,  technology  group 
leader  for  Commerce  One,  a  business-to-busi- 
ness  e-commerce  vendor  in  Walnut  Creek,  Calif. 

“A  schema  is  much  less  processing-intensive.  It 


needs  less  validation  than  a  DTD  because  there’s 
less  rule-checking  and  handling.  So  it  requires  less 
resources  from  the  infrastructure.” 

Still,  it  should  be  noted  that  the  much-ballyhooed 
cXML,  produced  by  Commerce  One’s  arch-rival 
Ariba,  is  based  on  DTDs.  “When  you’re  talking 
about  operating  resources  [not  raw  materials] ,  as 
long  as  you  defined  a  relatively  complete  order,  the 
DTD  order  form  is  fine.  But  it’s  not  intended  for 
items  like  raw  materials  orders  that  require  special 
scheduling,”  counters  David  Rome,  vice  president  of 
marketing  for  Ariba. 


TOO  MANY  XML  RECIPES 

Perhaps  a  bigger  issue  is  the  sheer  number  of  ‘ 

cooks  in  the  XML  kitchen. Two  categories  of  groups 
are  busily  defining  standards:  vertical  industry  con¬ 
sortia  and  e-business  platform  vendors. 

As  for  the  former,  some  35  industry-specific  XML 
DTD/schema  frameworks  are  being  created  in  at 
least  a  dozen  industries,  according  to  OASIS,  a  ven¬ 
dor-independent  repository  of  XML  initiatives.The 
frameworks  include  the  financial  securities  industry’s 
Financial  Products  Markup  Language  (FpML);  the 
travel  industry’s  Open  Travel  Alliance;  the  architec¬ 
ture,  engineering  and  construction 
industry’s  aecXML,  and  others. 

Obviously,  with  so  many  burners 
fired  up,  there’s  a  lot  of  repetition. 

The  financial  industry  is  a  prime 
example. There’s  FpML,  plus  XML 
work  by  die  Banking  Industry  s 

Technology  Secretariat;  the 
Interactive  Financial  Ex¬ 
change;  the  Financial  Services 
Technology  Consortium;  the 
Bank  Internet  Payment 
System;  and  Checkfree,  Intuit 
and  Microsoft  with  their 
Open  Financial  Exchange. 

No  single  reference  imple¬ 
mentation  exists  for  XML. 

Each  group  is  creating  its 
DTDs  and  schemas  from 
scratch  —  leaving  a  whole  lot 
of  variations  to  support.' This 
is  particularly  harsh  for  hori¬ 
zontal  businesses,  such  as 
wholesalers  or  retailers, 
which  work  with  many  veni  | 

cal  markets.1 Thev ’re  forced  :■ 

1  % 
support  multiple  so-ca’k  d 

XML  standards. 

“We  preach  to  customers 

to  use  as  many  emerging 

XML  standards  as  ptnerte 

asserts  Shannon  Denton, 
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senior  vice  president  for  Xcelerate,  a  Web  site  devel- 
per  in  Ft.  Lauderdale,  Fla.,  specializing  in  business- 
to-husiness  e-commerce.  “The  real  challenge  is  that 
there  are  competing  consortiums  out  there  — 
there’s  no  centralized  board.” 

Now  add  a  cup  of  e-commerce  vendors  specializ¬ 
ing  in  business-to-business  trading. They  try  to 
attract  customers  with  their  own  XML  frameworks. 
Such  frameworks  concentrate  on  common  business 
documents  such  as  purchase  orders  and  return 
authorizations;  a  company  could  then  customize 
them.  Frameworks  in  this  genre  include  Ariba’s 
xCML,  Commerce  One’s  Common  Business  Library 
and  SAP’s  mySAR 

Place  this  mixture  into  a  scorching  hot  fire  —  oth¬ 
erwise  known  as  Microsoft’s  BizTalk,  an  XML  schema 
repository.  Groups  register  their  schemas  with 
BizTalk,  and  it  translates  one  to  another.  This  type  of 
translation  is  a  page  right  out  of  electronic  data  inter¬ 
change. True  to  form,  Microsoft  has  gotten  ahead  of 
the  standards  process,  using  an  extended  schema 
and  its  own  exchange  methods. 

Yet  because  of  Microsoft’s  clout,  everyone  who’s 
anyone  is  working  with  BizTalk.  This,  in  turn,  has 
caused  fear  among  competitors  that  Microsoft  is 
covertly  trying  to  control  XML.  There  is  some  rea¬ 
son  to  worry  —  BizTalk  will  be  supported  in 
Microsoft  products  such  as  Site  Server  Commerce 


Edition  and  Office  2000,  and  is  available  as  the 
Microsoft  BizTalk  Server,  now  in  alpha. 

“A  lot  of  people  will  see  power  to  drive  the  stan¬ 
dard  in  Microsoft.  But  by  definition,  a  standard  is 
not  controlled  by  a  single  company,”  says  Jim  Hoyt, 
vice  president  of  technology  for  Sterling 
Commerce,  a  longtime  EDI  vendor  that  offers  a 
competitor  to  BizTalk,  Gentran:Server. 

With  all  this  activity,  it  would  seem  that  XML  is  the 
only  e-business  standard.  Not  true.  About  18  months 
ago,  Open  Buying  on  the  Internet  (OBI)  was  released 
and  widely  hailed  as  the  business-to-business  standard 
to  watch.  But  it  was  hardly  the  rallying  dinner  bell 
that  its  creators  hoped  it  would  be.  Loosely  aimed  at 
the  office  supplies  market,  OBI  has  achieved  a  mod¬ 
icum  of  support  from  vendors  such  as  Ariba  and  SAP 
However,  the  specification’s  complexity,  coupled  with 
the  rise  of  XML,  has  taken  the  steam  out  of  it,  e-com¬ 
merce  vendors  say. 

“OBI  has  not  turned  out  the  way  people  antici¬ 
pated.  It’s  about  sell  side.  Pieces  of  OBI,  like  the 
transfer  of  purchase  orders  in  OBI  format,  are  sup¬ 
ported,”  says  Mike  Micucci,  director  of  product  mar¬ 
keting  for  Commerce  One. 

The  upshot  is  that  XML  doesn’t  make  business-to- 
business  e-commerce  easy,  just  easier.  Integration 
between  e-business  applications  remains  a  custom¬ 
coding  affair,  says  Anne  Marie  Kean,  vice  president  of 


business-to-business  e-commerce  for  Staples  in 
Framingham,  Mass.  Staples  uses  XML  and  OBI  to  con¬ 
duct  e-commerce  with  its  business  customers.  Staples 
integrates  its  catalogs  with  a  customer's  procurement 
systems  or  proprietary  office-supply  applications. 

While  her  customers  frequently  request  that 
such  integration  use  XML,  Kean  says  that  with  all 
the  variations,  it’s  not  the  quick  process  her  cus¬ 
tomers  imagine  it  to  be. 

“I  don’t  see  a  pattern,  other  than  variations  of 
XML,”  she  says. “Each  procurement  system  has  its 
own  version,  and  that’s  what  we  have  to  do  to  sup¬ 
port  our  customers.” 

OTHER  STANDARDS  ON  THE  MENU 

Codifying  good  e-commerce  business  practices  is 
another  area  of  standards  work.  At  least  two  organi¬ 
zations  have  taken  on  this  task:  the  Global 
Information  Infrastructure  (GII)  in  Foster  City,  Calif., 
and  the  Organization  for  Economic  Cooperation  and 
Development  (OECD)  in  Paris. 

The  Gil’s  thrust  is  its  Standard  for  Internet  Com¬ 
merce.  The  standard  is  drafted  and  voted  upon  by 
more  than  200  analysts,  consumer  advocates,  e-com- 
merce  enterprises,  educators,  journalists  and  vendors. 

Gil’s  hopes  to  increase  trust  in  e-commerce  by:  1) 
letting  the  industry  dictate  its  own  conduct;  and  2) 

Continued  on  page  92  lll^ 
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HOT  Standby  Network 

BBCOM  introduces  the  first  Hot  Standby  Network  "insurance"  plan 
for  today's  Intra  and  Interstate  networks.  The  perfect  one-to- 
one  mirror  network  of  your  existing  WAN  for  a  low  monthly  pre¬ 
mium  and  one  time  bill  and  drop  fee  only  if  and  when  you  use 
it. 

The  service,  which  utilizes  the  Williams  nationwide  fiber  network, 
is  provided  by  installing  redundant  T-3  access  loops  from  any 
of  your  locations  to  our  nationwide  ATM  network  nodes.  It  in¬ 
cludes  the  provisioning  of  all  the  necessary  PVCs  to  guarantee 
protection  at  your  required  level  and  remains  active  at  all  times 
ensuring  an  alternate  route  to  your  existing  primary  route. 

The  billing  structure  is  based  on  the  following  recurring  and  non¬ 
recurring  elements. 

Code  NW103 


Recurring  Monthly  Fees: 

1 )  $2500  port  fee  per  T-3. 

2)  Standby  T-3  per  node:  $1000  Intrastate;  $3000  Interstate 

3)  Monthly  local  loop  and  installation  fees  vary  by  location. 

Non-Recurring  One  Time  Bill  and  Drop  Fee: 

PVC  charges  are  a  flat  one-time  fee  based  on  the  total  CIRs 
allocated  for  the  backup  and  are  incurred  only  if  and  when  the 
network  is  used.  The  CIR  rates  require  a  three  Meg  minimum 
and  are  priced  at:  $300/Meg  Intrastate;  $500/Meg  Interstate. 


info@bbcominc.com 
800-987-1111  Ext  246 
www.bbcominc.com 
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s 


G  SECT 


offer  the  intelligent  load  balancing  and  bandwidth  manage¬ 
ment  tools  needed  for  optimal  performance  and  high 
availability  of  Web  sites. 


Bobby  Johnson,  President  &  CEO 

Foundry  Networks 

(888)  TURBO  LAN 

www.foundrynetworks.com 

Foundry  Networks,  Inc.  is  a  leader  in  high  performance 
end-to-end  switching  solutions  including  Internet 
routers,  Layer  3  switches  and  traffic  management  sys¬ 
tems  for  Layer  4-7  switching.  Foundry's  users  include 
the  world's  largest  ISPs,  enterprise,  entertainment, 
pharmaceutical  and  manufacturing  companies  as  well 
as  search  engines,  e-commerce  sites  and  universities. 


William  Rosenberger 
President  &  CEO 

Network  Peripherals 

(800)  674-8855 

www.npix.com 

NPI  produces  high-performance  Layer2/Layer3  Gigabit 
Ethernet  switches  "Powered  by  NuWaveA/rb/fecfure," 
an  ASIC-based  building-block  design.  These  units 
include  the  industry's  first  stackable  switches  that 
deliver  wire-speed,  non-blocking  performance  through 
the  entire  stack.  Independent  test  results  confirm  the 
units'  high-performance  characteristics. 
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Efraim  Wachtel,  President  &  CEO 

RAD  Data  Communications,  Inc. 

(800)  444-7234 

www.rad.com 

The  Access  Arena  will  see  tremendous  growth. 
Convergence  is  driving  the  trend  as  carriers  consolidate 
infrastructures  into  a  uniform  broadband  access  platform 
and  users  look  to  a  single  source  for  multiple  services. 
With  innovative  engineering  and  a  wealth  of  in-house 
technologies,  RAD  Data  Communications  will  solidify 
its  position  as  a  major  player  in  this  space. 


Keisuke  Nakasaki 
President  &  CEO 

NTT  America,  Inc. 

(212)  808-2215 

www.ntta.com 

1999  has  seen  some  exciting  changes  in  the  telecom¬ 
munications  industry.  As  the  technological  advances 
expand  the  horizon  of  the  industry,  our  customers 
develop  more  sophisticated  telecommunication  needs. 
The  reorganization  of  NTT  and  NTT  America's  new  facili¬ 
ties  and  business  ventures  are  reflections  of  our  dedica¬ 
tion  to  cater  your  changing  needs. 


Rick  C.  White,  President  &  CEO 

Phobos  Corporation 

(801)  474-9200 

www.phobos.com 

In  response  to  explosive  growth  in  e-commerce,  Phobos 
satisfies  the  Internet  traffic  management  needs  of  .corns 
and  Internet  service  companies.  The  company's  products 


Alain  Cohen,  President  &  CTO 

MIL  3,  Inc. 

(202)  364-4700 

www.mil3.com 

As  the  worldwide  leader  in  Decision  Support  Software 
for  networks  and  applications,  MIL  3  provides  solutions 
that  reduce  the  cost,  labor  and  risk  involved  in  the 
implementation  and  operation  of  IT  services  —  helping 
IT  professionals  manage  the  future  of  their  e-infrastruc¬ 
tures.  With  its  advanced  modeling  and  simulation,  MIL  3 
software  lets  you  know  the  expected  performance  of 
designs  or  proposals,  and  make  any  necessary  adjust¬ 
ments  before  committing  to  a  course  of  action. 


Noam  Lotan,  President/CEO 

NBase-Xyplex 

(818)  773-0900 

www.nbase-xyplex.com 

NBase-Xyplex,  the  leader  in  fiber-driven  connectivity  solu¬ 
tions,  uses  its  leading  edge  products  and  services  to 
enhance  network  infrastructures  for  enterprise  and 
carrier  customers.  Leveraging  its  industry-leading  optical 
expertise  along  with  its  broad  range  of  switches,  routers 
and  access  servers,  NBase-Xyplex  provides  enlightened 
solutions  for  long  distance,  fiber-based  LANs,  remote 
network  access,  and  network  control  and  management. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 
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providing  guidelines  that  give  shoppers 
a  consistent  experience.  It  covers  busi¬ 
ness  practices,  like  the  minimal  accept¬ 
able  response  time  for  a  customer-ser¬ 
vice  query,  the  information  an  e-busi- 
ncss  should  post  about  itself  and  what 
data  to  include  when  verifying  an 


order  via  e-mail. The  second  and  final 
draft  was  released  in  mid-December. 

Similarly,  the  OECD  covers  some  of 
the  same  ground  as  the  GII,  but  is  also 
international  and  involves  broader 
issues.  The  OECD  is  well-known  for  its 
roles  in  various  international  trade  ini¬ 
tiatives.  It  has  recently  developed 


Guidelines  for  Consumer  Protection  in 
the  Context  of  Electronic  Commerce, 
an  OECD  Council  Recommendation. 

“Council  Recommendations  are 
nonbinding,  but  since  they  are,  in 
effect,  jointly  drafted  by  the  govern¬ 
ments  of  the  OECD  Member  coun¬ 
tries,  there  is  a  certain  moral  obliga- 


To  build  a  smooth  running  network,  you  need  more  than  computers  and 
software.  You  need  an  electrical  contractor  that  knows  megabits  from  mega¬ 
hertz— a  NECA/IBEW  contractor. 

NECA/IBEW  contractors  can  install,  test  and  certify  cabling  for  complicated 
network  applications  such  as  Fast  Ethernet,  Token  Ring  and  high-speed  ATM 
links.  They  are  also  experts  in  fiber  optic  cabling,  the  medium  of  choice  for 
LANs,  network  backbones  and  even  desktop  applications.  Their  skilled  workers 
know  all  the  codes  and  standards  and  understand  their  applications. 

Maximize  your  network’s  performance  and  protect  your  investment  in  hard¬ 
ware  and  software  with  a  solid  foundation  built  by  a  NECA/IBEW  contractor. 


To  hire  an  electrical  contractor  who  employs  IBEW  workers,  contact  your  local  NECA 
chapter  or  IBEW  local  union.  To  find  a  NECA  contractor,  call  The  NECA  Connection  at 
800-888-6322  or  visit  our  website. 


THE  OI  AI.I  IT 


National  Electrical  Contractors  Association 
International  Brotherhood  of  Electrical  Workers 
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tion  to  meet  them,"  says  John  Drytlen, 
head  of  the  Information  Computer 
and  Communications  Policy  Division 
Directorate  for  Science,Technology 
and  Industry  at  the  OECD. 

Although  drafted  with  consumer 
confidence  and  protection  in  mind, 
the  guidelines  have  obvious  implica¬ 
tions  for  business-to-business 
e-commerce,  as  well.  They  cover 
areas  such  as  fair  business  and  mar¬ 
keting  practices,  online  business  and 
information  disclosures,  the  han¬ 
dling  of  consumer  complaints  and 
dispute  resolution. 

The  OECD  has  also  begun  to  tread 
lightly  in  the  areas  of  international  tax¬ 
ation,  legal  jurisdiction  and  tariffs. 
While  the  guidelines  don’t  make  spe¬ 
cific  recommendations  for  the  latter 
two,  taxes  are  a  different  dish. 

“The  tariff  issue  is  a  bit  different 
from  that  of  taxes  —  although  a  tariff- 
free  zone  in  cyberspace  for  electronic 
transmissions  makes  sense,  the  same  is 
not  true  for  taxes  —  there  is  no  rea¬ 
son  for  cyberspace  to  be  a  tax  haven,” 
Dryden  says.  Currently,  member  coun¬ 
tries  have  agreed  to  let  trade  develop 
electronically  without  tariffs. 

But  saying  that  countries  should  be 
able  to  collect  taxes  requires  solving 
the  obvious  technical  problems  of  per¬ 
forming  the  task.  So  the  OECD  has  cre¬ 
ated  a  taxation  “framework  conditions” 
report  offering  guidelines  on  how  to 
apply  tax  rules  to  electronic  transac- 
tions.This  document  also  suggests 
areas  for  future  work  concerning  “con¬ 
sumption  taxes,  direct  taxes  and  tax 
administration,”  Dryden  says. 

Overall,  the  enterprise  that  dines  at 
the  e-business  table  must  track  an  awful 
lot  of  undercooked  standards  work. 
Network  executives  should  begin  by 
scouting  out  all  relevant  XML  work 
being  done  in  their  companies’  indus¬ 
tries,  via  their  suppliers  and  customers 
as  well  as  organizations  such  as  OASIS 
(www.xml.org).  Executives  should  fur¬ 
ther  study  the  construct  of  that  work 
—  DTD  or  schema  —  to  evaluate  the 
possible  effect  on  the  network. 

Likewise,  every  enterprise  should  be 
taking  note  of  evolving  best  business 
practices.This  is  the  bar  to  which  they 
will  be  expected  to  compete.  And 
those  with  international  interests 
should  stay  abreast  of  technology  and 
practices  involving  taxes.  Having  piled 
the  plate  high  with  such  information, 
the  last  step  . . .  mangia!  ■ 


for  the  enterprise 
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Giant  carriers  use  the  desire  for  Internet  deregulation  as  a 
pawn  in  their  power  struggles.  BY  DAVID  ROHDE 


lmost  everyone  has  heard  of  the  politi 
cal  marriage  pairing  Republican  strate- 
gist  and  conservative  talk  show  host 
Mary  Matalin  with  colorful  Bill 
Clinton  defender  James  Carville. 

But  Matalin  and  Carville  aren’t 
the  only  Washington  power  couple  who  must  be 
having  political  shouting  matches  over  dimier  these 
days.  Take  a  look  at  Susan  Molinari  and  Bill  Paxon, 
married  former  members  of  Congress  who  are  sud¬ 
denly  on  opposite  sides  of  a  most  unlikely  issue  — 
broadband  Internet  access. 

Molinari,  a  former  rising  star  from  Staten  Island, 
N.Y.,  and  keynote  speaker  at  the  1996  Republican 
National  Convention,  is  co-executive  director  of  a 
group  called  the  Internet  Advancement  Coalition. 
Paxon,  who  gave  up  his  Buffalo,  N.Y.,  seat  shortly 
after  Molinari  stepped  away  from  hers,  is  a  paid 
consultant  to  a  group  called  the  Competitive 
Broadband  Coalition  (CBC). 

Sounds  innocuous  enough  until  you  realize  what 
these  two  groups  are  all  about. The  Internet  Ad¬ 
vancement  Coalition,  or  iAdvance,  is  heavily  funded 
by  regional  Bell  operating  companies  SBC  Commu¬ 
nications  and  Bell  Atlantic  to  lobby  for  a  change  in 
telecom  law  that  would  enable  RBOCs  to  build 
long-distance  data  networks  —  in  other  words, 
Internet  backbones  —  before  they  have  long-dis¬ 
tance  voice  authority.  The  CBC  is  heavily  funded  by 
AT&T,  MCI  WorldCom  and  others  precisely  to  stop 
the  RBOCs  from  gaining  this  authority. 

Of  course,  neither  group  publicly  states  its  goals 
that  way. The  iAdvance  group  says  it’s  all  about 
“Bringing  the  Internet  up  to  speed  for  all 
Americans!  ’’The  CBC  says  it  is  “dedicated  to  pro¬ 
tecting  the  competitive  environment  in  which  the 
Internet  was  born  and  continues  to  evolve.” 

But  those  aren’t  the  only  players.  Consider  a 
third  group  with  the  provocative  name  “Hands  Off 
the  Internet.”  In  ads  and  on  the  Web,  the  group 
describes  itself  as  “a  coalition  of  Net  users”  who 
believe  “the  Internet’s  phenomenal  growth  stems 
from  the  ability  of  entrepreneurs  to  expand  con¬ 
sumer  choices  and  opportunities  without  worrying 
about  government  regulation.”  But  critics  charge 


that  the  group  is  nothing  more  than  a  front  for 
AT&T  to  lobby  against  regulations  forcing  it  to 
open  its  vast  cable  networks  to  ISPs.  “Hands  Off  the 
Internet  is  a  completely  AT&T-funded  puppet,”  says 
Greg  Simon,  co-executive  director  of  yet  another 
group  —  the  openNET  Coalition. 

Oh,  and  what’s  that  group?  The  openNET 
Coalition  says  it  is  “dedicated  to  promoting  the 
rights  of  all  consumers  to  obtain  affordable,  high¬ 
speed  access  to  the  Internet  from  the  provider  of 
their  choice.”  But  its  critics  say  the  coalition  is  just  a 
lobbying  front  for  America  Online,  which  lacks 
AT&T’s  last-mile  links,  and  GTE,  which  habitually 
fights  AT&T  in  court,  so  the  companies  can  reach 
end  users  via  the  cable  plant  that  AT&T  is  spending 
billions  to  upgrade. 


raison  d’etre,  even  when  what  each  group  is  really 
aiming  at  is  a  technical  change  in  the  nation’s  tele¬ 
com  laws. 

•  Each  group  employs  former  members  of 
Congress  and  top  officials  of  the  Reagan,  Bush  or 
Clinton  administrations  to  pitch  its  message.  But 
forget  Republican  vs.  Democratic  distinctions  — 
you  can’t  predict  which  party  partisans  will  join 
which  group.  Some  of  the  groups  have  hedged 
their  bets  and  hired  well-known  operatives  from 
both  parties. 

•  Code  words  are  important.  Each  group  appears 
at  first  blush  to  embrace  the  almost  universal  desire 
of  ’Netizens  to  be  “deregulated.”Yet  if  you  look 
closely,  the  words  “competitive”  and  “open”  usually 
wind  up  meaning  “Let’s  put  more  regulations  on 
our  opponents,”  while  “freedom”  is  often  a 


FIGURING  OUT  THE  CODE  WORDS 

Confused?  You  needn’t  be.  Here 
are  the  basic  rules  of  how  big  corpo¬ 
rations  jockey  for  position  in  the 
Washington  telecom  power  struggle. 

•  Each  of  these  four  groups  ■ 
and  several  others  —  uses  the 
universally  expressed  desire  to 
improve  the  Internet  as  its 
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euphemism  for  “Don’t  regulate  me,  regulate  the 

other  guy.” 

Make  no  mistake,  though:  These  groups  are  get¬ 
ting  through  to  somebody  on  Capitol  Hill.  There 
are  currently  no  fewer  than  seven  bills  in 
Congress  with  titles  including  the  words  “Internet 
Freedom.'  Internet  Growth”  and  “Broadband 
Internet  Relief.”  Yet  most  of  them  have  little  or 
nothing  to  do  with  e-commerce  taxes  or  the  regu¬ 
lation  of  Internet  content.  Instead,  they’re  actually 
bills  loosening  or  tightening  regulations  on  differ¬ 
ent  ty  pes  of  telecom  giants. 

Some  political  insiders  say  all  this  activity  is  noth¬ 
ing  more  than  an  attempt  by  enormous  carriers  to 
leverage  an  interest  in  the  Internet  in  order  to  get 
politicians  to  pick  winners  and  losers  in  the  ongo¬ 
ing  guerrilla  war  of  telecom  regulation. To  see  how 
this  works,  take  a  look  at  the  four  principal  lobby¬ 
ing  groups,  what  companies  support  them  and 
their  policy  goals  (see  graphic,  this  page). 

Notice  how  AT&T,  now  the  nation’s  largest  cable 
company,  supports  a  deregulation  effort  (Hands  Off 


Even  now,  the  two  sides  are  still  engaging  in 
Bosnia-like  recriminations.  OpenNET’s  Simon,  a  for¬ 
mer  top  aide  to  Vice  President  A1  Gore,  accuses 
Hands  Off  the  Internet  of  arranging  a  fake  demon¬ 
stration  in  front  of  the  Board  of  Supervisors  that 
was  nothing  more  than  a  “human  chess  game.” 
Hands  Off  simply  paid  college  students  and 
employees  of  Excite@Home,  AT&T’s  consumer  ISP 
affiliate,  to  protest,  Simon  charges. 

By  contrast,  he  claims,  members  of  the  openNET 
Coalition  who  appeared  before  the  board  and  other 
local  governments  have  been  the  group’s  own 
members  —  employees  and  customers  of  hundreds 
of  ISPs  angered  by  AT&T’s  refusal  to  open  its  cable 
networks. 

Hands  Off  Executive  Director  Peter  Arnold  — 
himself  a  former  speechwriter  for  President  Bush 
—  will  have  none  of  it.  AOL  and  what  he  calls  “the 
local  phone  monopolies”  are  “spreading  all  sorts  of 
absurdities,”  Arnold  says. 

In  effect,  the  two  sides  simply  neutralized  each 
other  with  all  the  wrangling,  Erich  says. 


HYPOCRITES  ALL? 

The  big  telcos  all  say  they  support  Internet  deregulation  but  at  the  same  time  sponsor  groups  that  would  push 
additional  restrictions  on  competitors. 


Bells  support 

AT&T  supports 

Groups  dealing  primarily 
with  DSL 

iAdvance 

Competitive  Broadband  Coalition 
(and  www.noloopholes.org) 

Groups  dealing  primarily 
with  cable  modems 

OpenNet  Coalition 

(and  www.nogatekeepers.org) 

Hands  Off  the  Internet 

Deregulation  =  Initiatives  that  call  for  no  government  regulation  in  an  effort  to  spur  investment. 
Regulation  =  Initiatives  that  call  for  "open"  or  "competitive"  markets  via  government  regulation. 


the  Internet)  for  cable  modems  but  takes  a  proreg¬ 
ulation  —  er,  “competitive”  —  stance  for  digital  sub¬ 
scriber  line  services  (CBC).  For  most  of  the  Bell 
companies,  it’s  the  reverse. They  support  a  deregu¬ 
lation  group  (iAdvance)  for  DSL  but  a  proregulation 
—  er,“open”  —  stance  on  cable  modems  (openNet 
Coalition). 

“These  companies  have  done  everything  to 
increase  competition  for  their  competitors  and 
decrease  competition  for  themselves. That’s  all  it’s 
been  about,”  says  Neils  Erich,  co-chairman  of  the 
Telecom  Task  Force  for  the  San  Francisco  Planning 
&  Urban  Research  Association. 

For  an  example  of  how  this  game  played  out  in 
1999,  take  a  look  at  San  Francisco.  Last  summer,  the 
city’s  Board  of  Supervisors  had  to  figure  out 
whether  to  impose  new  regulations  on  AT&T  after 
the  carrier  bought  Tele-Communications,  Inc.  (TCI), 
which  held  San  Francisco’s  cable  franchise.  The 
antagonists:  Hands  Off  the  Internet  and  the 
openNET  Coalition,  the  two  groups  principally  con¬ 
cerned  with  the  cable-access  issue.  The  result:  a  lob¬ 
bying  frenzy'  by  supposed  consumers. 

“It  was  a  shameful  display  of  money  badly 
spent,”  Erich  says. “Both  sides  gave  a  lot  of  walking- 
around  money  to  political  consultants  who  bused 
in  people  who  didn’t  know  why  they  were  there.” 


WHOSE  HANDS  OFF  THE  INTERNET,  EXACTLY? 

The  most  incendiary  issue  is  disclosure  of  fund¬ 
ing  and,  by  general  consensus,  the  worst  offender 
is  Hands  Off  the  Internet.  In  its  initial  announce¬ 
ment  last  July  1  —  just  as  the  San  Francisco  contro¬ 
versy  was  heating  up  —  Hands  Off  the  Internet 
described  itself  as  “a  coalition  of  civic  organiza¬ 
tions  and  high-tech  associations”  designed  to  “pro¬ 
tect  the  Internet  from  increasing  regulatory  efforts 
pushed  by  state  and  federal  public  officials.”  Only 
at  the  end  did  the  group  mention  AT&T  as  one  of 
15  initial  members.  Then  it  began  running  ads 
mentioning  nothing  about  AT&T. 

Even  Hands  Off  members  say  AT&T  is  the 
group’s  instigator.  One  of  the  members  is  a  San 
Francisco-based  activist  organization  called 
NetAction,  which  in  the  past  has  attacked  Microsoft 
for  alleged  antitrust  violations  and  worked  to  get 
mostly  liberal  groups  trained  to  use  the  Internet  for 
organizing.  “Hands  Off  the  Internet  —  that’s  primar¬ 
ily  supported  by  AT&T,”  says  Audrie  Krause, 
NetAction  executive  director. 

Hands  Off  leaders  are  squeamish  about  the  issue. 
After  first  telling  Network  World  that  Hands  Off 
“gets  all  its  money  from  members,”  Arnold  eventu¬ 
ally  said:  “You  can  say  that  we’re  backed  by  the 
cable  industry'. You're  absolutely  right  in  saying  that.” 


But  OpenNET’s  Simon  charges  that  Hands  Off 
“keeps  misrepresenting  itself  as  representing  the 
consumer,”  noting  that  Consumers  Union  and  the 
Consumer  Federation  favor  cable  open  access. 

For  its  part,  openNET  says  it  fully  discloses  its 
funding,  which  comes  from  more  than  700  orga¬ 
nizations,  mostly  ISPs  that  want  access  to  AT&T’s 
cable  lines.  But  NetAction’s  Krause  says  that’s 
hardly  the  whole  picture.  She  charges  that  GTE  is 
paying  the  bulk  of  the  coalition's  legal  expenses 
in  certain  local  cable  access  fights,  for  example. 

The  two  principal  groups  involved  with  trying 
to  change  —  or  retain  —  the  DSL  laws  have  been 
more  circumspect.  From  the  beginning,  iAdvance 
Executive  Director  Mike  McCurry  —  President 
Clinton’s  former  press  secretary  —  has  been 
open  about  the  fact  that  the  group  receives  most 
of  its  funding  from  SBC,  Bell  Atlantic  and  comput¬ 
er  maker  Gateway.  Its  opponent,  the  CBC,  makes 
clear  on  its  Web  site  and  in  press  releases  that 
long-distance  carriers  and  competitive  local 
exchange  carriers  carry  the  freight.  But  CBC  also 
runs  a  Web  site  (www.noloopholes.org)  that 
appears  more  grass-roots,  just  as  openNET  runs  a 
separate  site  (www.nogatekeepers.org). 


TALKIN'  DSL  AND  CABLE  WITH  DON  IMUS 

And  political  insiders  say  these  stealth  sites 
employ  code  words  that  are  euphemisms  for  “reg¬ 
ulation.”  CBC’s  advertising  repeatedly  accuses  the 
RBOCs  of  seeking  a  “loophole”  in  the 
Telecommunications  Act  of  1996  without  stating 
exactly  what  that  loophole  is.  (In  fact,  it’s  a  move 
to  get  data  long-distance  approval  prior  to  voice 
long-distance  approval.)  The  headline  of  one  of 
CBC’s  ads  reads:  “Don’t  let  big  local  phone 
monopolies  squash  competition  in  rural  America.” 
The  unnamed  “loophole”  would  “help  ’em  squash 
competitors  who  are  ready  to  bring  high-speed 
Internet  access  to  rural  areas.”  Meanwhile,  “gate¬ 
keepers”  is  largely  seen  as  an  AOL-backed  code 
word  against  AT&T’s  cable  strategy. 

Those  words  are  particularly  telling  in  Wash¬ 
ington,  where  all  of  these  groups  have  found 
more  fertile  ground  for  their  advertising  barrage. 
For  example,  iAdvance  —  the  group  lobbying  to 
let  RBOCs  in  data  long-distance  —  advertises  on 
Washington’s  all-news  radio  station,  as  well  as  in 
Roll  Call  and  The  Hill  —  two  newspapers  that 
primarily  go  to  Capitol  Hill  staffers  —  and  even 
on  the  “Imus  in  the  Morning”  radio  show.  Why? 
Not  so  much  to  reach  consumers  but  to  reach 
policy-makers. 

“It’s  the  level  of  attention,”  McCurry  explains. 
Democrat  McCurry  and  Republican  Molinari 
together  are  running  iAdvance,  and  they  want  Hill 
staffers  to  know  that. “[That  way]  when  you  walk 
into  a  Congressional  office,  they  don’t  roll  their 
eyes  and  say, ‘Oh,  God,  another  telecommunica¬ 
tions  issue.  I  don’t  want  to  deal  with  it.’  Instead, 
they  say, ‘Wow,  I  see  you’re  doing  this  thing  with 
Susan  Molinari,’  ”  he  says. 


THE  POLITICAL  DILEMMA  FOR  CITIES 


All  this  presents  a  huge  challenge  for  policy¬ 
makers  because  different  people  are  charged  with 
ruling  on  telecom  and  cable  matters.  For  exam- 
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pie,  many  city  governments  believe 
they  have  the  right  to  force  open 
cable  systems  by  requiring  nondis- 
criminatory  pricing  but  have  no 
authority  to  do  the  same  with  tele¬ 
phone  companies  —  something  that’s 
already  been  fought  out  among  the 
federal  and  state  governments  and  in 
the  courts. 

“If  cities  require  the  cable  operator 
to  do  something  with  its  pricing  that 
they  cannot  compel  the  telephone 
company  to  do,  then  they’re  picking 
winners  and  losers,”  says  Erich  of  the 
San  Francisco  Planning  &  Urban 
Research  Association. 

To  some  extent,  regulators  at  the 
local  and  national  levels  recognize  the 
dilemma.  “There  are  millions  being 
spent  in  dual  efforts  to  define  the 
issues  in  terms  of  open  or  closed 
access,”  said  Deborah  Lathen,  the 
Federal  Communications  Commis¬ 
sion’s  Cable  Services  Bureau  Chief,  in  a 
November  speech  in  Los  Angeles.  “You 
hear  the  sound  bites:  Open  is  good. 
Closed  is  bad.  Forced  is  bad.  Regulate. 
Don’t  regulate.  I  want  to  put  aside  all 
the  rhetoric  and  talk  about  the  reality.” 
That  reality  comes  down  to  two  tech¬ 
nologies:  cable  modem  and  DSL. 

SOME  WHO  ARE  PLAYING  IT  PURE 

Two  big  carriers  —  BellSouth  and  MCI 
WorldCom  —  aren’t  playing  the  game 
the  same  way. 

Unlike  its  RBOC  brethren,  BellSouth 
does  not  support  the  openNET 
Coalition.  Instead,  it  supports  deregu¬ 
lation  of  DSL  and  cable  modems,  say¬ 
ing  AT&T  should  be  allowed  to  do 
what  it  wants  with  its  cable  network 
so  long  as  BellSouth  gets  regulatory 
freedom  for  data  carriage.  “We  agree 
with  AT&T  —  we  don’t  believe  that 
open  access  means  what  it  says.  It’s 
just  a  euphemism  for  more  regula¬ 
tion,”  says  John  Schneidawind,  a 
Washington  spokesman  for  BellSouth. 
“But  we  also  think  we  shouldn’t  have 
to  sell  our  advanced  services  to  every 
Tom,  Dick  and  Harry.” 

MCI  WorldCom,  meanwhile,  takes 
the  exact  opposite  tack:  It’s  a  member 
of  the  pro-AT&T  CBC  but  also  the  anti- 
AT&T  openNET  Coalition. All  the  other 
companies  are  inconsistent  because  of 
their  investments,  says  Washington 
spokesman  Peter  Lucht:“They  all  want 
open  access  to  the  technology  that 
they  are  not  deploying,  and  they  don’t 
want  open  access  to  the  technology 
that  they  are  deploying.  We  want  to 
horn  in  on  both.” 

One  of  the  biggest  names  in  the 
lobbying  fight  says  he’s  trying  to 
work  toward  a  settlement. The 
iAdvance  group’s  McCurry  concedes 
that  the  group  is  fighting  for  deregu¬ 


lation  of  Bell  DSL  lines  but  is  also  in 
favor  of  open  access  —  that  is,  at 
least  temporary  regulation  of  AT&T 
cable  lines. 

McCurry  says  he  agrees  that  it 
would  be  better  if  both  sides  argued 
for  more  deregulation  for  all  players. 
The  problem,  he  says,  is  that  the 


RBOCs  start  from  a  much  heavier 
degree  of  regulation  than  the  cable 
companies  —  cable  TV  players  have 
never  before  had  to  provide  local 
loops  to  competitors  the  way  the 
RBOCs  do. 

But  all  that  has  involved  some 
explaining  to  his  backers  that  they 


need  to  show  some  real  market  inter¬ 
est  in  DSL.  McCurry  says  he  can’t  even 
get  DSL  at  his  home  in  Montgomery 
County,  Md.  —  one  of  the  nation’s 
richest  area.  “I’ve  yelled  at  the  guys 
from  Bell  Atlantic,”  McCurry  says. “I’ve 
said: ‘Hey,  I’m  the  head  of  this  coali¬ 
tion.  Give  me  DSL.’  ”  ■ 
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for  Managing  the  ^ 
Future  of  Your 
e-Infrastructure 


The  success  of  your  company,  your  business,  your  career,  depends  on 
the  performance  and  availability  of  your  infrastructure. 

Use  MIL  3's  Decision  Support  Software  to  address: 

APPLICATION  DEPLOYMENT 

•Understand  application  performance  before  going  live. 

TECHNOLOGY  ASSESSMENT 

•Quantify  benefits  of  new  technologies. 

BUSINESS  GROWTH 

•  Align  network  infrastructure  with  business  demands. 

CHANGE  MANAGEMENT  ;  • 

•Determine  effects  of  change  on  application  and  network  responsiveness 

GUARANTEED  SERVICES  -f-' 

•Deliver  application  services  in  accordance  with  established  SLAs. 

COST  MANAGEMENT  ’ 

•Identify  IT  resources  needed  to  meet  specific  business  objectives. 

MIL  3’s  IT  DccisionGuru  &  ERP  NetvvorkGuru,  with  their  simulation-based  pro-active  decision-making  capabilities,  put 
you  in  a  position  to  make  commanding  IT  decisions.  Start  today...  towards  Managing  the  Future  of  Your  e-lnfrastructure 
by  visiting  MIL  3  at  www.mil3.com/idg,  e-inail  us  at  info@mil3.com  or  call  (202)364-4700. 

Visitwww.mil3.com/idg 

for  a  chance  to  WIN  exciting  rewards  and  register  for  the  industry's  premier  IT  Decision  Support  Seminar.  -'C 


IT  DecisionGuru  showing  a  12  month  service  level 
projection  for  multi-site  database  application  deployment. 


HP  Open  View 


Third  Millennium  Technologies  ■ 

MIL  3,  Inc.  3400  International  Drive.  NW,  Washington  DC,  20008 

<®  MIL  3.  Inc  AH  rights  reserved.  MIL  3  IT  DeosionGuru.  ERP  NetvvorkGuru  are  either  registered  trademarks  or  uaoemarKS  Of  MIL  3.  Inc  jn  the  Untied  States  and/or  other  countries 
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SING  SECTIO 


POWER  PROFILE 


supplies,  rectifiers,  inverters,  turn-key  systems  and 
tailored  solutions  from  500W  to  500kW.  Manufacturing 
facilities  and  regional  offices  on  three  continents  provide 
razor  sharp  service  and  support  to  our  customers 
throughout  the  world. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is 


Moshe  Nattiv 

CEO,  President  and  Founder 

WinNet 

(408)  522-8700 

www.winnetmcs.com 

Our  WIN-100  wireless  systems  deliver  full  duplex,  wire- 
speed,  low  latency  Fast  Ethernet  connectivity  for  next 
generation  metropolitan  IP  networks.  Beyond  DSL,  T1 
orT3,  more  cost  effective  than  fiber,  the  WIN-100  sup¬ 
ports  easy  installation  and  licensing.  Robust  networking 
and  microwave  technologies  enable  point-to-point,  star, 
mesh  or  ring  carrier-class  networks.  FCC  and  ETSI  fre¬ 
quencies  available. 


Readk/toufer.  com 


ReadyRouter.  com. 

(877)  867-3239 

www.ReadyRouter.com 

ReadyRouter.com  —  the  configured  Spare-in-the-Air 
router  replacement  service.  Most  remote  site  mainte¬ 
nance  offerings  do  not  solve  a  basic  problem.  The 
replacement  unit  still  needs  to  be  configured! 
ReadyRouter.com  ships  a  router  or  CSU/DSU  that  arrives 
ready  to  plug  and  play,  because  it  is  configured.  Three 
affordable  options:  Bundled,  Standard  and  Managed. 


Doug  Walker,  CEO 

WRQ,  Inc. 

(800)  872-2829 

www.wrq.com 

WRQ  develops  and  markets  high  quality  software  and 
services  that  IT  managers  need  to  enable  the  e-busi- 
ness  infrastructure  in  the  most  complex  environments. 
Providing  access  to  enterprise  applications  and  informa¬ 
tion,  and  managing  the  Web  environment,  WRQ  solu¬ 
tions  help  our  IT  customers  consistently  deliver  the 
experience  their  e-customers  expect. 

not  liable  for  errors  or  omissions. 


Cheng  Wu,  Founder  &  CEO 

ArrowPoint  Communications 

(978)  206-3000 

www.arrowpoint.com 

ArrowPoint  Content  Smart  Web  Switches  deliver  cus¬ 
tomer-  and  content-driven  Web  sites  to  build  successful 
Internet  businesses.  Full  cookie-  and  URLswitching: 

•  Sends  requests  to  the  best  location  so  customers 
aren't  kept  waiting:  •  Secures  Web  business  without 
compromising  performance;  •  Prioritizes  important  cus¬ 
tomers,  content  and  applications:  •  Ensures  e-commerce 
purchases  aren't,  lost;  and  •  Prevents  service  disruption 
from  flash  crowds. 


Scott  Stouffer,  President  and  CEO 

Visual  Networks,  Inc. 

(800)  240-4010 

www.visualnetworks.com 

Visual  Networks,  Inc.  is  the  clear  market  leader  in  pro¬ 
viding  service  management  solutions  for  New  World 
networks.  The  company  provides  reliable  network  infra¬ 
structure  for  the  Internet  and  IP  corporate  networks 
whether  they  are  running  on  frame  relay,  ATM,  IP  VPN, 
or  any  other  transport  technologies.  Utilizing  Visual 
Networks  systems  such  as  Visual  UpTime®  and  IP 
InSight™,  service  providers  and  their  subscribers  can 
increase  network  reliability,  dramatically  reduce  opera¬ 
tional  expenses,  and  lower  their  customers'  total  cost 
of  ownership.  Visual  Networks'  headquarters  are  located 
in  Rockville,  Maryland,  with  sales  offices  nationwide. 


Doron  Meirom,  President 

RADWARE 

(714)  436-9700 

www.radware.com 

RADWARE  is  a  leading  provider  of  Internet  Traffic 
Management  (ITM)  solutions  enabling  continuous 
access  to  Web  sites  and  IP  applications.  RADWARE's 
ITM  solutions  allow  its  customers  to  manage  their  net¬ 
work  infrastructure,  bypassing  system  failures. 
RADWARE's  products  are  deployed  either  as  indepen¬ 
dent  solutions,  addressing  specific  application  needs, 
or  as  an  end-to-end  integrated  solution,  keeping  its  cus¬ 
tomer's  sites  Always  On  Line. 


Rob  McCormick 
Acting  CEO  and  President 

SAWIS  Communications 

(800)  728-8471 

www.savvis.net 

SAWIS,  a  leader  in  global  internetworking  solutions, 
offers  its  customers  the  highest  quality  high-speed 
Internet,  security  and  managed  data  networks.  With  its 
unique  network  architecture  and  presence  in  major 
cities  throughout  Europe,  Africa,  Asia,  the  Pacific  Rim, 
and  the  Americas,  SAWIS  operates  the  largest  next- 
generation  IP/ATM  network  in  the  world. 

<$)TDI 

Transistor  Devices 

Evan  Vogel,  VP  Sales  &  Marketing 

TDI-Transistor  Devices,  Inc. 

(973)  267-1900 

www.tdipower.com 

TDI-Transistor  Devices  manufactures  the  world's  most 
reliable  power  products  for  critical  telecom  and  computer 
applications.  Products  include  N+1  redundant  power 
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Preaching  technology  from  the  faculty  pulpit  has  empowered  Jim  Gogan,  director  of  networks  and 
communication,  in  his  workplace:  the  University  of  North  Carolina  at  Chapel  Hill. 


It’s  not  too  late  to  throw  in 
another  resolution  or  two. 
Here  are  some  tips  for  bol¬ 
stering  your  corporate  image. 
BY  TOM  DUFFY 

Iet’s  face  it. The  CEO’s  secretary  often  doesn't 
know  the  difference  between  a  network  card 
and  a  credit  card.  Yet  after  the  CEO,  she’s  the 
most  powerful  person  in  the  operation. 

Who  else,  after  all,  has  such  easy 
I  access  to  the  head  honcho?  Who  else 
knows  the  important  things,  such  as  what,  where 
and  with  whom  he  likes  to  eat?  And  is  there  anyone 
with  a  better  handle  on  what  the  CEO  is  thinking 
than  the  person  who  watches  everyone  come  and 
go  from  his  office?  Not  likely. 

Sadly,  you  might  never  accumulate  as  much 
power  as  that  secretary.  Still,  resolving  to  increase 
your  power  and  influence  in  the  organization  is  a 
good  way  to  start  the  new  century.  This  is  especially 
true  if  your  career  is  progressing  at  a  baud  rate  of 
2,400  while  those  with  questionable  work  habits 
and  less  impressive  resumes  have  been  passing  you 
by  atT-1  speed.  But  how? 

Power  is  an  odd  mix  of  perception  and  reality: 
The  secretary  is  powerful  not  only  because  she  has 
access  but  also  because  every  body  knows  she  has 
access.  But  power  doesn’t  always  come  with  the 
position.  Just  because  you’re  one  step  below  the 
chief  technology  officer  doesn’t  mean  you  have  a 
commensurate  amount  of  power.  And  if  you  don’t 
have  it,  you  can’t  go  out  and  get  it  as  quickly  as,  say, 
you  could  bring  a  new  server  online. 

POWER  SOURCES 

Typically,  power  is  bestowed  as  a  result  of  an 
achievement  or  a  series  of  them.  Maybe  you  guided 
the  company  through  a  seamless  transition  from 
PCs  to  thin-client  technology'.  Or  perhaps  you  devel¬ 
oped  a  specialty  in  virtual  private  networks  just  as 
your  firm  was  transitioning  to  one.  But  you  sure  as 
heck  didn’t  get  power  by  failing  to  distinguish  your¬ 
self,  says  Shaun  Kelly',  a  senior  search  consultant  at 
EDP  Staffing  Services  in  Newington,  Conn.,  and 
Network  World’s  Career  Doctor. 

“If  y'ou  are  one  of  those  people  who  shows  up  to 
work  and  that’s  the  best  your  colleagues  can  expect 


of  you,  even  if  you’re  there  for  20  years,  they  won’t 
look  up  to  you,  they’ll  just  look  at  you,”  Kelly  says. 

So  go  out  and  show  some  moments  of  brilliance. 
But  keep  one  other  thing  in  mind  in  this  tricky 
arena:  Power  is  often  seen  as  something  that  we 
acquire  through  action.  Yet  there  is  something  of 
the  Buddhist  philosophy  at  work,  especially  in  the 
higher  echelons.  Sometimes,  the  best  way  to  gain 
power  is  to  give  it  away. 

And  sometimes  the  best  way  to  gain  it  is  to 
change  the  way  you’re  perceived.  It  worked  for  Jim 
Gogan,  director  of  networks  and  communication  at 
the  University  of  North  Carolina  at  Chapel  Hill 

Gogan  has  found  that  by  improving  how  odiers  see 
him,  he  lias  increased  his  actual  power.  A  few  years 
ago,  he  began  teaching  a  continuing  education  course 
called  “Protocols  and  Network  Management.’’  In  a 
world  that  prizes  academic  credentials  above  all  else, 
Gogan ’s  move  was  a  smart  one.  Now  students,  faculty' 
and  staff  are  more  likely  to  listen  to  what  he  lias  to  say. 

“It’s  one  thing  if  you  say  something  as  a  staff 
member  about  how  a  certain  technology  has  to  be 
installed,”  he  says.  “It’s  another  thing  if  you  are  say¬ 
ing  it  from  the  faculty  pulpit.” 

WINNING  THE  POWER  GAME 

Establishing  yourself  as  an  expert  is  one  of  the 
quickest  ways  to  boost  your  power  supply'.  Technol¬ 


ogy  folks  have  always  suffered  in  the  power  game 
because  they’ve  been  seen  primarily  in  a  support 
role.  But  those  who  have  gained  more  power  and 
influence  for  their  departments  have  realized  that 
the  best  approach  is  to  make  their  organizations 
critical  to  the  business  itself. 

Look  at  what  Ray  Kump  has  done  at  Mitsubishi 
Electric  Automation,  a  maker  of  products  that  auto¬ 
mate  manufacturing  processes  in  Vernon  Hills,  Ill. 

When  Kump,  the  IT  director,  launched  an  SAP 
enterprise  resource  planning  implementation  two 
years  ago,  he  hired  people  from  the  business  side  to 
oversee  the  implementation  of  particular  modules.  A 
key  manager  from  the  repair  side  of  the  business 
joined  IT  to  oversee  the  service  and  repair  module, 
while  a  former  planning  manager  is  handling  the 
planning  and  manufacturing  module. 

The  people  who  are  filling  the  posts  came  with 
little  technological  experience.  But  that  hardly  mat¬ 
tered  to  Kump.  He  knew  the  modules  were  sophisti¬ 
cated  enough  that  they  only  required  manipulation 
of  the  business  logic  rules  within  SAP,  which  could 
easily  be  done  by  someone  without  a  deep  technol¬ 
ogy  background.  Kump  also  gave  them  the  title  bu- 
ness  analyst”  to  emphasize  their  importance 

“Now  when  they  speak  with  the  senior  managers 
of  the  business  units  they  support,  it  is  a  collabora¬ 
tion  of  ideas,”  he  say's.  “They  have  become  business 
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THE  POWER  ISSUE:  PERSONAL  POWER 


POWER  UP! 


partners  blending  their  understanding 
of  Mitsubishi’s  methods  with  their 
knowledge  of  SAP  application  systems.” 

Kump  says  the  move  has  strength¬ 
ened  the  role  of  department  managers, 
as  well  as  of  him  and  his  division. 

Now  senior  managers  rely  on  the  IT 
support  structure  for  problem  resolu¬ 


tion  and  strategic  planning,”  he  says. 

Michael  Hinkle-Morrison,  a  former 
chief  information  officer  (CIO)  and 
now  an  independent  consultant  in 
Dallas,  agrees  that  making  your  organi¬ 
zation  critical  to  the  business  is  key  to 
improving  your  power.  He  believes  that 
his  early  experience  marketing  Unix 


and  PC  products  for  Texas  Instruments 
made  him  more  powerful  and  influen¬ 
tial  when  he  went  on  to  serve  as  CIO 
in  other  fields.  It  also  didn’t  hurt  that 
he  went  back  to  school  for  an  MBA. 

“It  forced  me  to  think  nontechnically 
and  to  be  able  to  talk  and  act  the  lan¬ 
guage  of  net  present  value,”  he  says. 


288 


voice  channels  over  a 
single  T1  link... 


...with  RAD’s 
Compressed  Voice  System 


RAD’s  CVS™  Compressed  Voice  System  is  a  unique,  scalable  network  solution  that  offers 
288  voice  channels  over  a  single  T1  link.  This  eliminates  the  need  to  pay  for  12  leased  lines, 
saving  over  90%  on  leased  line  costs.  Squeezing  so  much  bandwidth  into  a  single  pipe  also 
frees  extra  channels  for  data,  fax  and  LAN  traffic.  CVS  supports  ITU  standard  G.723.1  voice 
compression  technology.  It  achieves  consistendy  high  voice  quality  at  data  rates  as  low  as  6.4 
and  4.8  kbps,  even  as  the  amount  of  traffic  increases. 

CVS  is  based  on  RAD’s  Megaplex-2100™  and  Kilomux-2 100™  multiplexers,  which  integrate 
voice,  fax,  data  and  LAN  traffic  over  TDM  and  Frame  Relay.  RADview  central  SNMP 
management  provides  complete  system  monitoring  and  control. 


H 


US.  Headquarters  -  Tu.:  (201)  529-1 100,  Toll  free:  (800)  444-7234,  Fax:  (201)  529-5777, 

1- .mail:  markl r@KAi>i'SA  com  VfkWst  -  Tel:  (847)  342-9999,  Fax:  (S47)  342-9986 

Mountain  States  -  Tel:  (303)  300-9870,  Fax:  (303)  300-9871 

South  Central  -  Tel:  (972)  387-5284,  Fax:  (972)  387-5285 

South  Fast  -  Tel:  (770)  814-4175,  Fax:  (770)  814-4176 

West  Coast  -  If.l:  (714)  850-0555,  Fax:  (714)  850-1555 
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The  subtext  is  “respect.”  Gain  it,  and 
you’ve  got  power.  Lose  it,  and  watch 
power  slip  through  your  hands  like 
sand.  One  way  to  gain  respect  and  in¬ 
crease  the  power  of  your  whole  organi¬ 
zation  is  to  follow  the  advice  of  the 
mentor  who  once  told  Hinkle-Morrison: 
Power  is  what  you  give  away. 

“It’s  called  trying  to  let  go  of  your 
ego  and  not  thinking  that  you  can  con¬ 
trol  everything,”  Hinkle-Morrison  says. 
“It  means  putting  faith  in  and  giving 
responsibility  to  people  and  holding 
them  accountable.” 

Ceding  power  to  others  can  be 
nerve-wracking  for  insecure  technol¬ 
ogy  managers  who  see  themselves  at 
the  top  of  a  hierarchical  ladder.  But 
doing  so  increases  the  confidence  of 


IT  director  Ray  Kump  has  created  a 
powerful  SAP  applications  team  at 
Mitsubishi  Electric  Automation. 


those  around  you  and  can  enhance  the 
influence  of  the  entire  IT  organization. 
Hence  the  idea  that  power  is  some¬ 
thing  that  you  give  away.  This  is  all  well 
and  good,  but  you  can’t  give  it  away 
until  you’ve  got  it.  And  let’s  face  it,  the 
best  way  to  do  that  always  will  be  by 
impressing  the  boss.  Fortunately,  there 
are  endless  ways  to  do  that. 

You  might  try  getting  yourself  on  a 
committee  that  the  CEO  is  on.  Or  shop 
around  for  a  problem  that  can  be  han¬ 
dled  with  a  simple  solution.  If  all  else 
fails?  Well,  EDP  Staffing’s  Kelly  has  a  dar¬ 
ing  idea.  He  suggests  getting  to  work 
early  and  parking  in  the  CEO’s  spot. 

“When  the  guy  comes  looking  for 
you,  you’d  better  be  doing  18  things 
and  being  so  productive  that  he’d  want 
to  move  the  car  for  you,”  Kelly  says. 

This,  of  course,  is  a  risky  maneuver. 
Try  it  only  as  a  last  resort. 

Duffy  is  a  freelance  writer  in 
Somerville,  Mass. 
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Counter 


Backspinner  Mark  Gibbs  and  ’Net  Buzzer  Paul  McNamara 
go  head-to-head  over  an  increasingly  contentious  business  issue.  Do  you  enact  stringent  e-mail  and 
Web  usage  policies,  or  do  you  let  employees  use  these  resources  any  old  way  they  want ? 


They >  say  the  next  big  thing  is  here 
That  the  revolution ’s  near 
But  to  me  it  seems  quite  clear 
That  it’s  all  just  a  little  bit  of  history  repeating. 

—  ‘History  Repeating”  by  the  Propellerheads 

When  it  comes  to  business,  keep  these  axioms  in  mind: 

1)  Anything  that  is  very  difficult  and  not  a  life-or-death  issue  won’t  get  done. 

2)  Things  that  don't  save  or  make  significant  money  won’t  get  done. 

3)  People  and  organizations  take  the  path  of  least  resistance. 

The  proposition  that  corporations  will  clamp  down  hard  on 

e-mail  and  Web  browsing  seems,  at  face  value,  reasonable. 

After  all,  money  is  involved.  But  it  violates  all  of  the  axioms 
above. As  they  say,  it’s  a  load  of  horse  puckey. 

Think  of  it  as  an  equation:  If  the  value  of  e-mail  and 
Web  access  control  isn’t  significantly  greater  than  the  cost 
of  the  control  mechanisms,  control  doesn’t  make  sense. 

“Ah,”  you  may  exclaim,  “but  there  is  real  value!  What 
about  all  that  wasted  staff  time?”  Sorry,  I  don’t  buy  that 
argument  because  the  costs  are  illusory.  Think  of  how 
this  cost  is  calculated: “The  average  employee  is  paid  $Y 
per  hour  and  browses  the  Web  for  Z  minutes  per  day. 

Given  the  Q  million  workers  in  this  industry,  $X  is  lost 
every  year.” 

In  reality,  you  can’t  possibly  glue  all  of  those 
blocks  into  chunks  of  hours  unless  you  are  going 
to  micromanage  employee  schedules.  And  smart 
corporations  recognize  that  you  don’t  get  results 
from  micromanaging  people. You  set  goals,  man¬ 
age  by  objectives  and  get  out  of  the  way. 

The  other  factor  to  consider  is  the  high  price 
tag  of  controlling  e-mail  and  Web  use  over  the 
long  term.The  decision  to  exert  control  won’t  last 
long  because  the  return  on  the  investment  won’t 
make  sense,  and  when  there’s  no  payback,  the  path  of 
least  resistance  —  not  doing  it  —  is  the  one  to  follow. 

Access  is  cheap,  and  control  is  expensive.  As  employ¬ 
ees  get  used  to  the  medium  and  companies  to  managing 
by  objectives,  we’ll  find  that  if  employees  don’t  break 
the  law  and  abuse  company  resources,  management  won’t  care. 

The  Internet  is  ushering  in  new  business  styles  and  ways  of  operating.  In  the 
face  of  revolutionary  forces,  many  managers  are  over-reacting  and  thinking  of 
implementing  Draconian  Internet  usage  policies.  Is  this  unusual?  Not  at  all:  A  simi 
lar  scenario  played  out  when  telephones  and  photocopiers  entered  the  business 
world,  and  look  how  relaxed  most  organizations  are  about  these  devices  today. 

This  too  shall  pass,  and  we  ll  realize  that  it  was  just  bit  of  history  repeating.  ■ 


Take  this  prediction  to  the  bank:  Bosses  all  over  America 
will  soon  be  yanking  the  full-access  Internet  privileges  that 
have  made  checking  stock  quotes  and  sending  e-mail  as 
much  a  part  of  our  workdays  as  the  coffee  break. 

They  will  because  “efficiency”  has  become  the  watch¬ 
word  of  American  business.  They  will  because  lawyers 
have  become  the  ultimate  power  brokers  of  the  board- 

room,  and  sexual  harassment  lawsuits  their  scariest  bogeyman. 
They  will  because  the  necessary  filtering  technologies 
exist  to  make  Internet  control  more  efficient.They  will 
because  they  can.Which  isn’t  to  say  that  they  should. 
My  colleague  to  the  left  argues  that  most  bosses 
don’t,  won’t  and  shouldn’t  care  what  workers  are 
doing  with  Web  browsers  and  e-mail  as  long  as 
they  get  the  job  done.  Moreover,  he  says,  any 
effective  policing  of  workplace  Internet  use  is 
likely  to  flunk  cost/benefit  analysis.  In  a  nut¬ 
shell:  Reason  will  prevail. 

The  heart  hopes  Mr.  Gibbs  is  correct, 
but  the  head  fears  otherwise. 

According  to  a  study  cited  in  a  recent 
Newsweek  story  on  “cyberslacking,”  90% 
of  workers  admit  to  surfing  recreational 
sites  and  84%  confess  that  not  all  of 
their  e-mail  is  business-related.  The  rest 
of  those  surveyed  are  either  lying,  delu¬ 
sional  or  working  for  companies  that 
have  already  unleashed  the  fun  police. 
Business  managers  are  not  going  to  ignore 
those  kinds  of  numbers,  at  least  not  for  long. 

Here’s  another  telling  nugget:  27%  of  busi¬ 
nesses  surveyed  by  the  American  Management 
Association  already  report  that  they  are  moni¬ 
toring  worker  e-mail.This  surveillance  may  be 
concerned  with  protecting  intellectual  property' 
through  filtering  for  telltale  phrases  such  as  “product 
launch.”  But  why  not  simply  add  “Love,  Dad”  or  “Meet 
me  at  the  Motel  6”  to  that  list  of  red  flags? 

Such  will  not  be  the  case  everywhere.  More  enlight¬ 
ened  employers  will  still  treat  their  workers  as  adults. 
However,  at  a  newspaper  outside  Boston,  a  reporter  was  called  on  the  carpet 
for  having  sent  a  resume  through  the  office  e-mail  system.  How  was  she  busted? 
Filtering.  Why  was  a  newspaper  filtering  e-mail?  Not  to  prevent  big  scoops 
from  being  shipped  to  competitors,  but  because  the  paper  is  part  of  a  chain 
owned  by  an  enormous  financial  services  company.  One  rule  fits  all. 

Enjoy  your  surfing  breaks  while  you  still  can.  ■ 


ONLINE:  Will  the  balance  of  power  shift  from  employee  to  employer  as  companies  begin  forging  tough  e-mail  and  Web  usage  policies?  Weigh  in  with  your  opinions  online.  DocFinder:  6130 
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;  What  do  want  the  Internet  to  be? 
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'More  action  and  less  talk." 


However  you  want  to  use  the  Internet  and  whatever 
you  would  like  it  to  evolve  into,  there  is  one  organi¬ 
zation  that  you  can  be  sure  is  there,  making  it  work 
for  you — Nortel  Networks.  We  currently  have  the  fol¬ 
lowing  opportunities  available  in  various  cities 
across  the  U.S.: 

Data  Sales  Account  Executive  Prospect  for  new  customers  in  the  service 
provider  (CLEC,  ISP,  Backbone),  carrier  and  enterprise  markets  for  which  there 
are  significant  growth  opportunities.  Work  with  customers  around  solution 
sets.  Identify  market  needs  and  develop  an  account  plan  to  capture  opportu¬ 
nities  utilizing  data  or  optical  product  line.  Requires  3+  years  of  tele/data- 
communications  product  sales  experience  including  experience  in  selling 
frame  relay,  IP  or  ATM  solutions/products  to  service  providers.  Also  requires 
knowledge  of  layer  2  and  3  technologies  and  ability  to  equate  customer 
requirements  with  Nortel  products  and  feature  capabilities. 

Pre-Sales  Systems  Engineer  Provide  pTe-sales  technical  support  including 
product  presentations,  demonstrations,  partner  product  training,  installation 
of  evaluation  equipment,  network  designs,  writing  proposals,  and  solutions 
foT  application  problems.  Requires  an  extensive  background  in  the  design, 
installation,  and  maintenance  of  medium-  to  large-scale  data  networks  at 
level  2  and  3  of  the  OSI  model.  Experience  with  networking  hardware  is  a 
must.  Solid  data  communications  development  experience  with  a  thorough 
knowledge  of  networking  standards  and  protocols  required. 


Post-Sales  System  Engineer  Provide  customer  support  for  strategic 
accounts.  Responsibilities  include:  technical  support  at  the  customer  site; 
installation  of  all  data  equipment;  developing  customer  relationships  and 
serving  as  primary  post-sales  point  of  contact.  Requires  solid  data  commu¬ 
nications  experience  with  a  thorough  knowledge  of  networking  standards 
and  protocols.  An  extensive  background  in  the  design,  installation  and 
maintenance  of  medium-  to  large-scale  data  networks  at  level  2  and  3  of  the 
OSI  model.  May  require  travel  up  to  50%  of  the  time. 

For  consideration,  please  send  your  resume  to:  Nortel  Networks,  Sales 
Recruiting,  MS39d/01/a20,  2375  N.  Glenville  Dr.,  Richardson,  TX  75082;  fax: 
972-685-3835;  e-mail:  salesjob@nortelnetworks.com.  We  are  proud  to  be  an 
Equal  Opportunity/Affirmative  Action  Employer. 

Come  see  us  at  ComNet  in  Washington,  D.C. 

January  25  -  27  at  Booth  #4703 


Please  check  out  our  Web  site  for  a  complete  list  of  openings  and  locations  at: 

www.nortelnetwoTks.coni 


The  New 
Internet 


Networking  Careers 


We've  Got 


►Over  1  million  readers,  viewers, 
and  attendees 

►The  latest  breaking  enterprise 
networking  news 

►A  focus  on  management  strategies 

►Cost  effective  advertising  strategies 

►Online  recruitment  advertising  opportunities 

►Career  fair  programs  in  conjunction  with 
technical  trade  shows 


You've  Got 


►Information  technology  employment 
opportunities 

►The  need  to  reach  our  niche  audience 

►A  print  strategy  with  trade  publications 

►An  online  recruitment  advertising  focus 

►A  marketing  opportunity  with  an 
employment  focus 

►The  opportunity  to  put  your  message  in 
front  of  your  next  candidate 


To  Get  More  on  What  We've  Got 

Talk  to  Network  World  1  -508-879-0700  x6304 
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on  Technology  .  Kaiser  Permanente  .  www.kp.org/jobs 


Advancing  technology 

to  improve  Health  care. 

That's  the  edge  you  give  our  tea 


And  their  patients. 

Over  8,600,000  members  across  the  country  turn  to  Kaiser  Permanente’s  more  than  84,000  physicians,  nurses,  allied  health  and  business  professionals  for  expertise 
m  managing  their  health  care  needs.  Over  3,500  experienced  Kaiser  Permanente  IT  professionals  utilize  state-of-the-art  technologies  to  facilitate  the  efficient  deliv¬ 
ery  ot  this  high  quality  care. 

Using  the  latest  tools  on  an  unparalleled  spectrum  of  applications,  while  enjoying  the  advantages  of  ongoing  training  and  education,  our  IT  professionals  support 
clinical  innovation,  elevate  member  satisfaction  and  maximize  efficiencies.  They  are  leading  the  next  generation  information  age  in  health  care. 

Bring  your  expertise  to  Kaiser  Permanente  today  in  one  of  the  following  disciplines.  Become  involved  in  exciting  initiatives  such  as  Web  development,  extranet 
intranet,  enterprise  data  security  solutions,  network  planning,  client/server-based  projects,  network  infrastructure,  project  management  and  technology  planning. 

Position  Locations: 

California,  Colorado,  Georgia,  Ohio,  Oregon, 

Maryland,  and  Washington  D.C. 


PC  LAN 

Seeking  field  technicians,  administrators,  desktop  support  specialists,  LAN  consul¬ 
tants  and  analysts  with  expertise  in  NT,  Novell,  TCP/IP,  Lotus  Notes,  MS 
Exchange/Messaging,  e-mail,  LAN  and  WAN. 

NETWORKING 

Seeking  administrators,  consultants,  WAN  engineers,  network  design  analysts  and 
security  consultants  with  expertise  in  UNIX®,  Cisco  hubs,  routers,  bridges,  switch¬ 
es,  Fast  Ethernet,  Token  Ring,  Frame  Relay,  ATM,  AVR  and  Telephony. 

TELECOMMUNICATIONS 

Seeking  analysts,  consultants,  software  technical  specialists  and  project  managers 
with  expertise  in  UNIX,  Cisco  hubs,  routers,  bridges,  switches,  voice,  data,  IVR, 
CTI,  ACD,  PBX,  Nortel  Passport  and  Call  Center. 

DATABASE  ADMINISTRATION 

Seeking  professionals  with  experience  in  a  large,  complex  multi-vendor  database 
environment  who  possess  skills  in  any  of  the  following:  Oracle,  DB2,  Sybase,  IMS, 
physical  database  design,  DBMS  utilities  in  UNIX  or  MVS  environments;  0-0  meth¬ 
ods  preferred. 

DATA  ANALYSIS 

Seeking  professionals  with  experience  in  logical  database  design,  data  modeling/ 
Entity-Relationship  diagramming,  meta-data  management  and  ERWin/Platinum;  O- 
O  methods  preferred. 

DATA  WAREHOUSING 

Seeking  professionals  with  experience  in  Oracle,  Essbase,  Business  Objects  (Sequent 
a  plus),  data  warehouse  design  and  data  transformation/extraction. 

APPLICATIONS  DEVELOPMENT 

Seeking  programmer  analysts,  systems  programmers,  systems  analysts,  application 
developers,  group  leads  and  operations  specialists  with  expertise  in  PowerBuilder, 
C++,  C,  Visual  Basic,  Sybase,  Oracle,  UNIX,  IEF/Composer,  COOL;  Gen,  PCS/ADS, 
ADS  Plus,  MUMPS,  SAS,  EDI,  MQ,  OBDC,  OCC,  Corba,  COBOL,  COBOL  II,  JCL, 
MVS,  DB2,  CICS,  Model  204,  IMS,  MANTIS,  Tandem,  TAL,  DEC/VAX/VMS, 
PeopleSoft  and  Tesseract. 


BUSINESS  ANALYSIS/ 

PROJECT  MANAGEMENT 

Seeking  analysts,  consultants  and  project  managers  to  oversee  projects  utilizing  MS 
Project  with  expertise  in  planning  and  implementation  within  an  IT  environment. 

WEB  DEVELOPMENT 

Seeking  senior  Web  developers  to  develop  Web  applications  using  Java™,  applica¬ 
tion  servers,  and  Oracle  in  a  UNIX  environment. 

SOFTWARE  ENGINEERING/ 

SYSTEMS  ARCHITECTURE 

Seeking  expertise  in  emerging  technologies  for  enterprise  systems  on  an  object-ori¬ 
ented  or  UNIX  platform. 

LOTUS  NOTES  ADMINISTRATION/ 
DEVELOPMENT 

Seeking  administrator  with  experience  in  large  scale  Notes  infrastructure. 
Experience  with  R5,  Domino  4.X  or  higher,  hands-on  administration  expertise,  trou¬ 
bleshooting,  replication,  mail  routing,  calendar  and  scheduling  problems. 
Development  candidates  should  possess  strong  Lotus  Script  and  NT  expertise. 

TECH  WRITING/ 

INSTRUCTIONAL  DESIGN 

Seeking  experts  in  Adobe  Illustrator®,  Microsoft  Office  Suite,  HTML  and  Visio. 

Find  out  more  about  Kaiser  Permanente  Information  Technology'  by  visiting 
www.kp.org/jobs;  click  on  “IT  Division”  tab.  Submit  one  resume  only,  referencing 
Job  Code:  PAD-NWD1227,  preferably  by  e-mail  to:  kpitjobs@kp.org,  or  fax  to: 
1-800-839-5140.  The  tangible  and  intangible  benefits  of  working  for  an  organization 
of  our  size  and  scope  will  change  your  career  perspective  in  a  healthy  way. 
Affirmative  Action/Equal  Opportunity  Employer.  All  trademarks  belong  to  their  respecte. r 
companies. 
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A  leader  in  the  ever-changing  communications  marketplace,  we're  it,  we're 
happening.  Global  Crossing  stands  at  the  forefront  of  some  of  the  most  advanced 
ISP  technological  innovations,  developing  connectivity  at  terabit  speed. 
Our  data-driven,  integrated  communication  services  include  Internet,  IP  and 
long  distance/local  telephone  networks  —  illustrating  the  fact  that  there  truly  is 
"One  planet.  One  network."  Now  that's  cool  —  seriously.  We  currently  have  an 
opening  in  the  Northeast  for  a: 

Data  Engineer 

In  this  challenging  position,  your  responsibilities  will  include  designing/ 
implementing  international  and  national  ATM,  FR,  VoIP  and  IP  networks,  managing 
architectural  and  standards  development,  and  evaluating  new  technologies  and 
services.  To  qualify  you  will  need  to  have  a  minimum  of  5  years'  experience  in  data 
networking,  preferably  international,  and  be  able  to  work  in  the  US  and  travel 
abroad.  The  ideal  candidate  will  have  extensive  ATM/FR/IP  knowledge  and  will 
have  a  current  knowledge  of  the  Lucent/Ascend  and 
Cisco  equipment  portfolio. 

We  offer  exceptional  benefits  and  a 
competitive  salary.  If  your  curiosity  has 
been  piqued,  please  e-mail  your  resume 

to:  maggie  lohkamp@globalcrossing.com 

or  fax  to:  (800)  676-3728.  EOE. 

For  additional  job  postings,  please  check 

us  out  at:  frontiercorp.com  and  monster.com 


Global  Crossing" 

wvsrw.globalcrossing.com 


For  More 

Information  About 
Advertising  in 
Network  Careers 
1-800-622-1108 


Position  for  PC  Lan 
Administrator.  Greeley  Area. 
Under  close  supervision,  to 
design  and  maintain  a  local 
area  network  with  Novell 
NetWare,  and  Microsoft 
Windows  NT  servers  for  users 
within  the  company;  to 
include  Token- Ring  network 
management,  Ethernet  net¬ 
work  management,  legacy 
system  access,  network  secu¬ 
rity  management,  email  sys¬ 
tem  management,  server 
backup  design  and  implemen¬ 
tation;  to  maintain  and  sup¬ 
port  the  corporate  Intranet 
and  Internet  site  using  HTML, 
JavaScript,  and  related  tech¬ 
nologies  on  UNIX  and 
Windows  NT  platform;  to  pro¬ 
vide  suggestions  and  evalua¬ 
tion  of  new  computer  tech¬ 
nologies  to  improve  business 
operation;  to  provide  support 
for  overseas  offices  located  in 
Asia,  Europe,  and  Central/ 
South  America;  to  provide 
users  with  training  and  sup¬ 
port  at  hardware/  software 
level;  to  troubleshoot  hard¬ 
ware  and  software  problems; 
to  diagnose  complex  comput¬ 
er  problems  and  recommend/ 
execute  viable  solutions  for 
users.  Must  have  a  Bachelor’s 
Degree  in  Computer  Science 
or  related  fields.  40  hrs./wk, 
M-F,  8:00  a.m.  to  5:00  p.m.. 
$45,G00/yr.  Apply  by  resume 
to:  Colo.  Dept,  of  Labor  & 
Employ.,  Employment 
Programs.  ATTN.:  Jim 
Shimada,  Tower  2,  Ste  400, 
1515  Arapahoe  St..  Denver, 
CO  80202-21 17.  and  refer  to 
order  #  C04643629  . 


Romac  International  has  a 
need  for  an  experienced  Sr. 
Systems  Engineer  to 
research  and  develop  state 
of  the  art  applications  with 
the  following  skill: 
Informix  Online,  Informix 
4GL,  Informix  ESQL/C, 
Impromptu,  Oracle 

Financials,  Powerbuilder, 
Information  Engineering 
Workbench,  WinNT,  Pro*C, 
PDP-11,  Unix  Natual  2,  and 
SQL  Report  Writer.  M  S. 
Comp.  Sc.  Or  Comp.  Engg., 
with  min.  2  yrs.  Exp.  Reply 
to  jpaske(§)romac.com  or 
fax  to  770-351-4919. 
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Where  can  you  reap 
the  benefits  of  thousands  of  addi¬ 
tional  exposures  for  your  current 
employment  opportunities? 


A 

JL  M>  9  January  24th  issue 
with  BONUS  DISTRIBUTION  at 
ComNet  (Washington,  DC). 
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Jan  17  -  Ad  Close:  Jan  5 
ComNet  Pre-Show  Issue 

Hot  Companies  to  Watch 
Special  Section:  Application  Service  Providers 

Jan  24  -  Ad  Close:  Jan  12 
ComNet  Show  Issue 

Bonus  Distribution  at  ComNet,  Wash.  DC 
Focus  on:  Enterprise  Applications 

Jan  31 -Ad  Close:  Jan  19 
ComNet  Wrap-Up  Issue 

Bonus  Distribution  at  LinuxWorld,  NYC 
Buyer’s  Guide:  Desktop  Management  Software 

Talk  To  Network  World 


www.nwfusion.com/power 
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rivertising  Options 


1  -500-879-0700  x6304 
ecruitment  Advertising 


HIGHLIGHTS 


The  newsweekly  of  enterprise  network  computing 


GET  A 


Tell  your  colleagues  too! 

(see  reverse) 
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COLLEAGUES! 

Tear  off  a  card  below  and  pass  it 
to  a  fellow  network  professional 
who  might  want  a  FREE  Netwoi 
World  subscription! 
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Key  DSL  flavor  faces 
big  compatibility  test 
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Key  DSL  flavor  faces 
hig  compatibility  test 


Start-up  aim  to  change 

how  hardware  is  built 


Subscription! 
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http://www.nwwsubs[ribe.(om/nbpsl 
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Subscription! 


APPLY  ON-LINE  TODAY  AT: 

http://www.nwwsubs(ribe.com/nbps1 


AROUND  HERE  YOU’LL  DO  MORE 
THAN  JUST  MAKE  A  LIVING. 


You’ll  make  a  difference 


At  SBC  Communications,  the  parent  company  of  Southwestern  Bell,  Ameritech,  Pacific  Bell,  SNET,  Nevada  Bell  and  Cellular  One,  our  philoso¬ 
phy  has  always  been  that  employees  come  first.  By  encouraging  diverse  perspectives  and  empowering  our  people,  we’ve  become  one  of  the 
largest,  most  successful  telecommunications  companies  in  the  world.  From  our  state-of-the-art  training  programs  to  the  many  opportunities  we 
provide  for  advancement,  we’ve  made  sure  SBC  is  the  kind  of  place  where  your  career  is  limited  only  by  your  imagination.  So,  if  you’re  inter¬ 
ested  in  a  place  that  believes  in  its  employees  almost  as  much  as  you  believe  in  yourself,  bring  it  all  together  at  SBC  Communications. 


To  find  out  more  about  an  exciting  career  with  SBC  Communications  and  to  explore  our  current  opportunities,  please  visit  our  Web  site  and 
click  on  “Careers.” 


www.sbc.com 


Interested  candidates  can  also  e-mail  a  resume  to:  sbcempl@corp.sbc.com.  Or  mail  your  resume  to:  SBC  Communications  Inc.,  Attn:  Staffing 
Center,  111  Soledad,  Room  9-Q-l,  San  Antonio,  TX  78205.  SBC  Communications  is  an  Equal  Opportunity  Employer.  All  qualified  applicants 
will  receive  full  and  fair  consideration  for  employment. 


SBC  Communications  Inc. 


©  Southwestern  Bell  <Affieritech  PACIFIC*!! BELL  IMEVADAQbell. 


CELLULAROKfc 


CellularOne®  is  a  registered  service  mark  of  Cellular  One  Group. 


MAGE  1,000  SERVERS 

from  4  or  more  KVM  stations 


Rose  has  done  it  again!  The  UltraMatrix  is  a  keyboard-video-mouse  (KVM)  switch  that  has  all 
the  features,  is  the  simplest  to  use,  and  costs  the  least. 


STATION  1 

STATION  2 

STATION  3 

STATION  4 

EXPANSION  CABLES  CONNECT  ULTRAMATRIX 
FROM  1  TO  1,000  COMPUTERS! 


Simultaneous  access  from  4  or  more  KVM  stations 
Supports  multiple  platforms:  PC,  Sun,  Unix,  others 
Full  keyboard  and  mouse  emulation  for  automatic 
booting 

Expands  easily  with  plug-in  cards 
Sleek  on-screen  display  simplifies  user  interface 
Innovative  cabling  system  makes  installation 
clean  and  easy 
Uses  less  rack  space  than  other  switches 
Security,  access  groups,  user  profiles,  status  GROW  WITH 
screen,  flash  memory,  and  more  ROSE  PRODUCTS 


Rose  has  been  providing  innovative  solutions  since  1984.  We 
have  a  complete  line  of  KVM  switches  for  server  rooms, 
classrooms,  desktops,  and  other  uses.  Ask  us  about  our 
KVM  extenders  using  coax  or  twisted  pair.  We  also 
have  an  extensive  line  of  serial  and  parallel  data 
switches.  Call  us  today  to  discuss  your  application. 


Aerospace/Military 


Computer  Room 


Plant  Control 


Trading  Room 


Control  Consoles  Class  Room/Corporate 


USA  Office:  10707  Stancliff  road  Houston,  Texas  77099  Phone  281 -933-7673  Fax  281 -933-0044 
UK  OFFICE:  Phone  +44  (O)  1264  850574  Fax  +44  (O)  1264  850529 


Call  800-333-9343  for  your  catalog 

a^RQSE 

ELECTRONICS 

WWW.ROSEL.COM 


TM 


KVM  Networks 

Distributed  Access  to  Keyboard,  Video  and  Mouse  Control 


The  KVM  Network™  presents  a  new  concept 
in  Keyboard/Video  and  Mouse  Switch  (KVMS) 
technology.  It  is  a  fresh  approach  to  new  en¬ 
hancements  that  provide  data  center  operators 
with  secured  distributed  access  to  thousands  of 
computer  systems. 

The  original  KVM  Switch  allowed  only  one  con¬ 
nected  keyboard,  monitor  and  mouse  (console) 
attached  to  the  box.  Today's  technology  breaks 
the  limitation  of  the  original  hardware  by  accom¬ 
modating  from  four  to  over  three  hundred 
consoles  co-existing  on  the  same  KVMS  System 
backbone. 

The  latest  in  KVM  Switch  chassis  use  an  integra¬ 
ted  backplane  with  support  for  multiple  data 
paths.  A  combination  of  KVM  Switches  and  the 
middle  components  are  interconnected  using 
standard  category  5  network  cable.  The  chassis 
backplane  determines  the  capacity  for  multi¬ 
console  access  to  computers  connected  to  that 
one  box.  The  details  of  each  KVMS  Systems'  com¬ 
ponent  design  and  chassis  capacity  establishes 
the  topology  and  guides  overall  deployment. 

To  easily  understand  the  potential  of  direct 
remote  access  to  the  keyboard,  monitor  and 


mouse  of  your  workstations  and  servers, 
consider  your  current  network  infrastructure. 

It  consist  of  clients,  servers,  network  hubs  and 
the  cabling  backbone.  An  enterprise-sized  KVMS 
System  is  comprised  of  a  similar  set  of 
components  consisting  of  two  end  pieces,  a 
middle  piece,  and  the  cabling  in  between.  The 
KVM  Network™  simply  defines  the  transmission 
of  a  different  data  set  comprised  of  electrical 
data  signals  that  control  the  computer  system, 
in  contrast  to  a  standard  network  where  data 
is  being  stored  or  moved  between  computers. 

The  KVM  Network™  provides  direct  access  and 
control  of  your  computer  peripherals  from 
remote  locations.  The  keyboard,  monitor,  mouse 
and  even  audio  input/output  devices  no  longer 
need  to  be  positioned  at  each  computer.  You 
have  complete  access  and  control  of  any 
computer  on  a  KVM  Network™  from  just  a  few 
-  to  a  few  hundred  consoles. 

Depending  on  the  product  selected,  a  KVM 
Network™  will  support  a  range  of  platforms  that 
include  the  PC,  Mac,  Sun,  HP,  IBM  and  ASCII 
terminal  devices.  Internal  components  can  pro¬ 
vide  translation  services  necessary  for  the  con- 


Chicago  (630)572-0312 


Los  Angeles  (310)  397-6625 


San  Francisco  (650)  525-2700 


Because  a  growing  LAN  requires 
a  "Great  Deal"  of  data  center  space. 

ADM 

version  of  dissimilar  protocols,  allowing  the 
user  to  select  the  type  of  control  peripherals. 
Additionally,  direct  I/O  services  are  available 
using  your  existing  network  infrastructure,  or 
through  dial-up  connections  for  out-of-band 
remote  access. 

KVM  Networks™  are  designed  as  part  of  the 
base  infrastructure  before  the  LAN  hardware 
is  installed  in  Computer  Rooms,  ISP's  and 
large  Data  Centers  world  wide. 

Tron  has  compiled  a  comprehensive  listing  of 
KVM  Network™  products  including  Product 
Descriptions,  Components,  Technical  Spec's, 
Features,  Benefits  and  the  System  Topology's 
with  special  hints,  tips  and  tricks  to  use  in 
your  own  design. 

Want  to  know  about  each  product,  how  they 
compare,  or  which  products  will  be  competing 
for  your  business?  Visit  our  web  site. 

http://www.tron.com 

Tron  International  Inc. 

When  You  Want  More  Than  Just  a  Product  Quote! 
Call  our  Technical  Teams 

(800)  808-4672 


!',« 


The  Power  Issue  .  Network  World  Signature  Series  .  Dec.  27,  1999  Jan.  3,  2000  .  www.nwfusion.com/power 


Higher  -  Margin  Services  for 
Network  Service  Providers 


Real  -Time  IP  Services 
for  Your  Customers 


THAT'S  WHAT  IT'S  ALL  ABOUT  -  SERVICES 


like  Network  -  based  IP  VPNs.  Services  that  meet 
your  customers  demands  for  Frame  Relay  and  IP- 
all  in  one  box.  And  when  it  comes  to  services  and 
responding  to  your  customers’  changing  needs  - 
.  Ennovate  sets  the  standard.  To  find  out  more 

I  • 

Bj^  about  our  Envoy  1600  IP  Services  Switch 
and  EnSight  Service  Automation 
|K|  System  call  us  at  978-263-2002 

or  visit  our  web  site 

Hi''  ■JUt '  lli 

MlPv _ i  ||  www.ennovatenetworks.com. 


Ennovate  Networks,  Inc.  •  60  Codman  Hill  Road  •  Boxborough,  MA  01719 
1-888-695-2002  (U.S.A.)  •  978-263-2002  •  978-263-1099  (FAX) 
sarah@ennovatenetworks.com  •  www.ennovatenetworks.com 


>  Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 


Observer  identifies  network  trouble  spots,  and  costs  thousands  less  than 
expensive  hardware-based  analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors,  broadcast  storms  or  overloaded 
utilization?  Find  out  with  Observer  or  Distributed  Observer. 


Observer’s  Extensions  add  to  the  functionality  of  Observer  and  Distributed 
Observer  by  providing  SNMP  object  tracking,  WEB  browser  based  reporting, 
RMON1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all  within 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available  as 
RM0N1/2  Probes  for  $295/each. 


•Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 


mxtv/wM. 


'Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 

'Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 


•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by-station.  Includes  collision 
expert  to  identify  problem  stations. 


•  Track  router  utilization/traffic  in  real  time 


Ethernet  (10/100/1000), 
Token  Ring,  FDD! 


See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download  from  our  web  site 


WWW. 


©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932*9899  FAX  (612)  932-9545,  UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056 
info@networkinstruments.com  www.networkinstruments.com  Observer,  Network  Instruments  and  the  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 


How  old  is  the  UPS  protecting  your 
new  PC  or  server?  Upgrade  now! 


APC's  Reliability  Upgrade 
Program  affordably  ensures 
the  best  protection  available 

An  old  UPS  (4  years  under 
normal  use)  increases  the 
risk  to  your  new  PC  or  server. 
Your  equipment  deserves 
the  best  power  protection. 

Now  is  your  chance  to  get  a 
great  discount  on  the  newer, 
more  advanced  APC  UPS 
products  with  APC’s 
Reliability  Upgrade  Program. 

The  APC  Trade-UPS™  pro¬ 
gram  is  a  cost-effective  way 
to  upgrade  existing  units, 
thus  ensuring  their  reliability. 
Trade  in  any  UPS  (regardless 
of  manufacturer)  for  the  latest 
APC  UPS  technology.  Order 
new  units  today,  and  upon 
receipt,  APC  will  pay  to  have 
your  old  units  (up  to  150  lbs.) 
picked  up  and  returned  to  us 
for  proper  ecological  disposal. 

If  old  UPS  batteries  are  an 
issue,  APC's  Replacement 


Battery  Program  can  help 
replace  your  old  batteries 
with  new.  Each  replacement 
battery  is  user-replaceable 
and  hot-swappable.  With 


each  purchase  of  a  replace¬ 
ment  battery,  you  get  free 
freight  back  to  APC  for  dis¬ 
posal  of  your  old  batteries.* 


'Available  in  the  US  only. 

Contact  us  today!  Visit  APC's  Web  site  at 

fi  http://promo.apcc.com 

and  enter  keycode  q332z  or  call  888-289-APCC  x7813 
ft  to  find  out  about  APC's  Reliability  Upgrade  Program,  to  protect 
your  hardware  with  a  new  APC  unit  or  battery.  Or  contact  APC 
i ^  to  receive  your  FREE  68-page  Guide  to  Power  Protection. 


Legendary  Reliability" 


APCAASCPUSb  •  t-rnail  apcmloOapcc  com  •  13?  Paifgioundt  Road.  Wes!  Kingston.  HI  02892  USA 


Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


SNMPc  WorkGroup 
Manager 


SNMPc  Enterprise 
Manager 


Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 
Reporting  and  more. 


Network 

Management 

for  Microsoft  Windows 


forW"d° 


Castle  Rack. 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


Download  a  Free  Evaluation 

www.castlerock.com 


j  The  Power  Issue  .  Network  World  Signature  Series  .  Dec.  27, 1999  Jan.  3,  2000  .  www.nwfusion.com/power 


Place  your  users  and  servers  wherever  you 
need  them  most.  The  XP4000  Series  enables 
your  users  to  conveniently  control  system 
servers  from  their  offices  or  their  labs.  Stay 
one  step  ahead  of  the  game  with  this  suite  of 
multi-platform  KVM  matrix  switches.  Get 
simultaneous,  multi-user  access  to  any  server 


from  any  office,  and  preserve  your  data  center's 
clean  room  environment. 

Let  us  custom  design  a  solution  for  your  business. 
It  may  be  your  smartest  move  yet! 


Computer  PRODUorsCoRWR^i 


Cybex,  the  Cybex  Logo,  and  XP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation'. 
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a  TCP/IP  network. 

High  quaSity  video  ...  low  bandwidth  utilization 


Remote  monitoring  with  camera  control . 


•  1-  Video  Input 

NTSC  (PAL) 

•  Video  Compression 

RVC  Method 
(Proprietary  form  of 
motion  JPEG) 

•  Image  Resolution 

640x480,  320x240, 
160x120 

•  Cable  Connection 

10  Base-T  (Ethernet) 
RS232C  port 
Alarm  Sensor 

•  Control  functions 
from  client  side 

Pan,  Tilt,  Zoom 
Camera  Selection 

•  Installed  protocol 

TCP/IP,  PPP,  HTTP, 
FTP,  Telnet,  IEEE802.3 

•  Physical  dimensions 

5.4"D  x  7.1"L  x  1.2"H 
1.04  lbs. 


J)  Digital  Image,  lee. 

View  our  live  demos  at  www.dii-meaachips.com 


10050  N.  Wolfe  Rd.  2  240  •  Cupertino  •  CA  95014  •  USA 
Tel.  (400  )  25  2  9057  •  Fax.  (400)  257  9674 


Looking  for  the  Next 
Millennium  in 


www.sdicomm.com 


Partner  with  the  global  leader  in  OEM  PCI,  CPCI 
|p^  and  PMC  WAN  adapters.  Please  contact  SDL’s 
OEM  Sales  Team  for  a  comprehensive  guide  to 
Next  Generation  WAN  Adapters. 

PROTOCOLS  SUPPORTED:  Frame  Relay,  HDLC,  PPP, ATM 
OS  SUPPORT:  Windows  NT,  Solaris,  VxWorks,  Linux,  Lynx/OS,  DDK 


SDL  Communications,  Inc 

The  uplink  company 


46  EASTMAN  STREET,  SOUTH  EASTON,  MA  USA  02375  PHONE  [508]  238-4490  FAX:  [508]  238-1053 


OEM  WAN 
Technology? 


Hard  drive  duplication 
:  made  easy. 


You  know  the  questions... 

Load  500  systems?  „ 

Upgrade  all  the  PC's? 

Windows  2000? 

PCs  ready  by  deadline? 

■ 

Weekends  of  software  loading? 


WV  fUM  HIM 

>'  S115  t'ooioi  100 1 0 loV0R?OSe-i“’ 
loon  HQoOQoelixjo: 


rr^Qj.yopi  1 1 1000000 &c 

Intelligent 

Computer 

Solutions  www.ics-iq.com 


888.994.4678 


The  problem  is,  ®  Site 
your  timing's  off. 

Bad  timing  can  throw  a  wrench  into  the  workings  of  any  company. 

In  today's  global  e-business  marketplace,  time  is  money. 
Accurate,  synchronized  time  for  all  your  network  components 
is  essential  for  integrity  and  security.  The  answer?  TymServe, 
the  proven,  system  independent  solution  for  accurate  global 
time  synchronization.  Without  it,  you're  simply  out  of  time. 


[nos] 
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Video  Security  Management 
for  NETWORKS! 


•  PC  based  Video  Surveillance  System 

•  Live  Video  over  your  Network! 

•  View  64  Cameras  from  any  PC 


•  Monitor  Alarms  from  any  PC 


(twv)  | 


MicroSwitcher  PLUS 


for  Windows95 
and  Windows  NT 


MicroSwitcher  Is  a  Registered  Trademark  of  Anderson  Communications  Inc. 

Windows  Is  a  Registered  Trademark  of  Microsoft  Corporation 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


Firewall 


The  Simple,  Powerful  &  Affordable 

Firewall 

•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Operate 

•  Remote  Web  Based  Management 

•  Cost  Effective 

•  Time  Based  Access  Control 

•  URL  &  Content  Filtering 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy 

•  ISDN,  xDSL  &  Cable  Modem  Support 

•  Win95/NT  Management  Client 

$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1-407-380-0220  Fax:  +1-407-380-6080 


APC's  Smart-UPS  series  is  perfect 
for  fileservers,  minicomputers, 
internetworking  equipment, 
telecommunications  systems  and 
other  mission-critical  applications. 


Legendary  Reliability  ' 


FREE  Internetworking  Kit. 

Learn  how  APC  can  make  your  network  more 


To  order  Visit  http://promo.apcc.com  Key  Code  q330z  •  Call  888-289-APCC  x77io  * ' :  •'<  :  :: 

©1999  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  NS4A9EP-US 
PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Rd..  West  Kingston  ‘  • 1  02c  ! 


APC  ensures  network  uptime, 
anywhere  and  everywhere 


APC  delivers  enterprise-wide  network  up-time. 
Your  full  spectrum  of  network  and  power  pro¬ 
tection  products  are  easily  integrated  in  the 
innovative  APC  NetShelter®. 

APC  NetShelter  simplifies  network  protec¬ 
tion  and  security  by  providing  a  premium, 
freestanding  network  enclosure.  It  arrives 
ready  to  install  and  costs  up  to  20%  less 
than  other  premium  enclosures. 

APC  NetShelter  saves  floor  space,  organiz¬ 
es  equipment,  eliminates  cabling  "rat's 
nests"  and  physically  protects  your  invest¬ 
ment.  NetShelter  provides  42U  (73.5”)  or 


22U  (38.5")  of  vertical  space  for  industry- 
standard  19”  rackmount  equipment,  yet 
easily  fits  through  a  standard  1'  door. 


APC  NetShelter  accommodates  nearly  all 
rackmountable  equipment  lines,  including 
HP,  IBM,  Dell,  Cisco  and  3Com.  Custom 
mounting  kits  allow  easy  installation  of 
many  rack-mount  servers,  disk  storage 
or  accessories. 


Free  NetShelter  Configurator 
Software  on  CD  or  download¬ 
able  via  our  website  at 
www.apcc.com 


NetShelter3 


APC's  NetShelter  simplifies 
network  protection  and  security 
by  providing  a  premium, 
freestanding  network  enclosure. 


Switch™ 


APC's  remote  power  control 
device  that  provides  individual 
outlet  reboot  capabilities  for 
locked-up  equipment. 


PowerStack  from  APC  provides 
power  protection  and  battery 
back-up  for  stackable  data  com¬ 
munications  hubs,  switches  and 
small  routers. 
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ebDot  your  Network  Equipment  via  Telnet,  Dial-Up  and  Local  Console 


Network  equipment  sometimes  "locks-up"  requiring  a 
service  call  just  to  flip  the  power  switch  to  perform  a 
simple  reboot.  The  NPS  Network  Power  Switch  gives 
network  administrators  the  ability  to  perform  this 
function  from  anywhere  on  the  LAN/ WAN,  or  if  the 
network  is  down,  to  simply  dial-in  from  a  standard 
external  modem  for  out-of-band  power  control. 

✓  TCP/IP  Security 

✓  Individual  Plug  Passwords 

✓  Dual  15  Amp  Power  Inputs 

✓  Eight  (8)  Individual  Outlets 

✓  Modem  and  Console  Ports 

✓  Co-Location  Features 

✓  115-VAC  and  230-VAC  Models 

✓  Modem  and  Telnet  Auto  Reset 


Individually 
Programmable 
Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


1 9”  Rack  Brackets 
Allow  Front,  Back,  or 
Center  Mounting 


Dual  15  Amp 
Power  Circuits 


ink 


Modem  Port  for 
Out-of-Band 
Management 


□  western” 

D  telematic  inc. 


Local  RS232 
Console  Port 


(800)  854-7226  -  www.wti.com 


Expert-led  training  solutions  for 
Office  2000  applications, 
Microsoft  Certification, 

Novell,  Cisco,  &  Lotus. 


LeamKty 


Learn  From 
The  Experts 


FOR  COMPUTER  USERS  &  IT  PROFESSIONALS 


|  Microsoft! 


SELF-CONFIDENT 


SELF-RELIANT 


SELF-PACED 


Successful  Solutions 


Booth  #6766 


Source  Code  #109 


Complete ,  industry  standard,  software-based 
RMON2  and  RMON1  Probe  for  Windows 


;'p.  Network  Instruments  RMON  Probe 


Last  Manager  IP  21?  14 


Interfaces  1 


PCI  Fast  Ethernet  DEC  21 14  31 


Low  cost,  complete  RMON  monitoring  for  remote  sites  or  segments. 
Software-only,  non-dedicated  data  collection. 

Pure,  full  RMON  1  and  2  support.  Complete  implementation  of  both 
RMON  1  and  2  for  Ethernet  ( 10/100 )  and  Token  Ring  (4/16).  Full 
adherence  to  RFCs  1513,  1757,  2021  and  2074. 

Runs  as  a  service  on  Windows  NT  or  Windows  2000. 

Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer  ,  OpenView  ,  Concord  ”,  NetScout  *,  etc.). 

Compatible  with  Network  Instruments'  optimized  ErrorTrack™  ND IS 
drivers  display  true  errors-by-station. 

Multiple  concurrent  network  interface  monitoring  (up  to  10). 

Multiple  management  console  access. 


Why  pay  thousands  more  for  the  same  data  ? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 

wsAAfw.net:workinst:rument:s.coii 

©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545 
UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056  lnfo@networkinstruments.com  www.nstworkinsrrumenls.corr 
Network  Instruments  and  the  “N"  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 
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Can  You  Afford  to  Be  Down? 

•  Can  your  web/e<ommerce  server  afford  downtime ? 

•  Can  your  e-mail  server  afford  downtime? 

Minimize  your  downtime  with  BOOMRACK's  dependable  industrial  grade 
rackmount  chassis  and  power  supply. 

BOOMRACK,  a  complete  rackmount  and  RAID  solutions  provider*,  offers  top- 
quality  products  that  are  designed  to  exceed  the  limits  of  performance.  In 
addition  to  providing  the  most  innovative  and  reliable  rackmount  chassis  and 
power  supply  systems,  BOOMRACK  offers  unmatched  marketing  and  support 
programs,  including  channel  partnership  programs  and  authorized  service 
centers  -  all  aimed  to  improve  your  bottom  line. 


BOOMRACK  -  exceeding  server  system  needs  for  the  next  millennium. 


Rackmount  and  RAID  Solutions 


P  Tech  Data 


p©na  cor 

distribution  |  /  ^  {^) 


www.boomrack.co  m 


*  1U,  2U,  3U,  4U,  4U  Extended,  5U,  7U,  8U,  Sliding  Rails,  Keyboard  Drawers,  Riser  Cards,  Monitor  Enclosures,  Cabinets,  and  RAID  Solutions  available. 


Cleaf  Display 
an90Sx1200 


COMPUTERS 
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’  Available  in  sizes  up  to  8  users 
and  32  computers. 

'  Users  have  independent  or  shared 
control  of  up  to  512  computers  with 
optional  multiplexor. 

1  Plug-in  modules  can  be  added  or 
changed  in  the  field  . 

>  Supports  laptop  computers  and 
Intellimouse. 

•  Smooth  and  responsive  mouse 
movement. 

>  All  keystrokes  are  translated  across 
platforms  -  including  Sun  and 

Mac  “Power”  keys. 


MULTI-USER 

MULTI-PLATFORM  i 


iirnU 


I  compatible  I 


SP^RC 


Member 


Mac 


Mac  and  the  Mac  logo  are  trademarks  of  Apple 
Computer.  Inc.,  registered  In  the  U.S.  and  other  countries. 


NETWORK  TECHNOLOGIES  INC 
1275  Danner  Dr  •  Aurora,  OH  44202 
330-562-7070  •  800-742-8324  •  FAX:  330-562-1999 
E-Mail:  sales@ntil . com  •  www . ntil . com 


How  Do  You  ReBoot 
Remote  Equipment? 


48VDC 


Cisco 


With  Sentry! 

Now  with  Sentry,  you  can  reBoot  any  locked-up 
internetworking  device  through  a  standard  dial-up 
modem,  ever  an  ethernet  network  via  TCP/IP  using 
Telnet,  through  a  JAVA  interface  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


Group  name 
functions 


Link  up  to  26  units 


Reboot  control 


Benefits 


Reduces  field 
service  visits  to 
POP  sites 


Reboot  control 


Group  name 
functions 


NEBs  compliant 


•  Faster  problem/ID  solution 
response  time 

•  Improved  network  availability 

•  Improved  network  service  levels 

•  Improved  facility  security 


See  our  complete  product  line  at: 

Web:  www.servertech.com 

Phone:  1-800-835-1515  or  1-408-745-0300 


Another  great  product  from 

Server  Technology  Inc. 


Fax:  1-408-745-0392 


©1999  Server  Technology  Inc.  Sentry  is  a  trademark  of  Server  Technology  Inc. 


It’s  an  Open  and  Shut  Case.. 


ADVANTAGE  2000 


PLUS 


HI 


-~w 

'! 


Tl 

I  i 


Great  Lakes 

case  &  cabinet  co.,  Inc.  * 


.com 


814.734.7303  ♦  Fax:  814. 734. 3907*  Email:  glcc@greatcabinets.com 


{FlexSwitch  600XC  2Gx} 

★  Functions  as  a  switch,  repeater,  bridge 
&  fiber  converter 

★  Extends  distances  up  to  50  km 

★  Full  wire-speed;  flow  control 

★  Compact  design 

★  Plug  and  play 

★  Lifetime  warranty 


is  here. 


for  free 

Omnitron  Systems 

product  information! 

UOl  Technology,  Inc. 

(800)  675-8410 

Excellence  in  Local  Area  Networking 

(949)  250-6510 

www.omniiron-systems.com/ri  v  J 

_ 
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Net/Station  Network  Enclosures  provide  a  secure  environment  to  organize  your  network  equipment, 
variety  of  si 

,,  - |  *'  -  %  *  - 


NS80P 

$1,095.°° 


NS80 

$995.°° 


NS40 


$795. 


NS30 

$695.°° 


k>S 


MANUFACTURER  DIRECT  PRICING 


•The  NS80, 42U 19  Rack  Mount  Enclosure  for  $995.00. 

•  Net/Station  orders  ship  within  24  hours  of  receipt  of  order. 

COMPUTER  GRADE  VENTILATION 

•  Vented  front  door  and  fully  vented  rear  and  top  panel  ensure  front  to 
back  airflow  necessary  to  cool  servers  and  enclosed  equipment. 

•  Multiple  fan  options  available  for  maximum  cooling  efficiency  for 
closely  packed  equipment. 

MULTI-VENDOR  COMPATIBILITY 


•  30.94"  maximum  front  to  rear  rail  spacing  accommodates  all  major 
sever  manufacturers  including  7215  PowerEdgef  iillullLlfM 
ProLiant  ^  ED2SSI  NetServersf  and  ISM  Netfinity  b 


direct  pricing 


Multiple 
Fan  Options 


CABLE  MANAGEMENT 

•  Tool-less  cable  guides  ensure  easy  installation  and  organization  of 
cables  and  wiring. 

•  Cable  entry/exit  from  the  top  and  bottom  of  enclosure  provide 
superior  functionality. 


SHELVING  &  ACCESSORIES 

•  Net/Station  offers  numerous  shelving  and  storage  options  to  customize 


your  network. 

•  Options  include  sliding  shelves,  fixed  shelves,  and  a  90Y  degree 
rotating  keyboard  tray. 


Co-Location 


Segmented  bays  on  the 
NS80P  Co-Lo  makes  this  the 
ideal  enclosure  for  Co-location 
ISP  applications. 


m 


MuHi-Vender 

Compatibility 


Stands  &  Shelves 

-  ■ 


or 


$1,595.00 


:  v 


problems  from  anywhere 


-Band  Console  Access 

,Y‘$y  -^-  ‘  -  ■>  ■  ;  .  '  .  < 

"Trouble-shoot  network 


Access  Remote 
RS-232 

Consoles  with 
One  Phone 
Line  or 
Ethernet 
Connection 


Menu  driven  interface,  unique  naming  for  each  device 
Modular  design  for  easy  expansion  or  changes 
Optional  Ethernet  (Telnet),  Dial-up  and  local  RS-232  access 
Internal  33.6  kbps  modem  with  built-in  lightning  protection 
3,6,9  slot  units,  4-32  devices  supported 

Bay  Tech’s  DS-Series  Data  Switch  is  modular  in  design.  The  base  unit,  access 
modules  and  RS-232  I/O  modules  ordered  determine  the  type  of  access  you  have 
and  how  many  devices  you  can  communicate  w  ith.  The  modular  design  also 
provides  easy  expansion,  simply  install  another  four  port  RS-232  I/O  module 
and  you  have  access  to  four  additional  devices. 

Also  available:  REBOOT  LOCKED  EQUIPMENT  with  BayTech 
power  control  solutions 


800-523-2702  www.baytechdcd.com 

International:  228-467-8231  Fax:  228-467-4551 


ADAPT  cools  your  computer,  telecom,  and  production  areas 
COOL.IT1 000®  portable  air  conditioners  are  perfect  for  ■ 
primary,  supplemental  and  emergency  cooling  in  perm< 
and  temporary  sites. 


►  Programmable  Thermostat 

►  Energy  Efficient 

►  Compact  &  Self  Contained 

►  Quiet  Cooling 

►  Instant  Set-up 

►  User  Friendly 

►  Only  80  Lbs. 

►  UPS  Shippable 


ADAPT 


“  Your  Spot  Cooling  Specialists  ’ 


800-243-COOL 


FREE  Cooling  Analysis 
Guide  ONLINE! 

|  www.coolosfspot.com 

*  The  coolest  spot  on  the  web* 


At  Home, 

How  You  Surf  is 
Your  Business.... 


...AT  WORK.  ITS  OURS 


Little  Brother  Displays: 

Who  uses  the  Internet 
What  kind  of  bandwidth  they  are  using 
Where  your  users  are  going 
When  your  users  visited  sites 
How  much  bandwidth  they  used 


Little  1 

IT 

\ 

l; 

[  BR* 

1 

HER 

546  Valley  Way,  Milpitas,  CA  95035 
Ph:  1.800.200.9881  Fax:  408.263.9883 
sales@littlebrother.com 


L- 


_ 

— . . 1TTTT 


i . ea 


A/C  &  D/C  Power  Control 
via  Phone,  Serial  or 


M- 

& 


Network  Access. 


7dataprobe 


1-800-436-3284  /  www.dataprobe.com 


•  Servers ! 


•  Routers ! 


•  Kiosks  ! 


•  Anything! 


Your  Reach 


r 
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Network  Managers:  Take  Control! 


Today,  power  management  means  high  availability.  For  network  operations,  remotely 
rebooting  locked  equipment  to  bring  each  device  back  on-line  quickly  boosts  productivity. 
APC  MasterSwitch  saves  corporations  many  unwanted  field  service  calls  and  costly 
downtime  expenses  due  to  remote  equipment  locking  up.  Make  APC  your  choice  for  high 
availability  solutions. 


MasterSwitch  benefits  include: 


Web  interface  simplifies 
configuration  and  remote 
management  capabilities. 


New  intuitive  web  interface 


Multiple-user  accounts 
MD-5  Authentification 
Graceful  load  shedding 
Individual  outlet  control 


Support  for  all  your  redundant 
power  equipment 

Provides  graceful 
server  shutdown 
with  APC 
PowerChute®  plus 
software  and  APC  UPSs. 

I Smart-UPS ®,  Matrix-UPS ®  and  Symmetra “  models  only) 


INTERNET 


1  mi.  i .  iiiiw 


APC  MasterSwitch”  plus  recently 
won  Internet  Telephony 's  Product 
of  the  Year  award 


- 

Visit  APCs  Web  site  today  to  receive  your  FREE 
*  APC  Network  Enhancement  Solutions  Kit  and  test 
r. ...  drive  MasterSwitch  on-line  before  buying! 


KEY  CODE 

http://promo.apcc.com  q328z 

CALL:  (888)  289-APCC  x7824  •  FAX:  (401)  788-2797 


Legendary  Reliability" 


©1999  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  MS4A9CP-US  •  PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892 


! 

www.federalnat.tDm 

Guaranteed  1/2  price 
pay  exactly  half  of  what 
you  currently  pay  for 

WEB  HOSTING 
I 


Web  Hosting  j  Web  Design 

e-commerce  *  f  ^  Dedicated  Servers 

Bulk  e-mail 

Domestic  &  International 

Resellers 

e-mail:  federalnet@federalnet.com 

1.888.901.5444 
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Reliability  runt 

•  ..VW.3hirtlfSw8l 


Control  up  to  4  PCs 
with  just  one  pair 
of  hands. 


Raritan  SwitchMan®:  Starts  at  $169 

Take  control  of  your  desktop  with  Raritan  SwitchMan.  Use  one 
keyboard,  monitor,  and  mouse  to  run  up  to  four  PCs.  No  more 
cluttered  desktops.  No  more  swapping  keyboards.  No  more 
unnecessary  peripherals.  Get  professional  technology  at  a 
desktop  price!  30-day  money-back  guarantee. 

*1 69  MSRP  (2-ehahrie 
*249  MSUP  (4:ch;mnt- 

Order  today: 
www.raritanonline.com 
1-800-724-8090,  XI 5 


FREE  email  newsletters  from  the  most  trusted  name  in  networking. 

Sign  up  Today  for  Network  World’s  free,  email  newsletters  developed  exclusively  for  busy  network  IS  professionals. 

These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key  developments  affecting  the  networking  community. 

Take  your  pick  of  technology  in  areas  such  as: 

Frame  Relay,  Internet  Services,  Web  Applications, 

Network/Systems  Management,  High-Speed  LANs,  Windows  NT, 

Messaging,  E-Commerce  for  the  Enterprise,  Directory  Services, 

VPNs,  Security,  Career  Advisor,  Voices  of  Networking,  Tech  Update 

Plus  -  NetFlash  Daily  -  a  daily  digest  of  late  breaking  networking  news! 

Exceptional  content  from  the  industry’s  best  columnists,  combined  with 
comprehensive  and  useful  links  to  resources  across  the  web,  make 
Network  World  newsletters  an  invaluable  tool  in  the  workplace! 

Subscribe  online  at  www.nwfusion.com/subscribe 


NETWORKING 


New  &  Used  Buy  •  Sell  •  Trade 


BAYNETWORKS 

NORTEL 


CISCO 


ASCEND/LUCENT 


CABLETRON 


3COM 


FORE  XYLAN 

www.  bizin  t.  com 


NY  Office/USA  Sales: 

Tel:  (315)  458-9606 
Fax:(315)458-9493 


(m 


Main  Office/lnt’l  Sales 

Tel:  (978)  667-4926 
Fax:(978)  663-0607 


Buy,  Sell  or  Announce 

Network  Products  and  Services  with 
Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 


L  L  E  N  N  I  U  M 


..  Vi;,-.  . 

SOLUTIONS 


□  ROUP 


Specialist  in  all  Cisco  Products  Including 
Memory  LAN/WAN  Products 

1  1  "  We  carry  all  manufacturers 

Livingston  •  Asfcend  •  US  Robotics  •  Micom  •  HP 
3Com  •  Adtrajh  *  Motorola  •  Codex  •  Wellfleet 


——We  Buy  and  Sell  ~  New,  Used,  Lease,  Rent  — 
>:•’  •  (Routers,  Bridges  •  Frame  Relay 

S"  V  pSU/CSU  s  •  Hubs,  Modems 

^Switches,  ATM  0  •  Voice  Over  Data 

.  '■  .  \  V'  -  ‘  - 

888.801.2001  fax  916.630.2000 


Visit  our  Website  at:  http://www.millenniumsolutions.net 


Made  in  U.S.A. 

Factory  Direct 

Ethernet  Converters, 
Transceivers,  Repeaters 
&  Switches 


Fiberdyne  10BASET-10BASE-FL  $148 

AUI-10BASE-FL  119 

100TX-100FX  Converter  319 
10T-10FL  Single  409 

jmi*  (  10FL-10FL  Repeater  374 

10FLMM-10FL  SM  895 

^  10FL-10FL  Repeater  SM  585 

10/100TX-100FX  2  port  switch  MM  294 
1 0/1 00TX-1 OOFX  2  port  switch  SM  595 
20  Slot  Chassis  1 0T-1 OFL  $1 83  per  port 


20  Slot  Chassis  100TX-100FX  $354  per  port 


www.fiberdyne.com 


A  FIBERDYNE  LABS,  INC.  I 

127  Business  Park  Dr..  Frankfort,  NY  13340 
Tel.  (315)  895-8470  Fax  (315)  895-8436 


FACTORY 

DIRECT 

SAVINGS 


For  details  on  how 
to  put  your  ad  here 


Enku  Gubaie 
1-8QO-6SS-11QB 


—  Tests/Reviews  in  January  — 

Issue 

Jan.  10  •  Windows  2000. 

•  Remote  access  cards  for  NT  servers. 

•  DNS  management  apps. 

•  Loran  Kinnetics  management  software. 

Jan.  17  •  Exclusive  on  the  new  Intel-based  load 

balancing  switch  from  Phobos. 

•  Norton  Ghost  6  and  PowerQuest 
Drivelmage  disk  duplication  utilities. 

Jan.  24  •  NOS  showdown. 

•  Videoconferencing  end  point  nodes. 

Jan.  31  •  Buyer's  Guide:  Desktop  management 

software. 

To  reserve  your  ad  space  call 
1-800-622-1108  ext.  6507 

Please  note  that  technology  updates,  and  comparative  and  single  product  review 
dates  and  topics  are  subject  to  change  without  notice. 


800-783-8979 

Fax  916-781-6962  ®  '2 

We  Carry  ALL  Manufacturers  'WfiS 


'Specializing  In: 

3-Com 
Nortel 

Bay  Networks 
Cabletron 

CISCO 

Ascend 
Fibermux 
Livingston 
Micom 
Motorola 
Synoptics 

Data/Voice 
Network 
Solutions 

lwww.adcs-inc.com ^ 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 

Switches 

Hubs 

Bridges 

Routers 

Multiplexers 

T-1  Equipt 

DSU/CSU 

Modems 

Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


Cabletron  Equipment 

GUARANTEED 


•  100%  factory  refurbished 

•  Only  factory-authorized  VAR 

•  30  day  hot  swap,  1  year  free  repair 

•  We  also  carry:  Bay  Networks, 
3Com,  Compex,  Cisco  &  more! 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 
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4L/lflf W/tflf .  COM  I 


REFURBISHED  NETWORKING  EQUIPMENT 


The  First  Name  in  Second  Source 
Networking  Equipment 


Purveyors  of  Networking  Hardware 


NEW 

& 

USED 

Switches, 
Modules, 
Routers, 
Hubs  &  More 


CiicjStstibs 


ffcotegn 


"LARGE! 


_=§5ynOpttCS  "  NEW  /  USED  3  COM  PARTS 

SMC*  OLRRobotics  CHIPCOM 


Bay  Networks 

caaerRon 

_ Is  vs  terns 

intel. 


BUY 

& 

SELL 

Quantity,  Reseller, 
Government  & 
Education,  Discounts 
available. 


LOWER  PRICES  THAN  THOSE  WAREHOUSE  GUYSI 


+  Lowest  Prices  on  Factory 
Fresh  Equipment 
+  Up  to  90%  OFF  Retail 
for  Refurbished  Items 

+  Huge  Inventory  of  j-Giant 
Legacy  Products  -"^inventori 

+  Factory  Trained 

Consultants  on  Staff 


+  Authorized 
Service  Center 
-4-  We  Also  Do  Repair: 

&  Exchanges 
-4-  Same  Day  Shipping 
on  Most  Items 
4-Same  Day  Delivery 
Via  Counter  Service 


Fax  us  Your  Want  to  Sell  /  Buy  Lists  @  516-293-5325 

L  LZLV  C.U.L-  Li^/i  SLCC  lLLX.il  CLI-LLLICt  i£LlC.[Z[ZLLlC 

c.  .Cllcllcli  \lCVC\2C.cLZUCVEZUCwOJTCL  ^B 

A  Division  of  Ergonomic  Enterprises,  Inc. 

C/eLL  V<i LL  L=lil=l3>  'L-e^  ^LALlIW/eLiI 

International  Calls:  001-1-516-293-5200  /  E-mail:  Sales@4LANWAN.COM 


WWW.4LANWAN.COM,  Inc. 

A  Division  of  Ergonomic  Enterprises,  Inc. 

rn«vi3irarj«w  IIUL'XJ 

logos  are  registered  trademarks  of  the  companies  they  represent 


For  More  Information  About  Marketplace 

1-800-622-1108 


USED  NETWORK  HARDWARE 

Routers  •  Switches  ♦  T1/T3  DSU/CSU  •  Access  Servers  »  Cables  ♦  Memory 

Li 

Ascend  ♦  Livingston  ♦  Adtran  ♦  Kentrox 

Buy  /  Sell  /  Lease  ♦  Overnight  Delivery  ♦  Fully  Guaranteed 

.EM-  1  )  I  -  j  !ij  I 

Fax  805-964-9405 

www.networkhardware.com 

d-Awork  Hardware  Resale,  Inc.  4  6445  CalleReal  4  Santa  Barbara  4  CA  93117 


BUY,  SELL, 
LEASE/RENT,  TRADE 

Routers,  Hubs,  Switches,  Comm.  Servers 


BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLEX 

•All  trademarks  are  the  property  of  their  respective  owners 


Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1 -800-832-6539 


FAX:  612-944-3534 
VOICE:  612-944-3440 


Email:  sales@interlinkcom.com 
http://www.interlinkcom.com 


US] 


COMMUNICATIONS 


7667  Cahill  Rd,  Sum  400,  Minneapolis,  MN  55439 


nsgdataxomi 

N  E  T  W  d  U  SERVICES  CROUP 

specialists  in 
Year  2000 
telex  and  X.25 
solutions  worldwide 

1.800.270.2669  301.662.5901 

www.nsgdata.com 


casco 

Systems/Features/Memory 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC. 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612*835*1927  E-Mail:sales@comstarinc.com 


"Good  As  New"  Networking  Equipment 
Good  As  New  Warranties 


Visit  us  On  the  Web  @  www.nle.com 


N&RTEL 

NETWORKS 

• p?  Bay  Networks 

•  »  'ft.  ■»!»■»  t  — *> 


CiscoSystems 

L  3 

Co 

s 

caaetRon 

_ _ sYsrems 


•  Authorized  Nortel-Enterprise  Solutions  Provider 

•  Free  Technical  Support  on  Purchased  Equipment 

•  Free  Network  Design  Support 

•  Largest  Inventory  in  the  Industry 

•  Best  Priced  Memory  Upgrades 

888.891.4229 


V  A 


N  \ 


wrd 


•  m 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801  -377-0078 
1403  W.  820  N.  Provo,  UT  84601 


NCR  Customer  Education  7 1 

(800)  845-2273 
www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 


Cable  University 

(800)  537-8254 
www.CableU.net 

FREE  online  training  in  network 
cabling  installation  &  maintenance 


CrossTec’s  NetOp  School  SW 

(800)  675-0729 
www.CrossTec.Net 

Six  essential  tools  for  the  networked 
classroom.  Download  a  Free  Eval 


PMG  NetAnalyst 

(800)  645-8486 
www.pmg.com 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 


— 


Cyber  Pass  Inc. 

(613)  237-4991 
www.certify.com 
A+,  CNE,  MCSE  exam 
simulation  software-FREE  to  try! 


Specialized  Solutions,  Enc 

(800)  942-1660 
www.specializedsolutions.com 
MCSE,  A+,  Network+,  MS  Office,  CDIA,j 
Unix,  Linux,  Cisco  FREE  Demo  Avail  | 


ForeFront  Direct 

(800)  475-5831 
www.ffg.com 

Computer  based  training  for 


TCIC 

(800)  322-2202 
www.tcic.com 

Telecommunications  +  Data  Comm, 
On-Site  +  CD’s  also  available. 


LearnIT  Corporation 

(800)  352-4806 

www.  Learnitcorp .  com 

MCSE  &  End  User  State-of-the-Art 

Simulation  Technology 


Transcender  Corporation 

(615)  726-8779 
www.transcender.com 
MCSE,  MCSD,  MCP  Exam 
Simulations 


LearnKey,  Inc. 

(800)  865-0165 
www.learnkey.com 
Self-Paced  Training  for  Computer 
Users  &  IT  Professionals 


Wave  Technologies 

(800)  711-0286 

www.wavetech.com 

MCSE,  Cisco,  MCSD,  A+,  Network-)-, 

CNE.Bootcamps,  Online,  Selfstudy 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


^ ^  Save  big  on  new/used: 

klCTfA  CT  > Rou,ers  >  Swi,ches  >  XDSL  ►  ATM 
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Studies  show  that  if  Web  users  have  to  wait  longer  than 
8  seconds  for  pages  to  download,  chances  are  they're 
history.  Conventional  technology  has 
focused  on  rocketing  packets  from 
A  to  B.  But  because  Web  traffic  is 
unpredictable,  event-driven,  and 
conversational,  managing  it  requires 
intelligence,  as  well  as  speed. 

The carrier-dass cs-800 supports  ArrowPoint's  Content  Smart™  Web 

7  billion  hits  per  day  and  Switch  is  the  only  Web  switch  designed 

scales  to  1  million  concurrent  J 

flows  per  web  switch.  specifically  for  the  rigors  of  the  next 

generation,  e-business  Internet.  Only  ArrowPoint's 
URL  switching  sends  content  requests  to  the 
best  site  and  server  based  on  real-time 
application  and  content  availability  - 


ArrowPomt 

COMMUNICATIONS 


bringing  an  end  to  "Server  Not  Found."  But  we  don't  stop 
there,  because  only  ArrowPoint  also  optimizes  content 
delivery  -  90%  of  today's  Web  traffic  -  using  the  best 
server  located  anywhere  in  your  distributed  network. 

ArrowPoint  Web  switches  eliminate  aggravating  waits 
and  help  your  site  keep  its  cool,  even  with  flash  crowds. 
They  create  sticky  connections  so  shopping  carts  don't 
suddenly  vanish.  And  they  deliver  big  content  flows  - 
like  streaming  media  -  fast. 

ArrowPoint,  the  Web  switching  pioneer,  is  already 
on  the  job  providing  intelligence  and  performance  with 
content  smart  Web  services  for  some  of  the 
world's  leading  Web  hosting,  broadband 
and  e-commerce  companies.  Check  out  our 
Web  site  to  see  what  we  can  do  for  y 


When  Web  Performance  is  Your  Business 

www.arrowpoint.com 


BUILD  A  GREAT  SITE 
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MAKE  THEM  WAIT 

EIGHT  SECOND 

AND  THEY  WILL  LEAV 
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WAN  connectivity  solutions 


kes  Frame  Relay 
rdinary  to  extraordinary. 


ADTRAN  Frame  Relay 


Host-to-remote 

connectivity 

End-to-end  visibility 
and  control 

Network  performance 
monitoring 


ADTRAN  delivers. 


Powerful  tools  for  Frame  Relay  connectivity, 
performance  monitoring  and  disaster  recovery. 

Now,  your  Frame  Relay  network  can  be  much  more  than  a 
cost-reducing  alternative  to  leased  lines.  With  ADTRAN  solutions, 
your  Frame  Relay  network  becomes  a  powerful,  dependable 
infrastructure  supporting  the  mission-critical  telecom  tasks 
your  users  demand.  ADTRAN  termination  equipment  satisfies 
virtually  any  type  service  connection  at  any  location.  Feature- 
packed  performance  monitoring  and  network  management 
deliver  control  over  packet-based  variables.  And  affordable 

dial  backup  assures  that  your  network  won’t  miss  a  beat. 
This  Frame  Relay  solution  is  secure  and  value-packed. 

And  it’s  from  ADTRAN— the  name  synonymous 
with  wide  area  networking  connectivity. 

For  a  reseller  near  you,  call  800  9ADTRAN  and  ask  to 
speak  to  a  Channel  Sales  Representative.  Or,  visit 
www.adtran.com/framerelay  to  view  application  diagrams, 
a  disaster  recovery  white  paper,  and  more. 


Service  Level  Agreement 
verification 

Network  trend  analysis 

Dependable  dial-around- 
the-cloud  protection 

SNMP  compatible 

Multinational  solutions 


-Net" 
Disaster  Recovery 


ID  Performance 
Monitoring/Network 
Management 


Host-to-Remote 
Access  Equipment 


Empower  your  Frame  Relay  network 
with  ADTRAN  connectivity  solutions. 


All  ADTRAN  wide 
area  connectivity 
products  are  certified 
Y2K  compliant. 


Experts  choose  ADTRAN^ 


Adirati 


ADTRAN  is  a  registered  trademark  of  ADTRAN,  Inc 


